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"OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports ol 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora 
tions in the United States 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


"No person, firm or corpo- 
ration either directly or in 
directly connected with the 
industry the journal repre- 
sents, has any share in_its 
ownership or voice in shap 
ing its policy, which has in 
view at all times the best in 
terests of the field it serves 
It aims to discuss all sub 
jects fairly, and to furnish 
its readers reliable informa 
tion concerning the progress 
and development of the of 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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"SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign —one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
‘CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
"CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
"ADVERTISING RATES 
upon application — only ar- 
ticles of office equipment 
or directly related products 
eligible. 

{Entered as Second - Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
‘Office Appliances” is regis- 
teredin the United States Pat- 
ent Office, Washington, D. C. 
‘COPYRIGHT. Contents 
covered by Copyright, 1942, 
by the Office Appliance 
Company. 
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LDVERTISEMENTS 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal. 
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THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
commissions 
practically every member of the staff. 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 


of its various 


pares advertising 


agents and dealers in nearly every country, aids ‘for- 


copy, tu 


eign dealers in securing U 


other ways performs useful service, all without charge. | 
Subscribers in every land have made, and are making, __ |i) 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 


turer 


In the execution 
bureau calls upon 
It answers by 


this 


rnishes list of desirable 


S. A. lines, and in many 


Ss 
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Weis Mfg. Co... 47, 48, 49, 50 
Yawman and Erbe Mfg. Co. 76 
Filing Tables 
Toledo Metal Furniture Co 123 
Folders (See Filing Supplies) 
Fountain Pens 
Esterbrook Pen Co 134 
Sheaffer, W. A., Pen Co 72 
Gummed Cloth Rings 
Graff, Geo. B., Co 129 
Warshaw Mfg. Co. 141 
Gummed Tape Sealing Machines 
Metal Specialties Mfg. Co 135 
index Card Signals 
Cook, H. C., Co 137 
Graff, Geo. B., Co. 129 
Victor Safe & Equip. Co vm 80 
Index Tabs 
Aigner, G. J., Co 133 
Barkley, C. L., & Co R6 
Globe-Wernicke Co., The 58, 91 
Guide System & Supply Co 102 
Markilo Co. Pe ; 143 
Master-Craft L. L. Div 112 
Melind, Louis, Co. 125 
Shaw-Walker Co.. 63, 112 
Sheppard, The C, E. Co 117 
Veit Mfg. Co 141 
Victor Safe & Equip. Co 80 
inks, Adhesives, Ete. 
Continental Ink Co 145 
Harriman-Welts Prod. Co 144 
Ink Specialties Co. 77 
Melind, Louis, Co 125 
Rivet-O Mfg. Co. 142 
Sheaffer, W. A., Pen Co 72 
inkstands 
Cushman & Denison Mfg. Co 143 
Sengbusch Self-Cl. Inkstand Co 70 
Labels 
Imperial Methods Co ah 
Oxford Filing Supply Co 66, 67 
Warshaw Mfg. Co 141 
Ladders, Library, Store & Vault 
Cotterman, I, D 144 
Leads for Mechanical Pencils 
Dixon, Jos., Crucible Co 105 
Faber, A. W., Inc 9 
Rite-Rite Mfg. Co. 145 
Sheaffer, W. A., Pen Co 72 
Leather Goods 
Doppelt, Chas., & Co. 130 
Nat'l Brief Case Mfg. Co.. 121 
Varat, Murray, Co 140 
Leather Upholstered Furniture 
Bright Chair Co 131 
Ehrlich Upholstery Works..... 126 
junlocke, The W. H., Chair Co....111 
Jasper Chair Co 103 
New Indiana Chair Co. 128 
Niemann, Inc 134 
Letter Openers 
Nat'l Postal Meter Co 126 


Oakville Co. Div. Scovill 79 
Letter Trays (See Desk Trays) 


Library Equipment 


Art Metal Construction Co 71 
Art Steel Co = 84 
General Fireproofing Co., The...54, 55 
Globe-Wernicke Co., The 58, 91 
Peerless Steel Equip. Co 104 
Security Steel Equipment Corp 96 
Shaw-Walker Co. evenees-63, 112 
Yawman and Erbe Mfg. Co 7é 
Lithographed Continuous Forms 
| ee 82 
Lockers and Storage Cabinets 
All-Steel-Equip. Co 119 
Anderson-Hickey Co 144 
Art Metal Construction Co 71 
Art Steel Co 84 
Browne-Morse Co 141 
General Fireproofing Co., The....54, 55 
Globe-Wernicke Co., The 58, 91 
Metal Office Furn. Co 146 
Pronto File Corp 99 
Security Steel Equipment Corp 96 
Shaw-Walker Co 63, 112 
Yawman and Erbe Mfg. Co Tf 
Loose Leaf Books & Systems 
Aigner, G. J., Co. . 133 
Gr. Rapids L. L. Binder Co 140 
Master-Craft L. L. Div 112 
National Blank Book Co 142 
Sheppard, The C. E., Co. 117 


Loose Leaf Sheet Covers, Celluloid 
Markilo Co...... 143 


Loose Leaf Metals and Devices 


Gr. Rapids L. L. Binder Co. 140 

Sheppard, The C. E., Co... 117 
Mail Distributors 

Bristow, Stanley R. ; 143 

Cole Steel Equipment Co............ 99 

Globe-Wernicke Co., The..............58, 91 

Victor Safe & Equip. Co............... 80 


Manifold Books & Business Forms 
Hano, Philip, Co., Ine 
Map Tacks 
Graff, George B., Co 
Moore Push-Pin Co 
Matched Office Suites 
Art Metal Construction Co. 


General Fireproofing Co., The...54 
Globe-Wernicke Co., The 58 
Leopold Co. 

Shaw-Walker Co.. : 63, 


Sloane, W. & J 
Memorandum Books 
Master-Craft L. L 
National Blank Book 
Rockwell-Barnes Co 
Memorandum Devices 
Bristow, Stanley R 
Zephyr American Corp 
Mending Tape 
Warshaw Mfg. Co. 
Metal Badges, Checks, Tokens, Ete. 
Dayton Stencil Works 


Div 
Co. 


Meyer & Wenthe, Inc 
Moisteners 

Metal Specialties Mfg. Co 

Rivet-O Mfg. Co 


Sengbusch Self-Cl. Inkstand Co 

Numbering Machines 
Amer. Numbering 
Melind, Louis, Co. 
Roberts Numbering Mach. Co 

Office Partitions and Railings 


Mach. Co 


Globe-Wernicke Co., The 8, § 
Pads, Figuring 
Mohawk Tablet Co 
National Blank Book Co. 
Rockwell-Barnes Co 
Paper 
Eaton Paper Corp 
Rockwell-Barnes Co 
Paper Clamps 
Acco Products, Inc 
Autmte. Pencil Sharpener Div 
Cushman & Denison Mfg. Co 
Esterbrook Pen Co., Inc 
Hunt, C. Howard, Pen Co 
Oakville Co. Div. Scovill 
Paper Clips 
Acco Products, Inc 
Cook, H. C Co 
Cushman & Denison Mfg. Co 
Graff, Geo. B., Co 
Oakville Co. Div. Secovill 
Vail Manufacturing Co 


Paper Fastening Machines 
Autmtec. Pencil Sharpener 
Consolidated Staple Co.. 
Hotchkiss Sales Co 
Markwell Mfg. Co 
Victor Safe & Equip. Co..... 

Paste (See Inks, Adhesives, 

Pencil Sharpeners 
Autmte. Pencil Sharpener Div 
Graff, Geo. B., Co. 
Hunt, C. Howard, 

Pencils, Mechanical 


Div 


Ete. 


Pen Co 


Rite-Rite Mfg. Co 
Sheaffer, W. A., Pen Co 


Pencils, Paper Wound 
Blaisdell Pencil Co. 


Pencils, Wood Cased Lead 


Blaisdell Pencil Co 
Dixon, Jos., Crucible Co. 
Faber, A. W., Inc 
Penholders 
Dixon, Jos., Crucible Co 
Esterbrook Pen Co o 
Sengbusch Self Cl. Inkstand Co 
Pens, Steel 
Esterbrook Pen Co., The 
Hunt, C. Howard, Pen Co 
Sengbusch Self Cl. Inkstand Co 
Picture Hooks 
Moore Push-Pin Co. 
Pins and Pin Containers 
Oakville Co. Div. Scovill 
Vail Mfg. Co 
Platens, Typewriter 
Amer. Writing Machine Co 
Ames Supply Co 
Shipman-Ward Mfg. Co 
Postal Scales 
Hanson Scale Co 
Masco Corp 
Pelouze Mfg. Co ‘ 
Shipman-Ward Mfg. Co 
Triner Scale & Mfg. Co 
Presentation Covers 
Oxford Filing Supply Co. 6« 
Publishers 
British Stationery Exporter. 
Punches 
Acco Products, Ince...... 
Globe-Wernicke Co., The 58 


Metal Specialties Mfg. Co 


National Blank Book Co 
Push Pins 
Moore Push-Pin Co. 


Oakville Co. Div. Scovill 


Ribbons and Carbons 
Allen & Co 


82 


127 
129 


140 


98 
91 
135 
142 


Allied Carbon & Ribbon Co 
Amer. Writing Machine Co 
Ames Supply Co 
Codo Mfg. Corp 
Columbia R. & C 
Manifold Supplies 
Mittag & Volger, 
Old Town Rib. & Carb. Co 
Pacific Carb. & Rib. Mfg. Co 
Peerless Key-Imperial Mfg 
Phillips Process Co 
Royal Typewriter Co., Inc. 
Shipman-Ward Mfg. Co 
Smith, L. C., & Corona Tws 
Storms, H, M. Co ' 
Underwood Elliott Fisher Co 


Mfg. Co 
Co 
Inc 


Back (< 


U. 8S. Typewriter Ribbon Mfg 
Webster, F. S., Co 
Rubber Bands 
Faber, A. W., 
Rubber Stamps 
Melind, Louis, Co 
Meyer & Wenthe, 


Ine 


Inc 


Safes 
Art Metal Construction Co 
Diebold Safe & Lock Co 
General Fireproofing Co., 
Globe-Wernicke Co., The 
Meilink Steel Safe Co. 
Mosler Safe Co., The 
Schwab Safe Co., The.... 
Security Steel Equipment Corp 
Shaw-Walker Co............ 
Victor Safe & Equipment Co 
Yawman and Erbe Mfg. Co 

Serapbooks 
Globe-Wernicke Co., 

Secretary Desks 
Art Metal Construction Co 
General Fireproofing Co., 
Globe-Wernicke Co., The 
Peerless Steel Equip. Co. 
Shaw-Walker Co 
Wabash Cabinet 


The 


The 


The 


Co., Ine., 
Shelving 
All-Steel-Equip. Co 
Art Metal Cosgstruction 
Browne-Morse Co 
General Fireproofing Co., 
Wernicke Co., The 
Security Steel Equipment 
Shaw-Walker Co 


Co 


The 


Globe 


Sorting Devices 

Bristow, Stanley R 
Postage 
Meter Co., Inc 


Stamp Affixers, 
Nat'l Postal 

Stamp Pads 
Melind, Louis, Co 
Meyer & Wenthe, 
Phillips Process Co 
Rivet-O-Mfg. Co. 
Rockwell-Barnes Co 
Victor Safe & Equip. Co 

Stands for Office Machines 
Ames Supply Co. 
Anderson- Hickey 
Art Steel Co 
Fair Furniture 


Inc 


Co. 


Co. 


Co 


Co 


54 


58 


Corp 


General Fireproofing Co., The... 


Globe-Wernicke Co., The 
Harter Corp 

Metalstand Co 

Peerless Steel Equip. Co 
Shipman-Ward Mfg. Co 
Standard Office Products Co 
Sturgis Posture Chair Co 
Toledo Metal Furniture Co 


Staple Extractors 
Metal Specialties Mfg. Co 
Staples and Stapling Machines 
Consolidated Staple Co 
Hotchkiss Sales Co. 
Markwell Mfg. Co 
Metal Specialties Mfg. Co 
Oakville Co. Div. Scovill 
Vail Manufacturing Co 
Stencils, Brass 
Dayton Stencil Works 
Stenographer’s Note Books 
National Blank Book Co 
Rockwell-Barnes Co. 


Stools 
Harter Corp 
Metalstand Co.............. 
Toledo Metal Furniture C 
Storage and Transfer Cases 
All-Steel-Equip. Co... 
Art Metal Construction Co 
Art Steel Co............. 
Bankers Box Co............. 
Barkley, C. L., & Co... 
Bentson Mfg. Co. 
Browne-Morse Co...... 
Cole Steel Equipment Co. 
Columbia Steel Equip, Co 
General Fireproofing Co., The 
Globe-Wernicke Co., The 
Guide System & Supply Co 
Imperial Methods Co.... 
Metal Office Furn. Co....... 


63, 
The 


54, 


58 


12: 


101 


108 


2 ts 





Peerless Steel Equip. Co.... 104 
Pronto File Corp asbahide 99 
Rockwell-Barnes Co............. oe | 
Security Steel Equipment Corp .. 96 
Shaw-Walker Co.. ; 63, 112 
Weis Mfg. Co 47, 48, 49, 50 
Yawman and Erbe Mfg. Co 76 
Strong Boxes, Fire Protected 
Diebold Safe & Lock Co...... 88 
Meilink Steel Safe Co 128 
Walz Mfg. Co 143 
Tables 
Art Metal Construction Co ee 
Browne-Morse Co. 141 
General Fireproofing Co., The 54. 55 
Globe-Wernicke Co., The 58, 91 
Mutschler Bros. Co 131 
Peerless Steel Equip. Co 104 
Shaw-Walker Co — 63, 112 
St. Johns Table Co 137 
Victor Safe & Equipment Co 80 
Tablets and Pads 
Mohawk Tablet Co 110 
Tabulating Statistic Machines 
Internat’] Business Mch. Corp 57 
Telephone Accessories 
Victor Safe & Equipment Co g0 
Zephyr American Corp... 75 
Telephone Stands 
Art Metal Construction Co. 71 
Art Steel Co SESE 84 
General Fireproofing Co., The...54, 55 
Globe-Wernicke Co., The 58, 91 
Peerless Steel Equip. Co... 104 
Shaw-WaAlker Co...........................63, 112 
Yawman and Erbe Mfg. Co... 76 
Thumb Tacks 
Graff, George B., Co 129 
Moore Push-Pin Co. 145 
Oakville Co. Div. Scovill 79 
Ticket Holders 
Oakville Co. Div. Scovill 79 
Vail Manufacturing Co 113 
Time Clocks & Recorders 
Internat’l Business Mch. Corp 7 
Trimming Boards 
Amer. Photo Laboratories 127 
Photo Materials Co 141 
Type, Typewriter 
Amer. Writing Mach. Co. 65 
Ames Supply Co. 59 
Shipman-Ward Mfg. Co.. 13¢ 
Typewriter Cleaning Material 
Amer. Writing Mach. Co 65 
Ames Supply Co. 59 
Clarotype Co......... 142 
Mittag & Volger, Inc 123 
Rivet-O-Mfg. Co 142 
Shipman-Ward Mfg. Co. 136 
Webster, F. S., Co 2 
Typewriter Cushion Keys 
Amer. Writing Mach. Co 65 
Ames Supply Co.............. 59 
Peerless Key-Imperial Mfg. Co.....108 
Shipman-Ward Mfg. Co 126 
Speed Key Mfg. Co one 43 
Typewriter Cushion Knobs and Bases 
Amer. Writing Mach. Co 65 
Ames Supply Co , 59 
Fox, George E., & Co 135 
Peerless Key-Imperial Mfg. Co 108 


Shipman-Ward Mfg. Co....... 136 
Typewriter Parts and Tools 


Amer. Writing Mach. Co 65 

Ames Supply Co....... 59 

Shipman-Ward Mfg. Co 13¢ 
Typewriter Tables 

See Stands for Off. Mach 
Typewriters, Mfrs. of 

Corona Typewriter 1] 

Internat’l Business Mch. Corp......... 57 

Royal Typewriter Co 15 

Smith, L. C. & Corona Tws 1] 

Underwood Elliott Fisher...Back Cover 


Typewriters, Rebuilt and Used 
Amer. Writing Mach. Co 65 
Shipman-Ward Mfg. Co 136 


Visible Systems Equipment 


Acme Visible Records, Inc 100 
Aigner, G. J., Co = 133 
Art Metal Construction Co 71 
Automatic File & Index Co 124 
Diebold Safe & Lock Co a8 
Globe-Wernicke Co., The 58, 91 
Master-Craft L. L. Div 112 
National Blank Book Co 142 
Shaw-Walker Co 63, 112 
Sheppard, C. E., Co 117 
Victor Safe & Equipment Co gO 
Yawman and Erbe Mfg. Co 76 
Waste Baskets 
Art Steel Co R4 
Cole Steel Equipment Co 99 
Fox, George E., & Co 135 
General Fireproofing Co...... 54, 55 
Globe-Wernicke Co., The.............58, 91 
Metal Office Furn. Co 146 
Peerless Steel Equip. Co. 104 
Shaw-Walker Co. 63, 112 
Work Distributors 
Fox, George E., & Co 135 





WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


SOUTHERN CALIFORNIA CONNECTION wanted by sales producer who 
always has shown remarkable ability Operated own business and sold 
out at profit. Has served as dealer contact man for office specialty manu- 
facturers. Thoroughly at home selling to dealer or direct. Equipped from 
past experience to handle any mechanical office specialty or stationery 
line which offers opportunity for reasonable earnings. Can work alone, 
direct a sales force or operate a store or branch. References from trade 
leaders, Send particulars to B-22, care Office Appliances, Chicago. 
SALES PRODUCER with wide and successful experience is open for new 
connection with a live organization Has operated own stationery and 
paper business, served as branch manager for leading typewriter company, 
and has had other valuable experience, Ready to return to industry after 
brief absence. Will consider any location. Interested to hear from manu- 
facturer or dealer who can use a salesman of more than ordinary ability 
with intelligence and drive to produce desired results. Best of references. 
Address B-24, care Office Appliances, Chicago 

SALESMAN, BEYOND active military service, age 40, with 20 years’ ex 
perience selling complete steel office equipment lines including industrial 
shelving and both executive and commercial wood furniture interested in 
joining high grade dealer organization where possibilities exist for earning. 
$6000 yearly or better. Experience includes all phases of selling office 
equipment from dealer street salesman to factory branch and district 
manager. Prefer mid-west. Can furnish excellent references as to ability. 
Address B-32, care Office Appliances, Chicago. 

SALESMAN who has been traveling New England for eight years calling 
upon stationery and office supply dealers is open for a new connection in 
that area An excellent record and a reputation among the trade which 
will prove of value to some concern seeking a good New England pro- 
ducer. Top references Available on short notice Address B-25, care 
Office Appliances, Chicago 

SALESMAN WITH EXPERIENCE selling office 
dressing Machines and all types of Duplicators, desires position selling in 
Central States, working out of Chicago Age 47, married, health excep 
tional, has 1941 car Prefer wholesale and dealer selling. Interested in 
salary and expenses Address B-20, care Office Appliances, Chicago 
OFFICE APPLIANCE MECHANIC with over 25 years’ experience is seek 
ng a new contract for one year or longer, with some first class dealer 
who requires a man of abil'ty Married, and have first class references 


machines, especially Ad- 


from many large firms, good education and appearance, past draft age, 
and have tools Address B-28, care Office Appliances, Chicago. 
YOUNG MAN with 30 years’ experience both in Retail and Wholesale 


Stationery and Office Supplies desires inside position. Can give excellent 
references Address B-31, care Office Appliances, Chicago 

MECHANIC Sales and Service, 18 years’ experience on all makes, reli 
able, best of references, Capable managing and buying—all around man 
Address B-30. care Office Appliances, Chicago 


SALESMEN WANTED 


IF YOU ARE NOW selling to effices, we have a product that will prove 
to be a very profitable sideline. It quickly becomes a major line. Ex 
elusive territories are available Address ©-146, care Office Appliances 
Chicago 

exclusive loose leaf line available in several 
connection. A full time profitable major line 
Address 0-141, care Office Appliances, 


Salesmen calling on offices 
territories Direct factory 
only slightly affected by priorities 
Chicago 

IF YOU ARE NOW selling to office supply dealers, we have a product 
that will prove to be a profitable sideline. It quickly attains first impor 
tance Exclusive territories available Atlas Stencil Files, Ine., 5200 
Eneclid Ave Cleveland, Ohio ase 


FACTORY HELP WANTED 


Experienced carbon coating machine operator-—by long estab- 
paper factory, located on Pacific Coast. Excellent chance 
Apply B-27, care Office Appliances, Chicago. 


WANTED 
lished carbon 
for advancement 


REPRESENTATIVES AVAILABLE 


4 successful sales producer who has 
business, sold office machines, and has served 
line for Chicago and vicinity. Qualified 
Interested in furniture or mechan 
which offers satisfactory volume 


AGENCY WANTED for Chicago 
operated his own stationery) 
as sales manager, wants a volume 
for stationery, furniture and machines 
cal specialty Will anything 


consider 


including production. Send information B-23, Office Appliances, Chicago. 
NEW YORK ORGANIZATION with following among Office Equipment 
Dealers, open for one or two lines on commission or jobbing basis. Ware 


house facilities, if desired 


Address B-21, care Office Appliances, Chicago. 
REPRESENTATIVES WANTED 





MANUFACTURER of three widely known office units required in con- 
junction with typing seeks Representatives in various open territories 
coast to coast Prefer men now established and selling non-conflicting 


office equipment, or allied items, and having time to handle one additional 
meritorious line. Address 0-143, care Office Appliances, Chicago. 
DISTRICT REPRESENTATIVE FOR NEW ENGLAND wanted by large 
long-established company manufacturing steel and wood office equipment, 
filing supplies and stationers’ goods Splendid permanent job. Salary 
expenses and opportunity for bonus. Experience in this work and knowl 
edge of New England trade important Give age, selling experience, 
fraternal and church connections, selective service classification, refer 
ences Address 0-145. care Office Appliances, Chicago 

MANUFACTURER of exclusive loose leaf line of record keeping equip 
ment has open territories available. Widely known line established over 
thirty years. Permanent position Men considered must have had experi- 
ence in selling office equipment. 0-147, care Office Appliances, Chicago. 


MECHANICS WANTED 


EXPERIENCED ADDRESSOGRAPH, Dictating 
tookkeeping Machine State experience and 
Young Office Machines (C« 210 W. Adams St Chicago 
ONE EACH, Typewriter—Adding Machine—Cash Register. $35 weekly 
salary, plus commissions. Also combination salesman and repairman and 
salesman only Muncie Typewriter Exchange, Muncie, Indiana 
MECHANIC EXPERIENCED on typewriter and adding machines wanted 
by dealer in Pacific Northwest. A good opportunity in an attractive loca 
tion for service man who has necessary qualifications. Send particulars to 
B-26, care Office Appliances, Chicago 

ELLIOTT FISHER MECHANI( 
opportunity Confidential W. J. Crowley 
Milwaukee, Wisconsin 

ADDING MACHINE MECHANIC, also Typewriter, Addressograph, Multi 
graph Mechanic Good salary. Pruitt, 425 N. LaSalle, Chicago. 


Adding and 
wanted. 


lypewriter, 


mechanics salary 


experience, etc. Excellent 
Company, 434 Caswell Building 


State age 


RETAIL BUSINESS FOR SALE 
COMPLETE LINE office supplies, Exclusive on office machines, no local 
competition on machines. Exclusive on wood and steel furniture. Located 
in Arkansas. City population over twelve thousand. Complete service on 
cash registers, adding machines and typewriters. Over $2000 in parts and 
platens. Operating truck and salesman in three counties, with population 
over 200,000, radius 61 miles all on concrete road. Will take $6000 cash 
to handle. Established ten years. Reason for selling: I expect to be 
— into the service. Address all letters 0-147, care Office Appliances, 

ticago. 


LEADING OFFICE FURNITURE & EQUIPMENT BUSINESS IN 





CALIFORNIA Long established— splendid location—modern store 
inventory clean stock best reputation LARGE PERCENTAGE 


SALES ARE FOR DEFENSE-—b'g protits—-marvelous opportunity if you 
can handle financially—Price $16,500.00. Investigate Correspondence in 
strict confidence Address 0-142, care Office Appliances, 


- SALES LETTERS 


LETTERS WILL BUILD SALES For years I have built letters that pull 
sales. You need them more than ever now. Send me your data for new 
letters, or unsuccessful letters for reshaping. Particulars on request 
Address H. M. Goldthwait, 1659 Broadway, Denver, Colorado. 


- FOUNTAN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils. 
ete, Repaired at standard prices. We especially feature ‘‘CONKLIN,”’ 
SWAN, WATERMAN, WAHL, PARKER, WELTY, SHEAFFER, MOORE. 
ete., but can repair all other makes. We feature Gold Pen Points and 
Repairing. Mail all makes to ONE place for better service. (Est. 1904.) 
Welty Pen and Repair Co., 38 8. State St., Chicago. 


ADDING MACHINE PARTS, TYPE, ETC. | 


LARGE STOCK of new and used Adding and Calculating Machine Parts 





available. Quotations furnished on specific parts upon request. I Dehn, 
Jr., 1643 101st Ave., Oakland, California 
a = ae 
DUPLICATOR SUPPLIES 

MULTIGRAPH RIBBONS remanufactured Duplicator inks and type 
Writer ribbons. Established over ten years. Write us, save money. Lewis 
Co,, 413 W. State St., Milwaukee, Wisconsin. 

DUPLICATING INKS, two grades, all colors, Complete line of heeto 


Gelatin sheets on boards which do 
Pengad Bldg., 


10-lb. cans 
Pengad Mfg. Co., Inc., 884 


graph gelatin, 1, 5 and 
not require any melting 
Bayonne, New Jersey 


"FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ELLIOTT-FISHER, Burroughs, Moon Hopkins, 
chines, Dictaphones, Ediphones, bought and sold 
ance Co., 529 8S. Wells St., Chicago. 
ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters and all office machines bought and 
sold. Teeter-Warsh Co., 849 N. 3rd Street, Milwaukee, Wisconsin. 
BURROUGHS— Duplexes, Moon Hopkins, Bookkeeping Machines, Kardex. 
All types office machines bought and sold. Fort Pitt Typewriter Co., 
644 Liberty Avenue, Pittsburgh, Pennsylvania 

BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Mach.nes, and everything in the office machinery line. State model, serial 
number and we will quote highest cash prices. International Office Appli 
ances, Inc., 326 Broadway, New York City. 
BURROUGHS, MOON HOPKINS, Elliott-Fisher 
Comptometers, all makes calculators bought and sold 
93 S. llth, Minneapolis, Minnesota. 

ELLIOTT-FISHER machines, calculating machines, adding machines—all 
office equipment, bought and sold. W. J. Crowley Company, 434 Caswell 
Bidg., Milwaukee, Wisconsin 

BURROUGHS—MOON HOPKINS, Comptometers, Bookkeeping Machines, 
Bought and Sold H. T. Carroll, 547 8. Dearborn St., Chicago. 
WANTED TO BUY FOR CASH, adding and calculating machines, all 


Adding-Calculating Ma 
Chicago Office Appli 


Sookkeeping Machines 
Dorrell-Markel, 


makes and models—-typewriters, wide carriages 14 in. and larger—Burros 
13-13-02—23-13-02—-Moon Hlopkins 72A-71A-78A-50M and higher—Reming 


Elliott-Fishers Direct Sub 
“B"’ frames long clip 


Models 121-123-125 
Hand Addressographs 


ton Accounting Machines 
tractions and cross footers 


and late style, also ‘‘E’’ frames. Shipman-Ward Mfg. Co., 325 N. Wells 
St., Chicago 
DICTAPHONES—EDIPHONES—Largest stock and lowest prices—write 


for information and catalogs. American Dictating Machine Co., 235 Fifth 
Ave., New York, New York. 

FOR SALE—One used Elliott Cardvertiser, automatic feed. 
with steel file containing 18 trays, for stencils. As good as new. 
Martin Office Equipment, 220 8. Mechanic St., Jackson, Michigan. 


FOR SALE—Kingsley Gold Stamping Machine, three years ago $119.75, 


Hand machine 
Address 


offered with brand new type at substantial discount. Branham’s, Inc., 
401 N. Broadway, Oklahoma City, Oklahoma 
FOR SALE—One Robinson 36-Inch Rotary Card Cutter, brand new. 


Original price $1,227.00. Best offer takes it. Imperial Methods Company, 
Forest Park, ILllinois. 

KARDEX, ACME, all makes used visible filing equipment. Thousands of 
reconditioned cabinets, panels, books, always on hand. Special service and 
prices to dealers for purchase or sale. Get our quotations. Chas. 8 
Nathan, Inc., 548 Broadway, New York 

KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types 
bought and sold. We specialize in this field and offer full cooperation to 
dealers. Commercial Card System, 135 Grand St., New York City. 
GUARANTEED REBUILTS, KARDEX, other visible systems, attractively 
refinished, thoroughly rebuilt for years of additional service, moderately 
priced. Used equipment also bought and exchanged. Universal Office 
Equipment Co., 561 Broadway, New York, New York. 
ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money Making 
Circular. Pruitt, 527 Pruitt Bldg., Chicago. 

VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex, Acme and International Visible Factograph cabinets, as 
well as other makes. We can supply new improved brass shift rods (that 
will not break), for International cabinets, also cards and card holders. 
Have available credit authorization equipment in one line tube panels, and 
5x14 pocket panels, for reasonable prices. Write and tell us what Visible 
Equipment you need or have for sale. Special prices to Dealers. E 1. 
Heineman, 4 North Bighth Street, St. Louis, Missouri. 
WANTED TO BUY FOR CASH—International Payroll Machines, 
0-144, care Office Appliances, Chicago. 








Address 











~NEW TRADE LITERATURE 


(Catalogues, pamphlets, broadsides, foldera and other publicity 
materials recent'y released) 





The G. J. Aigner Company.—A set of two colorful blotters featuring 
the Aico line have been prepared for distribution to dealers by the G. J. 
Aigner Company, 503 South Jefferson street, Chicago. One blotter fea 
tures Aico-Grip insertable index tabs and the other promotes the general 
line of Aico indexes, while both have space provided for dealer imprint 
A time-saving tip is printed on each blotter to give customer appeal, and 
they carry a brief story on how many uses the consumer can find for 
the Aico line. 

Automatic Pencil Sharpener division of Spengler-Lewis Manufacturing 
Company.—A new dealer's price list covering its Apsco automatic line 
has been issued to the trade by the Automatic Pencil Sharpener division 
of the Spengler-Lewis Manufacturing Company, 58 East Washington street, 
Chicago. The various items included in the new list, which is designated 
as the No. 42, include pencil sharpeners, Apsco solid steel cutters, binder 
clips, Bulldog clips, B. D. hook clips and Apsco clamps. Copies are avail 
able to authorized dealers. 


Copy Right Manufacturing Corporation. purpose of 


Created for the 


boosting dealer sales in its line of CopyRight copyholders, a new booklet 
entitled “Talking It Over With Mr. Prospect’’ is being prepared for dis 
tribution by the Copy Right Manufacturing Corporation, 53 Park place, 
New York, The twenty-four page booklet is a complete sales 


presentation, crammed with illustrations and selling points which can_ be 
shown to prospects to them on the merits of the copyholder line 
Dealers desiring the company to reserve a copy for them should send their 
requests to the address given above and the booklets will be mailed as 
soon as they come off the press 


The Michigan Desk Company. A 


sell 


new, eight-page folder describing and 


illustrating the firm’s line of desks and tables has recently been prepared 
for distribution by the Michigan Desk Company, Grand Rapids, Mich 
The folder shows the 200, 400, 600, 800, 100 and 30 series of desks as the 


No, 39 tables. It is punched for loose leaf. 
Midwest Naturlite Company.—A two-page catalogue insert covering the 
firm's latest additions to its fluorescent desk lamp line has been issued to 


the trade by the Midwest Naturlite Company, 440 North Wells street, 
Chicago, Ill. The sheet, which is accompanied by a covering price list, 
shows the Nos, 1005 and 1006, the company’s new clamp-on desk models 


and the Midco portable desk lamp, which is listed under the No. 4200 series 
Dealers requesting the insert should ask for Bulletin D-11. 


Norcor Manufacturing Company.-A new, sixteen-page catalogue cover 


ing the firm's lines of portable, auditorium and school seating furniture, 
has been prepared for distribution by the Norcor Manufacturing Com 
pany, Green Bay, Wis. The book is attractively done in col.r and 
contains many illustrations of Norcor’s 1000, 400, 700, 80, 20, and 7) 
chair series, as well as Standard and DeLuxe movable desks, tablet arm 
chairs, posture and all-purpose chairs. glider feet. inkwells and book 
drawers. ‘The catalogue is described as Norcor’s presentati n of a 
1942 preview, 

Remington Rand Inc.-.A new, six-page folder attractively printed in 
color has been issued to the trade by Remington Rand Inc., Buffalo, N 
as a means of introducing the firm’s new line of Guardsman wood filing 
cabinets described elsewhere in this issue. The folder includes several un 


usually large illustrations with which to demonstrate to prospects the various 
features of construction, finish and design of the Guardsman file 
Speed Products Company..-A vivid reminder of our blessings as Americans 


is a new “Boost Defense’’ card which the Speed Products Company, Long 
Island City, N. Y., is sending out in all company mail. Done in color and 
headed “God Bless-es America’, the card presents nine excellent reasons 
why people of this nation should be thankful. Among these are the follow 
ing: “The freedom to worship, write and speak as we please’, and “The 
full protection of our living rights."’ It also bears the admonition to ‘Kee p 





OFFICE APPLIANCES 


Covering the firm’s many lines of filing 


The Wabash Cabinet Company. 
listed as the No. 41, has been 


equipment and supplies, a new catalogue, 
made available to the trade by the Wabash Cabinet Company, Wabash, Ind 
The catalogue may be had with or without an accompanying price list but 
is usually issued with the two units bound together in a heavy paper cover. 
Among the various products listed in the catalogue are the Adaptex system, 
Alpha-Merical system, binders, check file supplies, document file guides, 
folders, form cards, headings, labels, out guides and folders, posting guides, 
record cards, tabulating guides and many others. Requests for copies should 
be addressed to the company’s home offices. 











BUSINESS OPPORTUNITIES 


Wanted Abroad 


New Concern in Chile Wants to Hear From American Manufacturers. 
Bravo & Komor, Ltd., is the name of a new concern located at Casilla de 
Correo 9225, Santiago, Chile. One of the owners is English, the other 
Hondurian, The company desires to hear from manufacturers of all sorts 
of office equipment and supply including fountain pens, pencils, paper 
goods, etc., as well as heavier lines. Mr. Komor reports that the company 
has three traveling salesmen. The plan is to represent American con- 
cerns on a commission basis. Certain quantities of merchandise are bought 
outright, cash being paid against documents. 

Fine Stationery Wanted for Mexico.__The firm of Casa 
Motolina 9, Mexico, D.F., Mexico, now acting as sales agent for several 
well known American manufacturers, is interested in securing another line 
or two to be sold to stationery and high class gift stores. Products now 
sold include staplers, pencils, erasers, crayons, etc. 


Wanted Here at Home 


Office Machine Store Seeks New Lines... George W. Simon's Cash Register 
Shop, Ine., 95 Broadway, Buffalo, N. Y., is a business dealing in all types 
of office machines and supplie s. Its manager, L. D. Grossman, has announced 
that the firm is interested in acquiring new lines which will fit into the 
present set-up and would like to hear from manufacturers concerning their 
products. The company has recently purchased the building in which the 
business is housed and has thus paved the way for expansion. 

New Store Owner Seeks Manufacturer Conncctions...H. F. Sanner, for 
the past thirty years connected with the office equipment industry, has 
recently opened a business of his own under the name of the Sanner 
Office Supply, 1221 Peach street, Erie, Pa. With his new organization 
established, Mr. Sanner is interested in receiving calls or correspondence 
from manufacturers in the field who desire representation in Erie and the 
surrounding territory. 





Schauss, S8.A., 





MISSING MACHINES 


The following companies ask dealers everywhere to be on the lookout for 
office machines (described and numbered beside the firm's name) which 
are reported lost, stolen or struyed. Information concerning the where- 
abouts of these machines should be forwarded to the company concerned 
at the earliest opportunity. 








Office Machines Dealers Association of New York.—Underwood, No 
1749927; Underwood, No. 5/1115056: L. C. Smith, 8/633148. Notify asso 
ciation secretary at 258 Broadway, New York, N. Y. 
Current Corporation Reports 
Directors of The Gcnoral Fireproofing Company, Youngstown, Ohio, last 
onth increased the common dividend to sixty-five cents a share, a boost 
f fifteen cents from amounts paid in the last four quarters. The directors 


dividend of $1.75 on preferred stock.—AK 



















































‘em Flying! Do Your Bit With Stamps and Bonds.” ilso declared a 
Export Statistics by United States Department of Commerce 
(Issued in January, 1942) 

Artic! Nine months ending Nine months ending 
aie Ps icles September 194) September 1981 Articles September 1941 Sooner tens 
OFFICE APPLIANCES ...cccscccvescceeee | sscccccces 2,053,209 | ..........| 16,338,310 Goors (iNSulated)...++.sseeeeeeee NO. 409 21,404 2,416 140,358 

_ Bank vaults, doors, and interior 
Accounting, bookkeeping, and OE EA ee) Peer er yy eee ee 91,885 
Calculating MaChines.....+sseeeee nO. 3,741 542,231 27,359] 4,511,234 Other office and store furniture, 
Bookkeeping and accounting machines: Fimtures OTD DAFtS...cececeeeeseeeses | sesereeees 48,812 | wccecceeee $10,316 
Non-descri ptive or nonm-text-writing..no.. 40 35,548 “19 443,655 MISCELLANEOUS OFFICE SUPPLIES...... | «...--e00- 037,508 | wccccccces 6,967,980 
Descriptive or text-writing....... no... 161 107,534 1,183 709,000 un snical siihte 
Listing-adding machines.....sss+00s no.. 2,646] 203,340 17,737] 1,908,573  "echanica se 
Caiculating machines, non-listing..no.. 678 127,362 6,064 | 1,105,809 Of Dlastic materials....sseseereees doz.. 6,418 37,412 69,768 252,225 
Card-punching, sorting, and Of other materials. .ccscccceveeeees doz.. 3,392 11,240 35,771 46,498 
° : ° Pencils (not mechanical): 
tabulating machines. .....seseees no... 47 55,440 626 550,978 P 
Other, includ Lite ochOs. Of Diack lead. .scccoccescececenes gross 56,691 76,248 444, 150 630,957 
er, including used and rebuiit...no. 169 13,011 1,330 126,821 "Viaggi araet gross 10,704 18.356 80.532 151,231 
Parts for accounting, bookkeeping, Pencil leads..... -gross 54,863 21,018 986,740 124,619 
and calculating machines...... eocccce | cevccccces SUETEBE sicccdces -| 1,358,786 Pencil varts....... eeeececes seccces @o0ces | cocscccess 6,921 | wcccccccce 75,344 
Addressing machines and parts, equip- Donnbee D. e CrayOns...cseceerees eecccece gross. 19,93! 16, 386 302,282 197,639 
ment, accessories, and supplies....... |. sian at 2 a e289 Famtaln and atylegreshic pens: 
Duplicating machines, parts, and supplies... |.......... oY haeepeeaens uu? 211 Of plastic materials...cccccecseeee doz.. 23, 108 230,631 199,903] 1,481,204 
Cash registers and parts: ee ee eae ’ Of other materials. ...cseceseesees -402.. 5,082 14,469 38,93! 92,692 
__ errr babe dvebteeseces no. 762 98,497 6,050 823. 745 FUS. wccvccece Ooo erereerersereseseseress | sesseseres 09,006 F ccccssecce 93,226 
Used and rebuilt ceibiheadadbbies neces no 208 16,962 1.753 117/990 Metallic pen points, except gold. -gross.. 25,290 19,968 185, 244 141,560 
FOF cccccces CE IST Oa TaN RWOGE a3: ae 466.862 Other penholders and eiicesds pWanwanes | vesdeuduns UES eexbavenee 38, 298 
Typewriters and parts: ‘ WPERGRE BAhi sn ccckdenscdecccnnecdesciecees | sescesuscs aera 340,447 
Standard, new........0. no 8.794 581,652 Printing and lithographic ink. 849,430 207, 288 i, 169,322) 1,488,111 
eeerccesecccs be » ‘ 58,07 r . . . ° 
na gg aaa aes aabigeetss i 6/306 198 272 - ty : ie Ne UES hoc scschetsessavksse AE, Preach UE MID IE iccccccees 79, 158 
R@dUI Ite. seeeeeeeeees +o 1,519 55,423 10.758 | 377/677 PASTE ANG Muci lage. .eeeeeeerseeeeeee ID 96,263 12, 182 564,752 88,704 
Other, used... sewosse coecencsocceces no 1,267 30,832 10.329 219. 190 Carbon paper...... te eeeeeeeeeeees cone IDee 46,358 37,480 549,694 378,719 
Ra cat ekis SpAteh bathe neEskistvosacieds 1 sseese<axe 117,057] ...... ; 1.158.009  TyDewriter FiDDONS.....++.+eereerere doz. 10,997 25, 365 95,757] 248,809 
Staplers and staples (for ottes ON Man x... 382 °822 Other office supplies.........+- Seveeeeee | cenceeeees 120,298 | ....-seees 1,018,543 
PP GRUCGR AORN IGREB io ocidncccescncccce | ovscnesces 118,800] 2.2.2.2... 1 tos7.985 Pencil slats: 
Furniture of wood: pati bs PaOtOS POS COON oss kccctscccecsce Id.. 22, 198 5,544 584,489 102,209 
ES ey sa ee no, $,352 19,981 44,771 156,548 INCOMBE GOGOL. 0... crcccccccscccesce Ib.. 494,604 44 890 4,351,078 357,983 
Of fice furniture and store fixtures....... J-s--eeeees CE Rae 139, 668 DON ME ci Gae ce ceusushhssiohbecens U hbaveancke 6, SEB | occccccccs 72, 987 
Meta! furniture and fixtures: Pe: HD NO, NR os xocns0n 000000 Lic ccctesces ie) errr 234, 946 
Sheet-metal storage cabinets, oe Re 313,157 41,582] 2,365,371 310,708 
medicine cabinets, and lockers...no.. 2,277 20,80! 25,998 187,646 Filing folders, index cards, and other 
Sheet-metal shelving and wall bins....-|.....0.--. 31300 be 197’ See office forms, plain or printed....!b.. 109, 866 29, 130 997,989 282,092 
Sheet-meta! filing cases with : Cash-register and adding-mach ine 
——— drawers (not insulated) ...no.. 1,328 31,937 13,718 292, 178 WANE assk5 hast eh baukcs<abecsiox Ib. 127,495 11,005] 1,198,966 116,345 
eet-metal filing cases with PPNOT ROMIE. occccsccseccscccccencess Ib.. 9,021 «068 109,729 50,163 
geen He + cect (insulated)...... NO.» 183 10,801 4,946 PIO DOR  AIRE GREE. cnn eigceiecctessyacis ibe. | 19,296 10,68! 180.925 102.211 
ee ea RE OCS iba. | 186,705 | 82,889] 1,083,111] 209,918 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,266,825. Strip Dispensing Machine. Elmer G 
Streckfuss, Cincinnati, Ohio, assignor to The Cincinnati 
Time Recorder Company, Cincinnati, Ohio, a corporation 
of Ohio. Application July 13, 1938, Serial No. 219,000. 
Granted December 23, 1941. 

2,266,850. Adjustable Base for Ledger Trays. Roger 
Connor and Nelson S. Welk, Athens, Ohio, assignors 
to The McBee Company, Athens, Ohio, a corporation of 


Ohio. Application December 21, 1940, Serial No 
371,128. Granted December 23, !941. 
2,267,046. Ribbon Feeder. George H. Sargent, 


Toronto, Ontario, Canada, assignor to The Egry Register 
Company, Dayton, Ohio, a corporation of Ohio. Applica- 
tion November 6, 1940, Serial No, 364,534. Granted 


December 23, 1941. 
Lucifer J. Most, Hudson 


2,267,127. Eraser Mounting. 
County, N. J. Application January I1, 1941, Serial No. 
374,068. Granted December 23, 1941. 

2,267,147. Process for Manufacturing Pen Nibs 


Marlin S. Baker, Janesville, Wis., assignor to The 
Parker Pen Company, Janesville, Wis., a corporation 
of Wisconsin. Application November 13, 1939, Serial 


No. 304,174. Granted December 23, 1941. 
2,267,197. Line Spacing Mechanism for Typewriting 
Machines. Arthur H. Gustafson, Denver, Colo. Applica- 


tion April 5, 1940, Serial No, 327,980. Granted Decem- 
ber 23, 1941. 

2,267,349. Loose Leaf Binder Lock. George W. 
Brownlee, Sr Atlanta, Ga., assignor to Ekonomie 
Binder Company, Atlanta, Ga., a corporation of Georgia. 
Application January 31, (941, Serial No. 376,904 


Granted December 23, 1941. 
Frank M. Ashley, Great 


2,267,363. Fountain Pen. 

Kills, N. Y., assignor to Lewis Gompers, New York, 
N. Y., as trustee. Application April 29, 1939. Serial 
No. 270.711. Granted December 23, 1941. 

2,267,403. Furniture Caster. Walter F. Herold, 
Easton, Conn., assignor to The Bassick Company, Bridge- 
port, Conn., a corporation of Connecticut. Application 
September 25, 1940, Serial No. 358,268. Granted. De- 


cember 23, 1941. 

2,267,502. Manifolding Attachment for Typewriters. 
Edward Z. Lewis, Evanston, Ili., assignor to General 
Manifold & Printing Co., a corporation of Pennsylvania 
Application August 12, (940, Serial No. 352,312. 
Granted December 23, (941. 

2,267,719. Full Throw Mechanism for Stapling Ma- 
chines. Stephen A, Crosby, New York, N. Y., assignor 
te Speed Products Company, New York, N. Y. Applica- 
tion January 2, 1937, Serial No. 11£,8t!. Granted De- 
cember 30, (941. 

2,267,886. Paper Holding and Feeding Apparatus for 
Computing Machines. Walter A. Anderson, Bridgerort, 
Conn., assignor to Underwood Elliott Fisher Company, 
New York, N. Y., a corporation of Delaware. Applica- 
tion December 30, 1938, Serial No. 248,431. Granted 
December 30, 1941. 

2,267,890. Calculating Machine. Harold T. Avery, 
Oakland, Calif.. assignor to Marchant Calculating Ma- 
chine Company, a corporation of California. Original 
?pplication December 18, 1933, Serial No. 702,949, now 
Patent No. 2,211,736, dated August 13, 1940. Divided 
and this application November 20, 1939, Serial No 


305,311. Granted December 20, 1941. 

2,267,901. Means for and Method of Electrical Prin - 
ing. James K. Duncan, Chicago, Ill. Application 
February 16, 1934, Serial No. 711,491. Renewed May 
6, 1940. Granted December 30, 1941. 


Andrew M. Lockett, New 


2,267,934. Envelope Opener. 
1940, Serial No 


Orleans, La. Application January 15, 


313,962. Granted December 30, 1941. 
2,267,982. Moistening Means. Stephen Kokay, Chi- 
cago, IIl., assignor to Ditto, Incorporated, Chicago, Ill., 


a corporation of West Virginia. Application April 12, 
1939. Serial No. 267,516. Granted December 30, 1941. 
2,267,990. Stapling Machine. Lou Obstfeld, Brook- 
lyn, N. Y., and John H. Francher, Chatham, N. J 
said Francher assignor to Abraham Obstfeld, New York, 
Y. Application May 24, 1938, Serial No. 209,682 
Granted December 30, 1941. 

2,267,998. Sheet Feeding Device. Frederick W 
Storck, Arlington, Mass., assignor to Standard Mailing 
Machines Company, (now Standard Duplicating Ma 
chines Corporation) Everett, Mass., a corporation of 
Massachusetts. Application November 7, 1940, Serial 
No. 364,671. Granted December 30, 1941. 

2,262,018. Roll Supporting Means for Typewriters 
Wilmot S. Close, Mountain Lakes, N. J. Originc! 
application January 29, 1938, Serial No. 187,578, now 
Patent No. 2,220,708, dated November 5, 1940. Divided 
and this application November 2, 1940, Serial No. 
363,976. Granted December 30, 1941. 

2,268,102. Staple Feed Mechanism for Fastener Ap- 
plying Instruments. Otto Attula, Woodside, Tes 
assignor to Lou Obstfeld, Brooklyn. N. Y., and Abraham 
Obstfeld, New York, N. Y. Application ‘May 31, 1941, 
Serial No. 395,983. Granted December 30, 1941 

2,268,374. Calculating Machine. George C. Chase. 
South Orange, N. J., assignor to Monroe Calculating 
Machine Company, Orange, N. J., a corporation of 


Delaware. Application April 16, 1940, Serial No 
329.943. Granted December 30, 1941. 

2,268,657 Duplicating Machine. Harry Hermann, 
New York, N. Y. Application March 16, 1940, Serial 
No. 324,291. Granted January 6, 1942. 

2,268,795. Money Compartment Envelope Eugene 


assignor to Berkowitz 


B. Berkowitz, Kansas City, Mo., 
a corporation of 


Envelope Company, Kansas City, Mo., 


Delaware. Application March {, 1939, Serial No 
259,179. Granted January 6, 1942. 
2,268,864. Locking Device for Drawers and the Like 


Max S. Finkiewiez, Lockport, III. Application May 23, 
1940, Serial No. 336,736. Granted January 6, 1942 
2,268,867. Typewriting Machine William A. Ga 
brielson and Edson G. Moshier, Syracuse, N. Y., as 
Signors to L. C. Smith & Corona Typewriters, Inc.. 
Syracuse, N. Y . a corporation of New York. Application 


June 19, 1940, Serial No. 341,250. Granted January 
6, 1942. 

2,269,118. Fountain Pen Clip. Clinton E. Marshall, 
Bronx, N. Y. Application May 2, 1941, Serial No 
391,445. Granted January 6, 1942. 
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2,269,199. Duplicator. Henry Hildebrandt, Chicago, D-niel, New York, N. Y., assignor of one-half to John 
1. Application July 31, 1939, Serial No. 287,547. J. Duffie, New York, N. Y. Application July 10, 1940, 
Granted January 6, 1942. Serial No. 344,804. Granted January 13, 1942. 
2,269,232. Pen. Frank A. Schreiner, Chicago, III 2,270,045. Filing Device. Marice 0. Goldsmith, 
Application May 26, 1941, Serial No. 395,261. Granted Dorchester, Mass. Application May 24, 1939, Serial 
January 6, 1942. No. 275,501. Granted January 13, 1942. 
2,269,525. Carbon Paper Container. Nathan Fleischer. 2,270,107. Mechanica! Pencil Lead Sharpener. Ger- 


Brooklyn, N. Y. Application December 16, 1938, Serial 
No. 246,085. Granted January 13, 1942. 

2,269,628. Blackboard. Leon R. Kolovsky, Chicago, 
iIl., assignor to Weber Costello Company, Chicago 
Heights, ill., a corporation of illinois. Application July 
3, 1940, Serial No. 343,825. Granted January 13, 1942 


2,269,649. Paper Clip. James H. Comley, East 
Orange, N. J. Application April 18, 1941, Serial No 
389,247. Granted January 13, 1942. 

2,269,744. Stapling Device. Charles |. Tager and 


Chicago, I11., assigners to American 
Chicago, IIl., a corporation 
1940, Serial No 


Hans C. Stockel, 
Die & Tool Corporation, 
of Iflinois. Application August 20, 
353,434. Granted January 13, 1942. 

2,269,931. Caleulatirg Machine. Arthur J. Fettig, 
Detroit, Mich., assignor to Burroughs Adding Machine 
Company, Detroit, Mich., a corporation of Michigan 
Application August 14, 1936, Serial No. 95,959. Granted 


January 13, 1942. 
2,269,999. Demonstration Card File. Robert S$ 


Application March 


trude E. Cadot, New York, N. 
Granted January 13, 1942. 


!, 1941, Serial No. 381,281. 
DESIGN PATENTS 


130,925. Design fer a Chair. Alice L. Roth, Troy, 
Ohio, assignor to The Troy Sunsisade Company, Troy, 
Ohio, a corporation of Ohio. Application January 22, 
1940, Serial No. 89,628. Granted December 30, 1941. 

130,997. Design for a Fountain Pen Point. Lynn 
P. Martin and Wilbur K. Olson, Fort Madison, lowa, 
assignors to W. A. Sheaffer Pen Company, Fort Madi- 
son, lowa, a cerporation of Delaware. Application 
wed 30, 1941, Serial No. 103,960. Gravted January 


131,000. Design for a Fountain Pen. Lynn P. Martin 
and Wilbur K. Olson, Fort Madison, lowa, assignors to 
W. A. Sheaffer Pen Company, Fort Madison, lowa, a 
corporation of Delaware. Application October 30, 1941, 
Serial No. 103, 964. Granted January 6, 1942. 
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THE RETAILER'S PLACE UNDER PD-100 


HOSE who know, here in 

Washington, say the office 
equipment and supplies merchan- 
diser is one of the most fortunate 
business men in the present econ- 
omy of the United States. They 
tell you he has less trouble than 
other merchandisers in getting re- 
plenishment for his shelves, that 
he probably is the only retailer 
who has the advantage of using 
preference priority ratings; and 
that there is no obstacle between 
him and the government, wher- 
ever he may be, because the gov- 
ernment, in all the numerous war 
activities scattered around the 
country, is eager to buy his wares 
locally to secure swift service. 

It is estimated the local dealer 
is getting practically 100 per cent 
of the war business, and it is esti- 
mated that the war business ab- 
sorbs seventy-five per cent of the 
supplies and equipment sold by 
the merchandisers. They tell us 
here in the capital the office sup- 
plies and equipment business is 
that very rare exception of these 
uncertain times which does not 
have to worry about where it is 
located. It is said to find war busi- 
ness at hand everywhere. If you 
can accept the Washington ap- 
praisal of the situation, it is rea- 
sonable to regard office appliance 
distributors as the one bright spot 
in an otherwise much confused 
and bewildered retail economic 
system. Other retailers, as will be 
clear later in this article, are 
mildly in the position of outcasts. 

Office supplies and equipment 
dealers were specifically recog- 


By ARNOLD KRUCKMAN 
o 


nized in the order denominated 
PD-100. This is the expanded code 
which took the place of PD-20 and 
PD-22. It was assembled in order 
to make easy the maintenance of 
essential business operation with- 
out encouraging expansion of non- 
essential business. The sharp dif- 
ference may be better understood 
when you realize that government 
now insists there are only two 
reasons for doing business: first, 
war business; second, the business 
essential to sustain civilian life. 
Government, especially under the 
new head of the war board, feels 
that all luxuries, extras, little un- 
necessary bypasses, must be rigidly 
deleted. Only if there is anything 
left over from the needs of the 
two major categories will it be 
possible to get materials to supply 
otherwise superfluous extras. 


Order No. PD100 


Emphasis is placed on PD-100 
because it is the blueprint that 
gives industry and business the 
chart to keep things going. Gov- 
ernment does not wish to destroy 
any business or any mode of life. 
But it does not wish to help any 
business or activity to expand, or 
even to exist, at the expense of the 
need for materials to win the war. 
Donald Nelson for months has 
been saying the winning of the 
war must be the sole business of 
this nation; and that all functions 
of existence must be subordinated 


to this business. The civilian to- 
day has no business to do any- 
thing that does not contribute to 
putting over the war successfully, 
according to this philosophy. There 
is need for every resource in the 
country, and there is need con- 
sequently to maintain every exist- 
ing resource. But there is little 
need to expand many civilian re- 
sources, and there is less need to 
create many other classes of new 
civilian resources. It is for this 
reason there is such emphasis on 
furnishing supplies for mainte- 
nance, repairs and replacements. 


It may be accepted as fact that 
there is practically no raw mate- 
rial of which we have enough for 
our own war uses, for the war uses 
of our allies, and for essential 
civilian uses. The basic users of 
these materials have been grouped 
together homogeneously, making 
something like eighty to 100 fun- 
damental groups. These users are 
the fabricators, the people who 
turn wood into pulp, metal into 
ingots, latex into rubber. The gov- 
ernment allocates the raw mate- 
rials to the fabricators in these 
groups. Remember, the word is 
allocate. That means the govern- 
ment assigns to each member of 
the group a share of the material, 
and he fabricates his share. The 
fabricator sells to the manufac- 
turer. But there are hundreds of 
thousands of manufacturers, in 
thousands of different manufac- 
turing activities. 


Generally most factories make 
some things that are needed 
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urgently for basic, military war 
purposes, some that are needed 
for war but not quite so urgently, 
and still others that are needed 
for civilian essentials. Also many 
of them use the raw materials in 
normal times to make things in 
great quantities for competitive 
merchandising, things that are 
not required in such great quan- 
tities if there is no competitive 
merchandising; and many make 
things that have no use in a war 
economy, even to support the 
civilian population. For all these 
reasons, the fabricated material is 
passed along to the manufacturers 
only upon certification by a prior- 
ity; and since the use for one pur- 
pose is more urgent than for an- 
other, we have the various ratings, 
such as AA, A-1, A-2, and down 
to B and B-1, and C and D. Nat- 
urally those who do the manufac- 
turing or servicing that is most 
urgent, get the highest ratings. 
But it is necessary to keep in 
mind that all ratings mean that 
the order for the wares, in their 
turn, must mandatorily be filled. 


No Retailer Ratings 


Most of the things made under 
priority ratings go from the man- 
ufacturer to the prime user, which 
means the builder, the assembler, 
the maker of things that are com- 
posed of many other things. In 
principle there is no rating for the 
retailer. At various times they 
have let it be known there would 
be special adaptations of the 
priority rating system to enable 
the retailer to get preferred claim 
for merchandise. But such actual 
priority has never come into play. 
Office appliances, supplies, and 
equipment have to all intents and 
purposes come under the preferred 
status of priority, even in many 
retail establishments, because they 
were required for military uses, 
for war production plants, and 
other units in the war machine. 
It is understood in many instances 
the office supplies and equipment 
dealers have had the advantage 
of actual priority orders from 
their military customers as an evi- 
dence of urgency they might pass 
along to their manufacturers, 
wholesalers, and jobbers. But prob- 
ably more than ninety-nine per 
cent of the 1,800,000 retailers in 
the United States have not been 
in this happy position. They sim- 
ply were obliged to order what 
they wanted, and then they had 
to wait and see if they would get 
what they ordered. 


It is generally accepted as fact 
here in Washington that within 
six months all supplies for non- 
essential civilian purposes will be 
curtailed to an extent the average 
person has not even suspected. Not 
only will the shortage of tires— 
and probably gasoline — freeze 
automobiles in garages, but the 
vast majority of familiar things of 
daily life will be stripped down in 
variety, in type of containers, in 
sizes. Standardization is on the 
way, much as it was introduced in 
England. It is probable many 
brands will mandatorily be deleted, 
and manufacturers will be re- 
quired to pool their products un- 
der certain brands, limited in 
number. Cellophane, as you know, 
will disappear because they need 
badly the cellulose, glycerine and 
phenol that goes into its making. 
Innumerable gadgets now con- 
sidered indispensable will disap- 
pear because they are not indis- 
pensable. Just as we may have to 
revert to the old solid tire bicycle, 
or walk, and ride street cars, or 
busses, and revive the horse and 
buggy, so we undoubtedly will be 
forced to simplify many other pro- 
cesses and customs of life, and 
literally lead the simple life of a 
much earlier day. There will not, 
for instance, be rubber heels; or 
fine woolen suits; and there will 
be fewer theaters, and we will 
have choice among fewer pictures, 
and possibly a smaller number of 
beauty shops, and similar luxuries 
that are now highly competitive. 


They are already discussing ra- 
tioning of retail establishments. 
This would mean ration cards for 
the consumer. But the whole idea 
of rationing appears so repugnant 
to the average American, that 
they have put it on ice, at least 
for the time being. Price controls, 
harsh and abrupt chopping off of 
delivery facilities, and the various 
consequences that will follow the 
disappearance of tires, are ex- 
pected by the cognoscenti in 
Washington to accomplish some of 
the results of restriction, that 
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might otherwise be achieved by 
rationing and similar presumably 
unpopular measures. 


Elimination of delivery carriers 
is expected to force the retailers 
of entire areas, sections, neigh- 
borhoods, to pool their facilities 
for communal delivery. The grocer, 
the stationer, the drug store, meat 
merchant, radio man, hardware 
dealer, beverage shop, and others, 
are expected to organize alternate 
day delivery schedules. There will 
scarcely be duplication of routes; 
and this pooling and elimination 
of duplication, is expected to force 
competitors to cease competition. 
One merchant may specialize on 
certain lines and leave the others 
to his competitors; or they may 
allocate their customers according 
to certain standards to be devised. 
They will probably pool advertis- 
ing, and pool the handling of cer- 
tain functions they can operate in 
common. The pressure of circum- 
stances is expected to force many 
small neighborhood retailers out 
of business, which some liberals 
regard as a useful result of the 
war economy. 


Officials Feel No Responsibility for 
Retailers’ Position 


Government, as represented in 
WPB, feels it has no responsibility 
for the retailer and other small 
business units. Its publicity rep- 
resentatives declare the retailer 
apparently has no alternative but 
to submit to the process which 
Darwin called the survival of the 
fittest. Government representa- 
tives have grieved over reports 
that retailers forced out of busi- 
ness already in several instances 
have committed suicide. It is as- 
sumed conditions in the next six 
months may multiply these inci- 
dents manifold. But they point out 
the issue is not emotional. They 
say they have no plans, and have 
no machinery to succor the re- 
tailer. They feel he is the inevita- 
ble victim of the unavoidable 
processes of an inexorable law. 
Officials say repeatedly that the 
chief and sole business of the pe- 
riod is to win the war, and that 
every other interest must be set 
aside until that is accomplished. 
In essence this whole-hearted de- 
votion to the war drive reflects the 
philosophy of the new head of the 
war machine, Donald Nelson. The 
philosophy which tends to elim- 
inate and consolidate apparently 
superfluous competition business 
units is generally ascribed to Leon 
Henderson. 
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Why Advertising Should Be Maintained 
DURING THE NATIONAL EMERGENCY 


Advertisements to Meet Today's and Tomorrow's Problems Gain 
Good Will and Are Essential to Assuring Post-War Business 


ET us be realistic about today’s 

advertising picture. Most busi- 
nessmen and industrialists recog- 
nize that advertising is a vital 
economic and productive part otf 
the scheme of distribution under 
our American system of free en- 
terprise. 

Does industry fully realize that 
to preserve our practice of free 
enterprise it cannot—and must 
not—abdicate to scarcity, sell- 
outs, substitutes and the other 
forces that are at work today up- 
setting our scheme of distribu- 
tion? Industry cannot afford to 
let down or play stubborn because 
of regulations and_ restrictions 
which may now seem unreason- 
able. Today, industry is faced with 
these challenges to marketing, and 
the wisdom that is shown in the 
months ahead may determine the 
future of many companies. Yes, it 
may determine whether we come 
through this crisis with our free 
enterprise system still truly FREE! 
The challenge is not to advertising 
—it is a challenge to advertisers 
and their faith in the part that 
advertising plays in the American 
way of life. 

No matter how abnormal or 
over-sold conditions are in the 
market place, an advertiser must 
first take a broad view of the pic- 
ture and realize that he is im- 
portant in the scheme of things 
and must not shirk his first re- 
sponsibility of helping industry 
protect its huge investment in ad- 
vertising. 

Just Suppose all industry abdi- 
cated to present conditions and al- 
most all advertising appropria- 
tions were more than cut in half. 
It wouldn’t be long before adver- 
tising, as American business knows 
it, would become a war casualty 
and industry would be on the 
highroad to regimentation at ten 
miles an hour. It doesn’t take 
much imagination to visualize 
what would happen to our good 
old American way of life if this 
ever came to pass. 

On the surface, it may seem 
perfectly natural for the manage- 
ment of any one business to show 
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lack of interest in spending its 
money in behalf of the free enter- 
prise system or for any other cause 
that does not contribute directly 
and specifically to the welfare of 
that company. On the other hand 
management certainly by this 
time must recognize that it can- 
not overlook the importance of do- 
ing its part in maintaining the 
free enterprise system. This should 
be one of the prime reasons why 
advertising efforts should be 
maintained. 


Function of Advertising 
Misunderstood 


There are still some business- 
men who do not accept advertising 
as an important function in busi- 
ness. Perhaps it is because they 
do not see advertising as a tool of 
many uses—they see it only as a 
device to help build sales volume— 
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to get more orders, and nothing 
more! Perhaps their thinking is 
influenced by the fact that most 
of the time we are in a buyer’s 
market. 

But, now that business finds it- 
self in a strong seller’s market, 
has more orders than it can 
handle, and production problems 
seem to be paramount, it does of- 
fer real temptations to deeply 
slash advertising appropriations. 

If the laws of logic are still valid 
and if there is anything to be 
learned from business history, 
American industry cannot afford 
to gamble by stopping advertis- 
ing in an over-sold market. A 
businessman who argues that ad- 
vertising under these conditions 
means needless expense, indicates 
that he may not fully understand 
the philosophy of advertising. 

Many sales made through ad- 
vertising begin long before money 
changes hands. It is not the func- 
tion of advertising to merely make 
a Sale. It also builds up in a pros- 
pect’s mind a reason and desire 
for purchasing a product. It goes 
further by keeping a buyer sold on 
the product which he may now be 
using. 

In an abnormal market the 
characteristics of a sale are not 
different than in a normal market 
except that the net effects of the 
selling effort may not be discov- 
ered until the seller’s market has 
subsided. In other words, adver- 
tising effect is cumulative and it 
is inevitable that those companies 
that have not broken its continu- 
ing force will be the first to feel 
the benefits when abnormal con- 
ditions are replaced by normal or 
sub-normal conditions. 

Continuity of advertising is good 
will insurance and good will is a 
very essential factor in a sale. 
How quick and sharp losses of 
good will and sales have resulted 
from a drop in advertising volume 
is shown by many spectacular case 
histories which can be found in 
the files of industry. 

Continuity of advertising pro- 
tects investments in previous ad- 
vertising. To get started again 
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after an advertising vacation is 
costly. History has proved that 
once a product is out of public 
sight and mind it is often just as 
costly to stage a comeback as it 
would be to establish an entirely 
new product. 


Advertising to Maintain 
Leadership 


Continuity of advertising pro- 
tects leaderships. Companies that 
keep up their advertising efforts 
during these times will survive as 
today’s leaders. Again, there are 
many case histories of trade 
names that once were leaders but 
which gradually disappeared from 
the public’s consciousness when 
advertising was discontinued. 
When these companies tried to 
regain their business by renewing 
advertising they were never able 
to get back to the top. 

During these strenuous times. 
many advertisers will have to 
change the immediate objectives 
of their advertising. However, 


they must remember that the ulti- 
mate objective of advertising 
never changes, namely—the crea- 
tion and maintaining of good will. 
Advertisers in bomb-racked Eng- 
land met the challenge admirably 
and it is significant that advertis- 
ing volume in England is still run- 
ning strong. In Canada, advertis- 
ing linage is keeping pace with its 
pre-war volume. 


Now let us consider some of the 
specific jobs advertising can do in 
these changing times. In normal 
times the customers seldom ex- 
tract the maximum in service out 
of the things they buy. The right 
kind of advertising devoted to in- 
structions on how to extend the 
life or service of an item will re- 
lieve the strain on customer rela- 
tionships and this display of 
interest in the customer’s problem 
will also build good will. 


Defense restrictions and priori- 
ties may force changes in a prod- 
uct. This is an opportunity for 


Advertise More 
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the advertiser to state why his 
products are now being made in a 
new form and why this form is as 
Satisfactory or more so than the 
previous form. Often new features 
that are introduced into products 
become news. This news value may 
offer an excellent foundation on 
which to build effective advertis- 
ing. 

No matter what changes or new 
developments in products might 
be occasioned by the defense pro- 
gram, whether it be substitutes, 
shortages, prices or quantities and 
qualities of goods, it is advertis- 
ing’s job to keep the consumer 
adequately and convincingly in- 
formed. This is not an easy job 
but advertising can and should do 
it. Certainly it cannot be done 
without advertising! 


As Oliver Wendell Holmes so 
aptly put it—“We must sail some- 
times with the wind and some- 
times against it—but we must sail, 
and not drift, nor lie at anchor.” 


BUT SELL ONLY WHAT YOU HAVE 


Ty HERE are a lot of good cus- 
tomers going to be won and 
lost during the defense period by 
office supply firms,” says Owen A. 
Teague, vice-president, Schooley’s, 
Kansas City, Mo., “But it’s the firm 
that keeps its name alive in the 
field through increased advertising 
and protects the interests of all its 
customers by working through its 
salesmen with planned _ stock 
sheets to achieve this end that’s 
going to come out ahead.” 


By “protecting all customers’ in- 
terests” Mr. Teague explains he 
means that in shortage lines the 
office supply firm cannot afford 
today to sell out all his merchan- 
dise to one or two good customers. 
Applying particularly to the field 
of metal items, it is his contention 
that salesmen should work through 
stock-on-hand sheets for so long 
as delivery is delayed or uncertain 
in these fields. 


He is also convinced that in- 
creased advertising is important 
right now to help solve many of 
the problems confronting these 
office supply firms; that this ad- 
vertising should be pointed to sell- 
ing items of which the firm has 
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and can get adequate stocks and 
to building up the company’s pres- 
tige. 


Ten Rules for the Present Market 


The following are the rules 
which Mr. Teague believes should 
be applied to today’s market in 
consideration of the years and 
conditions ahead: 

1. More sales meetings to help 
salesmen solve customers’ needs 
in consideration of stocks on hand. 

2. More advertising of a prestige 
nature to attract new fast opening 
markets. (Schooley’s efforts in this 
direction, according to Mr. Teague, 
have in the past twelve months 
brought them more new customers 
than during any recent similar 
period.) 

3. Give more sales and advertis- 
ing attention to basic equipment. 
Right now the time factor is of 
vast importance to most execu- 
tives. 

4. Plan your stock to meet an 


increased demand during this pe- 
riod. 

5. Now give your first attention 
to meeting initial needs. Replace- 
ment needs should not be neg- 
lected but they are second on the 
Schooley list. 

6. Get a wider spread in your 
advertising. This firm in addition 
to its newspaper advertising is also 
using space in local church, med- 
ical, chamber of commerce, club, 
etc., publications. 

7. Sell your creative service more 
fully. Have salesmen make extra 
effort to learn of customers’ prob- 
lems and devise more forms and 
cards to help customer shorten 
operational time per unit. 

8. Take customer into your con- 
fidence. Fully explain market con- 
ditions to him and invite his sug- 
gestions. 

9. Teach salesmen to think in 
terms of objectives rather than 
equipment and devise plans for 
achieving these objectives with 
equipment available in sufficient 
quantities. 

10. Don’t stall customer on de- 
livery. Give him the facts just as 
you have them. 
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A Strong Appeal to 
POPULARIZE ART OF SALESMANSHIP 


OO many people are of the 

opinion that salesmen are born 
and there is little need to spend 
any time trying to train men and 
women to sell. Long ago we found 
_ this opinion to be a fallacy. With- 
in the past few years we have 
offered training courses to our 
dealers’ salesmen on office equip- 
ment layout and indexing. We are 
pleased with the results and fu- 
ture sales budgets will include 
more funds for sales training. 


My subject indicates that sales- 
manship isn’t as popular as it 
should be and I am reminded of 
the story of the four women at a 
bridge table. During the conversa- 
tion one was asked, “What does 
your husband do?” and she an- 
swered with much pride, “He’s an 
engineer.” The next woman 
proudly said that her husband 
was a doctor; the third said her 
husband was a lawyer, and the 
last woman, rather apologetically, 
said her husband was a salesman. 


Three of the husbands are rec- 
ognized as professional men and 
the people have respect for their 
work. It is time that selling gets 
the same kind of popular recog- 
nition. 


Some of the Indictments Against 
Selling 


Let’s look at some of the indict- 
ments against selling and adver- 
tising. There are people who be- 
lieve even during normal times, 
that selling and advertising ex- 
penses are not justified. They 
think that with the demand for 
many products, selling and adver- 
tising is a waste of money. A 
study of the facts, however, re- 
veals that the salesman is as much 
needed today as ever. 


Most plants have a large por- 
tion of their production limited 
to defense work and in order to 
get materials they must get priori- 
ties from the buyer. Securing these 
priorities is a real sales assign- 
ment. Without salesmen they 
couldn’t get priorities and ma- 
terials needed to operate their 
factories. 


During the present emergency 
it is essential that all manufac- 
turers produce the largest pos- 
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sible volume of goods of many 
kinds. In order to accomplish this, 
three steps are required. 


1—The elimination of products 
calling for special design and for 
materials more urgently needed 
for defense. 


2—The elimination of products 
furnished with optional features. 


3—Eliminating items that do 
not justify production under pres- 
ent conditions. 


In some cases the eliminations 
cause buyers to be irritated and 
the salesman is called upon to 
make sure that customers under- 
stand the manufacturer’s prob- 
lems. They must be made to un- 
derstand that the manufacturer 
has no choice in the matter. If 
the salesman neglected to do this 
selling job, the manufacturer 
would lose good will which has 
cost money and time to establish. 


Some would-be authorities go 
so far as to say that ninety per 
cent of the people in selling today 
should be in some other profes- 
sion. Undoubtedly similar indict- 
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ments could be made against 
many other vocations. We are in- 
clined to believe this statement 
when we learn that in some or- 
ganizations twenty-five per cent 
of the men do seventy-five per 
cent of the business, and seventy- 
five per cent of the men account 
for only twenty-five per cent of 
the volume. 


Twentieth Century Fund, in a 
recent survey, reported the cost 
of a product to be forty-one per 
cent manufacturing and fifty-nine 
per cent distribution. However, a 
lot of this distribution expense 
can be attributed to the number 
of services that customers de- 
mand. Some people even claim 
that if we could eliminate selling 
and advertising we could get 
things for about half price. 


Without selling and advertising, 
how could we ever have reduced 
the price of the electric icebox 
from approximately $600 to ap- 
proximately $100? How could 
Ford or Chevrolet ever have been 
able to manufacture a million cars 
in a single year? How could we 
have reduced the price of the 
electric light bulb from seventy- 
five cents to fifteen cents? 


Salesmanship and advertising 
not only reduced costs of products 
but provided work for millions of 
workmen. 


A survey made in 193 universi- 
ties, colleges, technical and nor- 
mal schools indicated that selling 
is not a subject favored for busi- 
ness careers: 


12% interested in selling 

33% interested in teaching 

16% interested in engineering 

13% interested in business ad- 
ministration 


While attending a meeting of 
the Louisville Sales Executives 
Club last year I heard one member 
state that at graduation time he 
had posted on the bulletin boards 
of the leading high schools in 
Louisville, an announcement of 
his desire to talk with graduates 
considering sales careers. Al- 
though practically every graduate 
was looking for a job, not one 
came to him. This situation shows 
the real need of distributive edu- 
cational programs in our schools. 
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It is unfortunate that we had to 
wait until 1937 to realize the need 
for action. 

A study made of 10,000 Pitts- 
burgh retailers from 1925 to 1934 
showed that of 100 grocers who 
start in business, only seventeen 
will be in business at the end of 
ten years. The same is true for 
shoe, hardware, and drug stores. 
Poor salesmanship undoubtedly 
plays its part in this unfavorable 
picture. 


Can We Eliminate Selling 
and Advertising? 


The question of eliminating the 
salesman—can we do it? Review- 
ing history, I think you will find 
the answer is very emphatically 
no. Analyze a new product when 
it is put on the market and you 
will find that usually it is ridi- 
culed, opposed, and people refuse 
to buy it. For example, Edison 
had to install the first lights free 
of charge; there was no demand 
for railroads—thirty miles an hour 
would stop circulation; sewing 
machines were smashed by a mob 
and the inventor refused a room 
to sleep in; and during the past 
few years the airlines have had 
a real selling job to develop the 
acceptance of air transportation. 


Selling and advertising have put 
more comforts in the U. S. cot- 
tage than a king had in his pal- 
ace. In 100 typical American 
homes, eighty-nine have radios, 
seventy-nine have autos, fifty- 
seven have washing machines, 
fifty-four have electric refrigera- 
tors, forty have telephones, and 
sixty-eight have bath tubs (com- 
pared with less than five per cent 
in the rest of the world). 

One salesman sells the output of 
seventy other workers. Since the 
average American family is made 
up of nearly four people, if the 
salesman falls down on the job 
he hits the livelihood of almost 
300 other people. Salesmanship 
has taken us out of the craft era. 
If we do not need salesmen to 
sell tangible or intangible items 
we are going to have to use our 
salesmanship in selling ideas. 

If something goes wrong with a 
product the first thing you do is 
send it to your experimental labo- 
ratory. Before we can do a good 
job on “Popularizing Salesman- 
ship” find out what is involved. 
These facts indicate that it is to 
our advantage to continue our 
selling and advertising depart- 
ments. We should improve the 
Situation in two ways: (a) get 


the facts on the problem; (b) 
make selling a profession—estab- 
lish standards. 

August, 1940, I cooperated with 
the National Stationers Associa- 
tion in conducting a _ coast-to- 
coast survey on the selection of 
salesmen. December of the same 
year I made a similar survey for 
the Northeastern Retail Lumber- 
men’s Association. The _ results 
were practically parallel so I will 
confine my remarks to the N.S.A. 
survey. Here are some of the 
things that we learned. 
1—Ninety-two per cent of the 

dealers need better salesmen. 
2—The dealer’s organization is the 

best place to develop salesmen. 
3—Most dealers need a definite 
plan for the “Selection of 
Salesmen.” 
4—“Lack of Industry” accounts for 
the greatest number of failures. 

5—Forty-three per cent of the 
dealers prefer salesmen  be- 
tween twenty-five and thirty- 
five years of age. 

6—$1,050 is the average cost before 
getting a salesman on a paying 
basis. 

7—Eighteen months’ average time 
is required to get a salesman 
on a paying basis. 

8—Batting average in selecting 
capable salemen is approxi- 
mately one out of four. 

Since it costs on the average of 
$1050 to develop a successful sales- 
man and inasmuch as only one 
out of four succeeds, we must add 
the cost of the three failures to 
get the true picture. This result 
usually totals somewhere between 
$3000 and $5000. It is quite appar- 
ent that we can well afford to 
spend more time and money in 
the selection of our sales person- 
nel. It will mean work but ac- 
cording to the facts brought out 
in the survey, our poor job of 
selection is expensive so we can 
afford to spend some time and 
money in correcting this trouble. 

Here is a list of the tools we 
use in our selection program: 
1—Application blank. 
2—Reference inquiry blank. 
3—Retail credit moral risk report. 
4—Health examination. 
5—Standardized interview record 

form. 
6—Sales qualification tests— 

a. Vocational interest blank. 

b. Mental ability. 

c. Personality traits. 

d. Sales aptitude. 

e. Sales instinct or sales sense. 

Here are the qualifications we 
look for in the order given: 
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1—Honesty and Good Habits. Un- 
less a man is honest and has 
good habits, no employer will 
be willing to consider him, re- 
gardless of his other qualifica- 
tions. 

2—Health. Enthusiasm is needed 
in selling, and good health is 
essential. 

3—Willingness to Work. Every 
survey shows that this is one 
of the primary reasons why 

salesmen fail, so we make it a 

point to satisfy ourselves that 

the candidate is willing to work 
before we add him to our 
organization. 

4—-Willingness to Study and Take 

Suggestions. Unless a man is 

willing to study, he will never 

be able to do the present-day 
selling job. Years ago selling 
was pretty much on the order- 
taking basis, but today sales- 
men must have creative ideas. 

5—Sales Qualifications. After be- 
ing satisfied on the first four 
items, we consider such quali- 
fications as personality, intelli- 
gence, appearance, resourceful- 
ness, and the other character- 
istics that can be regarded as 
standard. 

In establishing a selection of 
salesmen procedure we set up 
standards for selling. This places 
selling in a professional category 
just as law, medicine, and engi- 
neering have been placed on a 
similar basis through the estab- 
lishment of standards. 

After sales management has 
done its best job on selection, its 
obligation has just started. To 
get maximum results, manage- 
ment must continuously train, 
motivate, and supervise just as 
long as the salesman is a member 
of the organization. 


The National Federation of 
Sales Executives, through their 
fifty sales clubs located from coast 
to coast, is the “National Voice of 
Selling.” At the 1941 convention 
held in Cincinnati they adopted a 
comprehensive program for plac- 
ing selling on a professional basis. 
I am sure that the day isn’t very 
far away when we will have 
achieved our aim and it is my 
hope that this is the last time 
that it will be necessary to even 
mention the subject, “Populariz- 
ing Salesmanship.” If we all do 
the job that it is possible to do, 
we won’t be using negative 
thoughts to describe our talk. 
Rather we will be proud of our 
professional standing in the com- 
munity. 








PLUGGING THE LEAKS 


Steps Taken to Operate Business on a More Efficient Basis 


URING recent months, with 

many items of merchandise 
on the priority list, with all mer- 
chandise becoming harder to get, 
and with overhead costs increas- 
ing, we have been giving closer 
attention to the elimination of 
careless practices and little leaks 
and losses to the end that we may 
continue to serve our trade satis- 
factorily, and to operate on a 
more conservative, efficient, and 
profitable basis. 

What has been accomplished in 
this respect may be best deter- 
mined from a few concrete illus- 
trations: 

We have practically eliminated 
our expenditures for paper clips. 
In the reports coming in from the 
manufacturing department, in our 
inter-office operations, and in our 
business with outside interests, we 
use a great many of these clips. 
It had been the general practice 
among our office workers to throw 
these clips out after their original 
use. Now every desk has a small 
container in which they are saved, 
and they are used over and over 
until their usefulness is spent. This 
has resulted in a saving of over 
ninety per cent in this item alone. 

In itself, a paper clip is a small 
item. It will be readily appreci- 
ated, however, that, when taken 
over a year’s operations, this cost 
can amount to quite a sum. 


Elimination of Small Losses 


That is the nucleus of all of our 
present efforts: To eliminate those 
little losses and practices that, in 
themselves, are insignificant, but 
when taken over a period of time, 
are worthy of consideration. If a 
plate glass was broken in one of 
our show windows, one of our 
trucks was wrecked in a collision, 
or if there was a fire in one of our 
stockrooms, a thorough investiga- 
tion would be made and steps 
taken against a recurrence. And 
that is as it should be. But in the 
little losses, they are regarded in- 
dividually rather than over a pe- 
riod of time, and, consequently, 
may total quite a sum without be- 
coming Known. That was our 
thought when we started this 
practice, and our subsequent re- 
sults have shown that we were 
right. 

It had been the general practice 
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that, when anyone in the offices 
needed pencils, carbon paper, or 
other supplies, they went across 
the store, got what was needed, 
and signed a slip as a matter of 
form. These slips were in turn 
approved by one of the officials, 
also as a matter of form. 


One of these slips came to my 
desk the other morning and, as I 
started to sign it, I noticed that it 
was for two dozen lead pencils. 
Inquiry revealed that this was a 
regular practice. If we were an 
outside firm, sending in to buy 
some pencils, then there would be 
a logical reason for such an order. 
But when a pencil can be had by 
walking across the store, it was 
foolish to tie up this merchandise, 
especially in the face of present 
conditions. All supplies are now 
given out only in the actual 
amounts needed. 


It is surprising to note the num- 
ber of savings that can be effected 
if a little thought and effort is 
put behind such a plan. Much of 
our merchandise from the manu- 
facturers comes boxed in cartons, 
and it had been our practice to 
crush these up in our paper baler. 
Now, when any of these cartons 
are brought in, unless damaged 
to a point where they are worth- 
less, the tape is split, they are 
folded flat, and are stored away 
for future use. 
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In like manner, the merchandise 
that came in wooden crates or 
boxes was taken out and the 
crates or boxes broken up. Investi- 
gation showed, however, that this 
lumber was as good as could be 
purchased through a lumber yard, 
so now the nails are knocked out, 
and the lumber put away for fu- 
ture use. 


Problem of Broken Packages 
of Paper Solved 


One problem that bothered us, 
and one that is prevalent in any 
similar organization, was that of 
broken packages of paper. Orders 
would come in calling for some 
special color, and a ream would 
be ordered. Only half would be 
used, however, and the rest stored 
away for the future. But before 
this came about, the paper would 
become torn and Soiled, and a loss 
sustained. We have overcome this 
by using such paper on our forms 
wherever possible. They have 
served the purpose and, because of 
their unique color, have often 
brought us new business. 

We make all light deliveries by 
bicycle or motorcycle and have 
entered into an arrangement with 
a local motorcycle service station 
whereby this equipment is checked 
over at least once each month. This 
keeps the equipment in first-class 
condition at all times, and also 
gives us a maximum operating 
efficiency. In the care of this 
equipment, as well as trucks, we 
have a practice that when a fender 
is bent, a headlamp broken, or 
other damage done, repairs are 
made at once. To put it off, no 
matter how small the damages, in- 
vites rust and corrosion which, in 
turn may cause an even greater 
breakdown. 

We also follow out this practice 
in the upkeep of our office equip- 
ment, machinery, and, in fact, 
everything on the premises. Ex- 
perience has shown that if this 
equipment and machinery is oiled 
and cleaned regularly, and if it is 
gone over now and then for ad- 
justments and repairs, it will give 
better service, last longer, and its 
value to us will have been in- 
creased accordingly. 

We had an experience in relation 
to equipment recently that, while 
not directly connected with the 
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subject, should be of interest to 
the reader. We had a power switch 
in our manufacturing department 
that was not quite large enough to 
carry the load demanded. When 
we sent out for a larger switch, 
however, we learned that these 
Switches were on the priority list, 
and we had to go to considerable 
time and trouble to show that such 
a switch should be sold to us. We 
spent approximately a day and a 
half getting that switch when, 
ordinarily, it would have been sent 
over on a telephone order. This 
moved us to get a list of those 
items of merchandise on the prior- 
ity list, and to make any plans for 
purchasing such items accordingly. 

It will be readily appreciated, 


however, that we would not be able 
to carry on this program of con- 
servation without the full co- 
operation of our employees; and 
we have that. We have what we 
call the Maverick-Clarke Boosters’ 
Club. We meet once a month, have 
a business meeting, and follow 
with fun and frolic. This subject 
of conservation was brought up at 
a recent meeting, and its purpose 
explained. Through a closer con- 
trol of these little leaks and losses, 
we would be able to operate more 
conservatively and, if the distribu- 
tion of supplies was further cur- 
tailed, we would be in a better 
position to carry on with a full 
staff and few if any layoffs. 
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So now everyone in the organi- 
zation is alert to any unnecessary 
costs. Lights in the restrooms and 
stockrooms are kept turned off 
when not in use, dripping faucets 
are immediately reported, and any 
condition that might result in a 
little loss is given immediate at- 
tention. 

Thus, through this program of 
conservation, we are eliminating 
those losses which, through closer 
supervision, would never have oc- 
curred. And, as a result, we are 
building our business on a more 
firm foundation; a foundation 
that will help us to give good serv- 
ice to our trade at all times, to 
keep our personnel intact, and to 
operate our business at a profit. 


OPPORTUNITY FOR PATRIOTIC SERVICE 


EALERS might engage in a 

patriotic service — which is 
sure to receive their customers’ 
nods of approval—by aiding the 
collection of reading material for 
men in the country’s armed serv- 
ices. 

An empty display table should 
be placed conveniently, where cus- 
tomers could hardly miss seeing it, 
either near the entrance or near 
the cash register. On it should be 
set a sign explaining its purpose. 
Some such wording as this would 
do: “Books and magazines left on 
this table will be placed in the 


hands of our country’s fighting 
men—soldiers, sailors and marines 
—through the U.S.O. by the Blank 
& Co., Office Supplies.” 

Soldiers and sailors are habitu- 
ally needing something to read— 
they never have enough maga- 
zines, and there is also a consider- 
able demand for interesting books, 
especially lighter fiction. During 
World War I, periodicals carried 
notices in small type on their 
covers, Stating that they would be 
placed in the hands of men in 
military service if a one cent 


stamp were affixed beside the no- 
tice and the magazine dropped 
into any U. S. mail box. However, 
the Post Office Department has 
made no such provision, as yet, 
during the present war. 

The same table which is used 
for magazine collection might also 
support a box for customers to 
deposit their tinfoil, with an ap- 
propriate explanation appearing 
thereon. Such metal would help 
combat the national shortage, and 
proceeds from its sale could be 
donated to the Red Cross or 
U.S.O., serving doubly well-—ADR 


LITTLE BIOGRAPHIES OF OFFICE APPLIANCE MEN 


WHO WENT TO LAW 
By Norris L. Hayward 
THE SPECIAL DEPOSIT 


(¢E VERE’S a draft on the Smith Lumber Company,” the office appliance dealer averred. 
"You know the Smith company’s good as gold. Credit to my account now, please.” 
“Sure,” the cashier of the River Bank agreed. 
“And I want it to pay a $750 check I sent to the Ajax Appliance Company yesterday as 
soon as it shows up. My credit’s always been good there and I don’t want anything to happen 


to it,” the dealer explained. 
“We will pay your check as soon as it comes in. This Smith draft’ll more than take care 


of it,” the cashier agreed. 

Half an hour later grocer Lorne B. Plummer strolled into the River Bank. 

‘Remember me presenting that appliance guy’s check the other day, and you said 
‘insufficient funds’?”’ Plummer demanded. 

"Yes, very well,” concurred the cashier. “You said you'd hold it a few days and see if 
it would be good.” 

“Well how about it now?” 

“As good as wheat,” the cashier assured him—and counted out the cash. 

Three days later the dealer’s check to the Ajax Appliance Company came in, and was 
dishonored, as the Plummer check had exhausted the proceeds of the Smith company draft. 

“I can’t pay the check now, but I discounted a draft at the bank, told them it was to 
cover your check, and the cashier agreed that it would be paid when it came in,” the dealer 
wrote to the Ajax Company. “It seems to me their agreement to pay was an acceptance of the 
check and that you can sue the bank on it. The way I’m fixed right now I think your chances 
are better against the bank than waiting for me to get able to pay.” 

In a case based on these facts, and reported in 189 North Western Reporter, 232, the 
Supreme Court of North Dakota decided in favor of the Ajax Company. 

“Where money is deposited for a special purpose, as for instance in this case where it 
was deposited for the stated purpose of meeting a certain check drawn against such deposit, 
the deposit does not become a general one, but the bank, upon accepting such deposit, becomes 
bound by the conditions imposed, and, if it fails to apply the money at all, or misapplies it, 
it can be recovered as a trust deposit,” said the Court, and there are California and Iowa 
decisions to the same effect. 








19 


BOOMTOWN TYPEWRITER BUSINESS 


By RUEL McDANIEL 


o 


EPAREDNESS booms are bob- 
bing up all over the nation, 
some of them in the most unex- 
pected places. Such a boom means 
a lot more business for the average 
office supply firm; but how the 
firm meets the sudden spurt in 
business depends largely whether 
or not this extra business shall 
mean extra profit. 

Brownwood, Tex., an average 
farm community of about 13,500 
inhabitants, awoke in the early 
part of October, 1940, to the reali- 
zation that it had a tremendous 
preparedness boom. Camp Bowie 
had been announced; and without 
forewarning, contractors and their 
workmen swarmed upon unsus- 
pecting Brownwood by the thous- 
ands. 

J. A. Collins, owner of the J. A. 
Collins Typewriter Company of 
Brownwood, had been selling office 
equipment in the little city for 
years; and it was logical that the 
contractors should go to him for 
their needed extra office equip- 
ment. 

As the contractors pulled out, 
the Army moved in—30,000 men. 
The needs of the Army were far 
different from those of the build- 
ers of the camp; but the demand 
was just as persistent. Mr. Col- 
lins met the demands of both 
types of boom business, and how 
he met it should prove interesting 
to others who in the future may 
be faced with a similar problem. 


Results thus far of the boom, 
so far as this firm is concerned, 
are that the Collins establishment 
occupies a spacious new building, 
with more than twice as much 
working space as the old site, 
and a volume nearly three times 
that of the pre-boom period. The 
new building was forced on the 
firm because of an _ exorbitant 
raise in rental on the old site. 
One of the first things the owner 
of such an establishment facing a 
preparedness boom should do, ac- 
cording to Mr. Collins, is to make 
certain that he can hold his lease 
after the boom hits. He was forced 
te move during the midst of it. 


“When the contractors began 
rushing in here and demanding 





Entrance to the Collins Store in Brownwood, Texas.—The whole establishment is on 

display from the street. The sudden, tremendous demand for office machines be- 

cause Camp Bowie was located near the town resulted in a great expansion in the 
Collins business. 


rented typewriters and office ma- 
chines in general,’ Mr. Collins 
points out, “they assured me they 
would need them for only two 
months. As a result, I failed to 
become excited about the pros- 
pective business. I could not see 
much profit in buying a lot of 
new machines to rent for only two 
months, especially in view of the 
fact that I knew they would be 
used long hours and in camp 
where sand and dust would dam- 
age them a great deal. 


Purchased Thirty New Machines 
For Rental 


“Yet, because I felt obligated to 
serve my city as best I could, I 
ordered thirty new machines and 
rented them to the contractors at 
my regular rental rate of four dol- 
lars a month. Instead of keeping 
them two months, as they told 
me they would, most of them used 
them for six months; a few even 
longer. Although some of the type- 
writers were in use nearly twenty- 
four hours a day and the sand and 
grit of camp wore the machines 
more than usual, the deal was a 
profitable one. I found it expe- 
dient to buy still more machines 
to supply the demand.” 

Whereas the contractors uni- 
formly rented all their office ma- 
chines, when the Army moved in, 
it rented none at all but de- 
manded purchase contracts. That 
suited Mr. Collins better and it 
was at this point that he began 
really to appreciate the advan- 
tages of the boom. 

Price was not a factor at any 
time during the _ construction 


boom or after the Army moved in, 
although obviously it was neces- 
sary to meet competition in sell- 
ing in quantity to the Army. 

“One of the troublesome factors 
in doing business with the Army 
is that you cannot always tell 
whether you’re talking with an 
officer in authority to buy office 
equipment,” Mr. Collins points out. 
“A sale is never made until a 
requisition reaches you, signed by 
the proper quartermaster officer. 
On more than one occasion it has 
been necessary for me to accept a 
verbal order from an officer, de- 
pending entirely upon his prom- 
ise for the requisition; but so far 
I have never failed, eventually, to 
receive the official requisition cov- 
ering any typewriter or adding 
machine sold in that manner.” 

Service is vitally important in 
selling to the Army, Mr. Collins 
points out, and this has been a 
vital factor in meeting stiff out- 
side competition. One additional 
office supply firm has entered 
Brownwood as a result of the 
boom; but at least a dozen firms 
from other cities keep men in 
Brownwood to work for the boom 
business. 

“In spite of the fact the figures 
were released in advance as to 
the magnitude of the construction 
job here and the size of the 
camp, I was totally unprepared 
for the boom,” Mr. Collins stresses. 
“I simply could not imagine such 
a rush of activity, never having 
lived through such a boom be- 
fore. As a result, I was pitifully 
low on stock of all kinds when the 
boom hit; and I found it difficult 
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to obtain new stocks fast enough 
to supply the demand. Because 
of my failure to foresee the mag- 
nitude of the demand, I lost a lot 
of business I could have had easi- 
ly, if I had stocked sufficiently to 
handle it.” 

A point well worth emphasiz- 
ing, Mr. Collins indicates, is the 
importance of continuing to serve 


regular local customers, in spite 
of the inclination to neglect these 
old friends for the more lucrative 
boom business. “These old cus- 
tomers will still be here when the 
boom business is only a memory,” 
he emphasizes, “and it is upon 
this type of business that we'll 
have to depend in the years to 
come. It is better to neglect the 
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big profit boom business than the 
small but regular buyer, if it is 
necessary to neglect anyone.” 
Mr. Collins increased his adver- 
tising expenditures about four 
times over his previous figures in 
order to capitalize as much as pos- 
sible from the boom and to bring 
his establishment quickly to the 
attention of the newcomers. 


OFFICE SPECIALTIES OR STATIONERY? 


The Answer is "Both", According to The Office Supply 


HICH comes first, the 

“chicken or the egg?” This 
age-old conundrum might well be 
applied to the stationery and office 
specialties business of The Office 
Supply Company in Jackson, Miss. 
The question is (almost), which 
comes first, office specialties or 
stationery? 

C. Guy Lowe, manager of The 
Office Supply Company, points out 
that this store, one of the largest 
and most completely stocked in 
the south, actually  transacts 
nearly as much gross office spe- 
cialty business as it does station- 
ery, strictly speaking. This, des- 
pite the fact that The Office Sup- 
ply Company is essentially a sta- 
tionery house. 

Just for the fun of it, let’s take 
a look at the figures for an aver- 
age year in which war-time re- 
strictions have not existed. Of its 
total annual gross, approximately 
thirty-five per cent of The Office 
Supply Company’s sales are in 
specialty items. The remainder 
is largely stationery and allied 
lines. 

Is this a high percentage? As 
compared to most. stationery 
stores it is slightly terrific. You 
can get a pretty good idea of the 
importance that office specialties 
can have on your sales picture 
if you apply these figures to your 
own business. Can you match 
these figures or surpass them? 
If the answer is yes, then you can 
pat yourself on the back. If not, 
then here may be the answer to 
your problem of how to increase 
your annual gross. 

Before going into the business 
of attempting to explain The 
Office Supply Company’s sales 


program, let’s count up the num- 
ber of specialty items stocked by 
this concern. This is important, 
as you will see later on. Counting 
specialty items in the strictest 


Company, Jackson, Miss. 


sense, it adds up to the impressive 
total of seven. When you consider 
that thirty-five per cent of the 
store’s business is achieved 
through the sales of seven items, 
you can readily appreciate the 
significance of office specialties. 


In introducing office specialties 
many years ago, The Office Sup- 
ply Company was motivated in 
large degree by the fact that spe- 
cialty items added an extra door 
opener to its salesmen. Conse- 
quently, this store’s management 
has kept its eyes open to the pos- 
sibility of adding new items from 
time to time. In other words, the 
lucky-seven list, as it might be 
called, is the culmination of years 
of building up. By dealing in 
these items, this store has made 
available needed merchandise for 
its regular stationery customers, 
thus simplifying their buying 
problems and adding to its own 
revenue. 


One of the essential factors 
learned by The Office Supply 
Company in building its specialty 
lines was the importance of hav- 
ing exclusive franchises for the 
outstanding specialties. This 
makes the problem of sales re- 
sistance that much less. 

In addition, The Office Supply 


: 
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Company has departmentalized so 
that office specialties are sold by 
office specialties salesmen. This 
means that the customer soon 
learns that he can rely on their 
knowledge and be certain of de- 
pendable service. 

It’s true that this method of 
selling requires a larger staff, but 
it is also true that it pays big 
dividends in steady sales and sat- 
isfied customers. 


Service Department Pays Its Way 


Incidentally, speaking of serv- 
ice, one of the major factors in 
The Office Supply Company’s spe- 
Cialties success has been its serv- 
ice department. This part of the 
business is staffed by factory- 
trained service-men and assures 
the customer of the kind of local 
service he has a right to expect 
when he invests a goodly sum of 
money in a specialty item. As a 
matter of fact, the service depart- 
ment more than pays for itself 
through the sale of rebuilt and 
repaired trade-ins. And through 
its availability to non-customers 
provides an “in” for the salesman 
of new equipment when the spe- 
cialties owner sends his property 
in for repairs. 

Speaking of factory training, it 
might be pointed out that The 
Office Supply Company’s specialty 
salesmen themselves are all fac- 
tory trained. They know the mer- 
chandise they have to sell which 
makes a tremendous difference, 
as anyone who has tried to sell 
something he doesn’t understand 
can testify. 

In general, this gives some idea 
of the methods and organization 
used by The Office Supply Com- 
pany to sell office specialty items. 
Will it work for your store? That's 
a question that can be answered 
only by experience. One thing is 
sure—it works swell for The Office 
Supply Company. 
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Chair Cushions Respond to 
YEAR ‘ROUND MERCHANDISING EFFORT 


NYBODY who sits behind a 

desk in the conduct of his 
business can be sold a seat cushion 
at some time or another, believes 
Alex A. Staiger of the Hyatt Sta- 
tionery Company, New Orleans, 
La. This is more than a belief 
with this southern stationer—it 
is the basis for a year-round mer- 
chandising campaign which has 
kept chair cushions among the 
most profitable items carried in 
stock. 

Three popular varieties of seat 
pads or chair cushions are con- 
stantly carried in the company’s 
stock. These include a sponge rub- 
ber model selling at $2 which is 
most popular, a spring filled type 
at $2.50 aimed for the man who 
Stays at his desk all day long, and 
finally a woven fibre rubber filled 
type also at $2.50 which is used en- 
tirely for summer promotion. All, 
except for regular style changes, 
have been carried for eighteen 
years. All these are displayed com- 
pactly in a brightly lighted glass 
case near the cash office which 
contains as many as forty styles 
simultaneously. Only a few steps 
away from the most heavily-traf- 
ficked point in the floor, they thus 
come in for considerable atten- 
tion. 

“We think the businessman who 
uses a wooden chair and still has 
no chair cushion is usually a man 
who has not been contacted on 
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the idea of increasing his comfort 
with the latter,” Mr. Staiger said. 
“It is a simple matter to demon- 
strate the advantages accruing 
from a comfortable cushion, once 
the businessman has an oppor- 
tunity to try it out. But our ex- 
perience has lead us to believe 
that less than half of all prospects 
have ever been contacted with 
chair cushion promotion.” 


Inside and Outside Promotion 


The selling program at this sta- 
tionery store is split into two fields 
—within-the-store promotion to 
walk-in customers, and the efforts 
of the four outside salesmen who 
cover New Orleans. Walk-in cus- 
tomers, however, are most impor- 
tant, Mr. Staiger points out, be- 
cause there is more opportunity *o 
sell them physical comfort in a 
new chair pad. One display win- 
dow which features twenty-five 
cushions in popular colors and 
sizes is used each month to attract 
sidewalk attention; with a similar 
interior display which greets the 
customer’s eye as soon as he enters 
the store. These two points make 
it clear that Hyatt Stationery 
Company is out to Sell a chair 








cushion to every possible prospect. 

A most clever note is three typi- 
cal office chairs placed near the 
cash register. Every customer, no 
matter what his purchase may be, 
is invited to sit down and test the 
cushion for himself. “All the sales 
talk we can give over the counter 
cannot begin to achieve the re- 
results which come from the sim- 
ple act of sitting the man down 
on the cushion himself.” Mr. 
Staiger went on, “That’s the whole 
secret of our success—making cer- 
tain that the customer actually 
seats himself on a cushion. Then 
we can Sell him the correct model 
with ease.” Four sales a day at 
an average are made in this way. 

Outside the store, merchandis- 
ing has a different angle, inas- 
much as the salesman cannot 
carry a pad around with him. In- 
stead, he looks for hard, uncom- 
fortable chairs in each office, and 
suggests to the owner that he al- 
low the store to send cushions on 
approval. Chair cushions have 
the virtue of selling to every mem- 
ber of an office staff; therefore not 
only the manager, but his em- 
ployees are prospects. In both 
cases, the chair cushion has 
proven an ideal add-on item with 
every type of sale. In summer, the 
same selling theme is used but 
merchandise is switched over to 
woven fibre cushions in light sum- 
mer colors. 


Although “’B. Franklin, Printer, Philadelphia” was born in January, his portrait is presented 
here, in the February issue which carries the pictures of George Washington and Abraham 
Lincoln on the frontispiece, to commemorate at one time the birth anniversaries of the three 
most outstanding and inspiring figures in the history of our country. Less well known than 
the two greater men, yet Benjamin Franklin has been described as “the most contributing 


citizen born under American skies.” 


As a patriot, statesman, diplomat, scientist, inventor, 


philosopher, writer, philanthropist, printer and journalist, he functioned in practically every 


area of American life. 
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It Pays to Concentrate on 
ONE TYPE OF TRADE IN A TERRITORY 


T PAYS to concentrate on one 

type of equipment, according to 
heads of the National Office Fur- 
niture Company, Los Angeles, 
Calif., who, by specializing in pro- 
fessional furniture and working 
closely with the managers of 
medical and dental buildings have 
increased their volume more than 
thirty per cent in the past year 
and have raised the net profit per 
sale to an all-time high. 

“Only when you concentrate on 
one type of furniture and thor- 
oughly cultivate a limited ter- 
ritory on it can ‘word-of-mouth’ 
advertising bring maximum re- 
sults,” says Manager Homer A. 
Jonas. “In a large city such as 
Los Angeles no furniture house 
can possibly spread its business 
over the whole territory and have 
enough installations in any one 
place that it becomes particularly 
well-known there. 

“On the other hand if you work 
a few buildings and work them 
heavily, getting a dozen or more 
installations of one type in each 
of them then you begin to draw 
recommendation business auto- 
matically. The doctors in one 
building usually know each other. 
If one of them is planning to buy 
new furniture he’s more than 
likely to inquire where one of the 
other professional men got his 
equipment and naturally he’ll in- 
quire from the chap whose office 
he likes best. It’s the same way 
with insurance men or any other 
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group of professional or business 
people. 

“You'll find that this principle 
also applies with building man- 
agers. The furniture man who has 
only one or two installations in a 
building isn’t kept before the at- 
tention of the building manager 
to get a point where he’d think to 
recommend that firm. On the 
other hand, if your truck is de- 
livering goods to one _ building 
regularly every week or so you're 
the first one the manager thinks 
of when he has an inquiry. 


Concentrate Sales Effort 


“Obviously we don’t pass up any 
business that comes along. But 
the bulk of our sales effort is con- 
centrated on one type of furniture 
and in a few carefully selected 
spots. It’s significant that better 
than seventy per cent of our busi- 
ness is done on professional office 
furniture and we trace fully thirty 
per cent of this increase to con- 
centration and thorough cultiva- 
tion of building managers.” 

This firm got started on build- 
ing manager contact work because 
its carpet man happened to be a 
member of the building managers’ 
association, and knew a great 
many of these people. He reported 
that managers weren’t nearly as 


much cultivated as you might sup- 
pose, particularly in the profes- 
sional field. 

So the president of the company 
started making personal calls on 
the managers, particularly of 
medical buildings. There is natur- 
ally a certain benefit of flattery 
involved in having the head of the 
firm make the calls. 

No inducements are offered the 
building managers for sending 
business to the company. The 
National representative simply 
sells them on the idea of service 
from the following standpoints: 

1. The furniture house will seek 
to raise the tenant standard in 
the building by seeing to it that 
good furniture is used. 

2. National will see that the 
customer gets a good value and 
will offer him a complete office- 
planning and decorative service. 

3. In delivering furniture, com- 
pany men will observe strictly all 
rules regarding elevator usage and 
will otherwise do everything pos- 
sible to avoid causing inconven- 
ience for building employees or 
tenants. 

Originally building managers 
were merely asked to refer in- 
quiries to the store but experience 
showed that this arrangement 
didn’t work out. The prospect 
might forget the name or lose a 
card. And if someone else hap- 
pened to call on him first the 
business was likely to be lost. So 
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now the managers are asked to 
notify the store by telephone the 
minute a definite order for space 
is received. 

If the prospective new tenant is 
still in the building, a salesman 
goes there immediately and inter- 
views him right on the spot. If 
not, a follow-up call is made at 
the old office. In either case, the 
salesman inspects the new office 
and makes a scale layout of it. 

Finding out from the customer 
how the office is to be set up, the 
salesman then arranges a tenta- 
tive layout of toy furniture on 
the floor plan. He emphasizes the 
fact that the arrangement is 
strictly a suggested one, invites 


the customer to “play” with the 
miniatures until he gets exactly 
the setup desired. It was found 
that once a customer can be got- 
ten to work on a layout there’s 
about a _ seventy-five per cent 
chance of selling him. 

For this purpose, the Los Angeles 
firm uses an 11 inch by 16 inch 
ruled sheet divided off into half 
inch squares—twenty-two of them 
one way and thirty-two the other. 
The scale is one-half inch to a 
foot. This form accommodates the 
majority of layouts. 

The decorative service referred 
to above is a really complete one. 
Though National doesn’t handle 
drapes and various other inciden- 
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tals, where a customer is buying 
a complete layout of furniture the 
firm will plan his color scheme 
and get bids on this merchandise 
for him from other firms special- 
izing in those lines. Nothing is 
charged for this service — it’s 
merely an effective aid to furni- 
ture and carpet selling. 

The fact that building man- 
agers are really eager to codperate 
with the furniture house offering 
the right type of service is evi- 
dent from National’s experience. 
Though the firm’s never paid out 
a cent in commissions or other in- 
ducements, it now has managers 
of thirteen leading buildings send- 
ing business. 


Jasper Company Owns Desk Made by Lincoln 


N ALMOST priceless relic of 

the early manhood days of 
Abraham Lincoln, and one around 
which is woven a delightful story 
of the every-day needs of the 
Great Emancipator is an old- 
fashioned, solid cherrywood desk 
now in the possession of the Jas- 
per Desk Company, Jasper, Ind. 

This desk, sturdy and painstak- 
ingly made, was fashioned by the 
hands of the president-to-be and 
his father, Thomas Lincoln, in 
order that the family’s stock of 
cornmeal might be replenished. 
Pioneers of more than a century 
ago, the Lincolns, like many of the 
old families of Indiana, lived in 
an era in which barter took the 
place of borrowing and the rifle 
was the accepted (and nearly 
only) means of providing meat for 
the table. 

It was just before the Lincoln 
family took their departure to IIli- 
nois in 1830 that they lived in 
what is now Lincoln City in Spen- 
cer County. Wild cherry trees 
grew in profusion on the higher 
ground along the edges of a vast 
swamp west and north of the Lin- 
coln farm. Hard by was the Enlow 
mill run by Benjamin Enlow and 
his wife. To them was entrusted 
the Lincoln corn to be converted 
into grist by the ponderous wheels 
of the mill. 


Bartered for Corn Meal 


It was not, probably, lack of 
funds which brought to Miller En- 
low the cherrywood desk in ex- 
change for corn meal. Most likely 
it was the almost universally ac- 
cepted trade and barter creed of 





the proud Indiana pioneers which 
saved the desk for posterity. The 
Lincolns needed corn meal and 
the miller wanted a desk. Ergo, 
the simple exchange was made 
and both families had filled their 





THE ENLOW MILL IN 1825. 





MADE BY THE HANDS OF ABRAHAM 
LINCOLN.— This century-old desk 
was made by Abraham Lincoln, and 
his father, Thomas Lincoln, and traded 
to a nearby miller for ground corn. 


wants with dignity and pride un- 
sullied. 

The mill was located at Jasper, 
necessitating hitching up a team 
at the Lincoln farm when a trip to 
Miller Enlow was contemplated. 
And it would be a rich contribu- 
tion to history could we but know 
the thoughts in the mind of the 
gentle Abraham Lincoln on the 
morning that he drove, with his 
precious desk, to “make a trade” 
with his friend, Miller Enlow. Or 
to know if he even remotely sus- 
pected the historical events in 
which the cherrywood desk would 
take a part. 

For it was at this desk, passed 
on and on as new owners came in 
turn to the mill, that was made 
out the list of Dubois County men 
sent to Mexico for the war. Deeds 
to the old mill were signed on its 
shiny surface, and a great many 
thousand dollars were passed 
across it to German settlers. 


Pioneer Construction 


Simplicity marks the construc- 
tion of the Lincoln desk. It has a 
“lift-top” beneath which is a 
“journal or ledger” space and be- 
low that, a drawer. It measures 
thirty-six inches in length and 
twenty-six inches in width. The 
rear part stands forty-four inches 
high and the front thirty-four 
inches. 

The desk became the property 
of the Jasper Desk Company when 
the late Louis P. Joseph was presi- 
dent of the company. It was pur- 
chased from the Eckert family, 
one of the last owners of the 
famous mill site. 
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BUSINESS BUILDERS 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE ... COURAGE... 
COOPERATION 
Through 1942—for YOU 


IRST answer to our January 

invitation for contributions of 
Business Building Ideas to BUSI- 
NESS BUILDERS Column and 
Idea Forum, was this welcomed 
message from a traveling-sales 
manager of a most important 
national concern in the office out- 
fitting field, who wrote: 


“Several years ago the presi- 
dent of my factory incorporated 
in a special bulletin to our entire 
sales staff the finest statement of 
practical sales-sense I’ve ever 
read. It is a few paragraphs long; 
but it is so important at this time 
that I suggest, in fact urge that 
you clear the decks and publish it 
in its entirety in your BUSINESS 
BUILDERS department in OFFICE 
APPLIANCES—and print it at once 
for it will help all salesmen who 
read and heed its virile sugges- 
tions. For we must all be at top 
efficiency in this time of national 
emergency—and so from my 
muchly worn special sale bulletin 
I quote from this fact-article, the 
title of which is, “THE SALES- 
MAN AS A GENERAL MANAGER,” 
the author W. C. Murden, and 
which first appeared in “Salesol- 
ogy,” where the head of my con- 
cern discovered it. I quote: 


“Responsibility develops ability. 
The salesman has a wonderful 
opportunity for development if he 
will accept the responsibility his 
position offers. 


“Almost every salesman seems 
to think that his success or failure 
rests with the company. If he only 
partly succeeds or fails, he blames 
high prices, slow deliveries, poor 
territory or lack of codperation 
from the company. 


“When a salesman realizes the 
amount of investment in his ter- 
ritory and further realizes that he 
is in fact a branch ‘general man- 
ager’ responsible for production, 
and cost of production, with a 
definite chance of showing his 
ability for larger duties, he has 


made the first step, not only for 
a more successful salesman, but 
generally commences to lay a 
foundation of training that makes 
him a more valuable man. 


“A sales manager or company 
is working under a false impres- 
sion when they think of a sales- 
man as one that may be hired or 
fired at will, or as a machine that 
can be thrown out of their selling 
force and replaced in a few mo- 
ments over night without causing 
any loss of production. 


“When a salesman realizes that 
his territory is his place of busi- 
ness, that the company has confi- 
dence in him and is backing him 
up, playing fair at all times, he 
naturally becomes more _inter- 
ested in the company, for he can 
then cheerfully face his territory 
with all of its problems and fight 
for business, with the right feel- 
ing in his heart towards the home 
office, dealers, and customers. 
Then, and then only, does he start 
for greater things. 


“Why not let a salesman know 
the amount of the company’s in- 
vestment in his territory, what it 
means to build up or tear down a 
territory; to secure business on 
the right or wrong basis, at the 
right cost and the value of build- 
ing good will? If the salesman is 
made of the right kind of mate- 
rial, he will start to think, study 
and work, for he realizes that he 
is responsible and that the gen- 
eral manager must run the busi- 
ness according to the salesman’s 
ability to handle his territory. 


“There need be very little waste 
time for a wide-awake, construc- 
tive salesman, for it is in the 
time between meeting customers 
and after hours that you can plan 
your work. Don’t try to plan the 
work ahead and trust your mem- 
ory to prompt you in carrying it 
out. Put it down on paper and 
refer to it. 


“If you are a good general man- 
ager on your territory, you won't 
think of quitting every time you 
have someone rub the fur the 
wrong way by a letter from the 
home office. You turn on the 
searchlight of analysis and when 
the fault is found, or conditions, 
you start to correct it. You do 
not get mad, write a letter to burn 
things up, but you stop, think, 
study, for you realize your posi- 
tion, your responsibility, your re- 
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lationship to the company, your 
chance, and you won’t do any- 
thing that is going to hurt your 
business. 


“When your ambition is to put 
it over the one best way, better 
than you ever did before, better 
than anyone else ever did, the 
harder the work, the more satis- 
factory the record when the work 
is completed.” 


* * * 


From way down in Florida 
comes this airmail good will mes- 
sage: “BUSINESS BUILDERS:— 
KEEP UP YOUR BROADCAST OF 
CONFIDENCE, COURAGE, CO6P- 
ERATION for OFFICE OUTFIT- 
TERS EVERYWHERE ... and 
let us add this thought—after it 
is all said and done, there is a lot 
to be done. Let’s do it together. 
Your column is one medium for a 
clearing house of better ways of 
doing just this. We will definitely 
keep you in mind and dispatch 
our modest bit to your column in 
that ever-welcomed OFFICE APPLI- 
ANCES Magazine. You may expect 
our next letter in a few days.” 


* * * 


An eastern manufacturer asks 
this question, putting it squarely 
up to all of you listening in: 

“We would like to know what 
in the opinion of your readers of 
BUSINESS BUILDERS makes for 
the most productive and receiver- 
appreciated business promotional 
advertising blotters?” ... and 
there you have the question of 
the month .. . write, airmail, or 
wire your answers to this definite 
query to us addressing same Box 
2153, c/o Shaw & Borden Com- 
pany, Spokane, Wash. 


* * * 


And to the scores of other let- 
ters and cards, we wish to assure 
the senders that these will receive 
most thorough attention and will 
be acknowledged either in future 
releases of BUSINESS BUILDERS 
or by personal reply by the co- 
ordinator of this column. 


* * * 


As ever, we reiterate: — BUY, 
BUILD, WORK, DEFEND and 
SERVE in the interest of our 
grand old UNITED STATES OF 
AMERICA! 

Ralph B. Ortel. 


Lt ott 
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AT RIGHT.—When filing conditions needed a general work- 
over, the New York office of the American Chain & Cable 
Company, Bridgeport, Conn., was inspected by Earl F. 
Noyes, of The General Fireproofing Company’s New York 
branch together with John A. Saunders of the filing equip- 
ment and systems division. The men found that a badly- 
congested condition could be relieved with five-drawer Super- 
Filers with the result that thirty-one GF No. 5505L’s were 
installed in the place of the then battery of forty-eight four- 
drawer units and afforded the company a floor saving of 
over 160 square feet. 


BELOW.—The Hoelscher Stationery Company, Buffalo, N. Y., 
recently made this large installation of General Fireproofing 
Company equipment in the offices of the Buffalo Niagara 
Electric Corporation. The deal was concluded after a demon- 
stration of GF’s 1400 and 1600 line desks and the installation 
included sixty desks, more than 100 chairs and a large num- 
ber of filing cabinets, storage cabinets, waste baskets and 
accessories. 
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AT RIGHT.—These Cardineer rotary file units of the Diebold 

Safe & Lock Company, were installed recently in the office 

building of the Motorists Mutual Insurance Company, Colum- 

bus, Ohio. As a means of stepping up office routine the 

insurance company transferred over 50,000 records from 
visible files to the Cardineers shown here. 

















ABOVE.—Fifty Automatic 418-T style posting trays photo- 
graphed at the plant of the Automatic File & Index Com- 
pany, Green Bay, Wis., before being shipped out to Henry 
C. Lytton & Sons, Chicago. The installation included 150 
posting trays complete with 2500 division of the alphabet 
Automatic ledger guides with hinged rod eyelets to be used 
for accounts receivable. Installation was made by Tallman, 
Robbins & Company, Chicago. 





AT LEFT.—A fine installation of Steelcase desks, tables and 
filing cabinets was made recently in the offices of the Ampco 
Meial, Inc., of Milwaukee. This firm, now working 100 per- 
cent on defense contracts, moved into a new building and 
chose products of the Metal Office Furniture Company as its 
standard equipment. The installation was made by the 
S. J. Olsen Company, Steelcase dealer in the Wisconsin City. 
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ABOVE.—Art Metal equipment installed 
for the Royal Liverpool group of fire in- 
surance companies in San Francisco, as 
part of a modernization program following 
a big merger. (Top left) The accounting de- 
partment. (Top right) Showing the execu- 
tive department with the loss department 
in the background. (Lower left) A section 
of the fire underwriting department. (Lower 
right) The automobile underwriting de- 
partment. 





BELOW.—Over 900 chairs were supplied 
by the W. H. Gunlocke Chair Company, 
for the joint University libraries at Nash- 
ville, Tenn. The chair design was worked 
out by university authorities and officials 
of Gunlocke to give the greatest possible 
support in chair seat and back for a posi- 
tion best adapted to reading. Chairs are 
of oak to harmonize with the decorative 
scheme. The libraries are used jointly by 
Vanderbilt University, George Peabody 
College for Teachers and Scarritt College 





for Christian Workers. Installation was ABOVE.—A battery of Shaw-Walker Free-Coasting files in use by 
made by the Marshall & Bruce Company, the National Vulcanized Fibre Company, Wilmington, Del., aids 
Gunlocke’s Nashville dealer. in maintaining high-speed defense production of phenolite and 


fibre, essential in aircraft, electrical and other industries. This 
type of file reduces clerical fatigue and reduces the possibility 
of error in filing. 


AT RIGHT.—A close- 
up of the Shaw- 
Walker “Tailor-Made” 
indexing which Na- 
tional has used for 
many years because 
of its flexibility. It 
has served the filing 
department continu- 
ously despite a dou- 
bled volume of busi- 
ness and enables that 
department in turn 
to serve the entire 
organization without 
waste of time. 
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EDITORIAL 


The Tax and Wage-Hour Law Articles 


@¢ THE industry has been keenly interested in 
the information that has appeared in recent is- 
sues Of OFFICE APPLIANCES on the Federal wage 
and hour law and the new excise taxes which 
the 1941 Revenue Act imposed on sales by man- 
ufacturers and retailers of certain stationery 
and office equipment articles. Since these laws 
became effective, this journal has presented the 
most complete information published to date on 
the various phases of their application to the 
commercial stationery and office equipment in- 
dustry. 

These laws are entirely new to the industry. 
Their complicated nature and the limited gov- 
ernment information specifically applicable to 
this trade, as well as the belated release of regu- 
lations, resulted in misunderstanding and diffi- 
cult problems in all divisions of the field. 

OFFICE APPLIANCES saw the need and promptly 
made special studies of these laws. Contacts were 
established with the proper authorities of the 
Bureau of Internal Revenue and Department of 
Labor, to obtain clarification of general pro- 
visions in terms of what the office equipment 
dealer, wholesaler, and manufacturer must and 
must not do. Information has been sought from 
only government persons of responsible posi- 
tion, who are qualified to point out the require- 
ments of the law or to state the position of the 
bureau or department in relation thereto. 
Through these dependable sources has also come 
authentic information on special rulings apply- 
ing to this industry. 

None of the statements appearing in these 
articles has been in the category of merely the 
individual opinion of a government staff mem- 
ber or that of this journal. All opinions have 
reflected the official position relevant to the 
problem presented or to parallel situations from 
which reasonably safe deductions could be made 
—at least until a ruling might be issued. Vir- 
tually all the material printed in OrricE APPLI- 
ANCES on these subjects has been verified before 
publication. In some cases the articles have 
been prepared by government personnel and 
given official approval before release. 

This splendid cooperation by the bureau and 
department concerned has made possible the 
dissemination to the trade of greatly needed in- 
formation at an earlier date than it would other- 
wise be received. 

The question of justification of these laws has 
not been entered into because so long as they 
remain on the statute books compliance with 
them is compulsory for those specified. Nor 


does refusing to acknowledge their presence 
change or remove these laws. 

The readers of this journal have a right to 
know all the facts about any laws that affect 
their businesses. A special effort is being made 
to provide such information as it becomes avail- 
able each month. Much of it will appear in the 
new department entitled “Office Appliances In- 
formation Service Under the Emergency” and in 
articles identified by the insignia of this special 
service. The department starts on page 30 of 
this issue. 


—_><-—_-——— 


A 1942 Necessity 


@@ ONE of the necessities to successful man- 
agement and salesmanship for the duration is to 
be constantly well informed. This always has 
been important but now, more than ever, must 
the responsible individual be equipped with the 
latest available information. 

Conditions are changing daily. The alert one 
cannot afford to be unacquainted with what is 
happening—not only in world affairs but in busi- 
ness and within the office equipment business, 
including the enterprise in which he is engaged. 


Management and salesmen must keep abreast 
of government policy, orders relating to priorities 
and allocations; new and amended laws, regula- 
tions, and special rulings covering taxes, wages 
and hours and other relationships between gov- 
ernment and business. Failure to be informed 
of the foregoing may involve penalties. 

Maintaining close relations with trade associa- 
tions, to take advantage of their information 
services and participate in meetings when possi- 
ble, is considered essential by the majority in the 
trade. Associations are serving as an invaluable 
means of contact between government agencies 
and entire industries in the provision of needed 
facts and consideration of industry problems 
arising from both emergency activities and legis- 
lation. 

The dealer can best operate who likewise is in 
close touch with his sources of supply. Being 
aware of the conditions affecting his manufac- 
turers and the extent to which they are able to 
facilitate deliveries makes possible sympathetic 
understanding and cooperation. Obviously, one 
should know the utilities and supplies that can- 
not be obtained and those which are available in 
limited quantities. Especially important is it to 
be informed on the changes and substitutions 
being made, and the new items placed on the 
market. 

Salesmen who know what is happening will 
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know what they can sell and how to guide their 
customers in purchasing. The service-minded 
salesman will find many opportunities to give 
his accounts valuable assistance in economy 
methods and making adjustments to get along 
without things formerly obtainable. 

Selling today also requires a knowledge of the 
shift in markets. Not only new prospects and ex- 
pansions in the trading area, but study of types 
of industries which are busiest. “Next to sup- 
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plying materials for conduct of the war, business 
men in 1942 will find their greatest opportunity 
in the field of nondefense products for lower-in- 
come consumers,” declares C. L. Wilson, Director 
of the Bureau of Foreign and Domestic Com- 
merce. Aggressive office equipment salesmen will 
concentrate some effort upon enterprises in their 
territories which are catering to the low-income 
consumers, whose buying has increased. 

Be informed! Today! Everyday in days ahead! 


HERE AND THERE 
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tioned them among the remaining 
salesmen with this understandina 
which was to be explained to the 
customers: 

Half the commission earned by 
the men handling MacCorquodale': 
accounts will go to the salesmen and 
the other half will be invested in de 
fense bonds in the Marine's name 
and will be waiting for him when he 


comes home. 





NEW UNDERWOOD WRITES 
NAVAJO 
G. G. Russell, manager of the Un 
Jerwood Elliott Fisher Company of 
fice at Phoenix, Ariz., recently de 


; 
vered an Underwood portable 


. ! “11 — . 
equipped with special type to write 
roy 


the Navajo language to Dr. F. H 


i : a 
Cram resiagent dentist, Wanad 
Mission, Ganado, Ariz. The ma 
hine is desiane 7 + write dD Sth 
\] ‘uate salt 
Navajo and English. 
L | c 

The portable was made for Dr. 
Tram wt takes a deep interest i 
the tyt 1Q las: at tne 7 Ina 
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INDIAN TYPING.—Pupils of the mis- 

sion school at Ganado learning to 

operate their Underwood typewriters. 

(Inset) Copy of English and Navajo 

as written on the new Underwood 
portable. 





TYPING WITH A CURLING IRON 


rar £ Cort Smith Ark 


paper, securing much of his mate 
rial over the telephone attached to 
his bed. He covers sport events in 
his electric wheel chair and does al 
his writing while lying prone. This 
typewriter is placed on a low desk 
beside his bed and he pecks out his 
tories using an old fashioned curling 
iron to depress the keys of his type 
writer. 

Once again the typewriter prove 

unique value. 





BRAINARD AND FARRELL GO 
"ALL OUT" FOR WAR 
EMERGENCY 


George C. Brainard and George 
R. Farrell, president and vice-presi 
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for these high and very important 
offices and wish them every success 
in their new defense program en- 
deavor." 





LANKA CONDUCTS PHILATELIST 
COLUMN 


A substantial number of station- 
ers throughout the country who 
carry supplies for philatelists, in- 
cluding albums, hinges, magnifying 
glasses, etc., can thank John F. 
Lanka, of Berwyn, Ill., in no small 
measure for increases in sales in 
these commodities. 

Mr. Lanka, whose father was for 
many years in charge of the mailing 
of Office Appliances, is a shut-in 
who refused to allow physical ail 
ments to get him down. But it was 
necessary to find something which 
he could do without leaving his 
home at 3312 Home avenue, so he 
took up stamp collecting, a hobby 
which annually results in the spend- 
ing of many thousands of dollars 
and which is mystifying business to 
any but its ardent followers. 


Today Mr. Lanka keeps philatel- 


ists (stamp collectors, to you) inter- 








JOHN LANKA.—"“This is how I spend 

at least five-and-one-half days out of 

the seven in a week” he explains 

while seated at his writing board at 
home. 


ted in their hobby by conducting 
3 column in ''Al Burns Stamp News, ' 
iblication dedicated to stamp 
devotees. it is 
He is also 
nnected with the Bureau Issues 


Ace iatic n 


ecting ana its 


ntiried Bureau Issues. 
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And so this man's 
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REGULATIONS 46 COVERING MANUFACTURERS’ 
EXCISE TAXES INCLUDE BUSINESS MACHINES 
Although printed copies of “Regulations 46 (As 

amended to November 28, 1941) Relating to Excise 
Taxes on Sales by the Manufacturer” were not avail- 
able at district offices of the Bureau of Internal 
Revenue when this issue went to press, they are ex- 
pected to be available soon. Copies have been printed 
and distributed by a commercial service during the 
past month. Unusual demands upon government 
offices and printing presses seem to account for the 
delay in distribution of the government booklets. 

As the tax on business and store machines sold by 
the “manufacturer, producer, or importer” is new to 
this industry, there has been hope that the regula- 
tions when finally printed would contain explanatory 
matter and examples to help clarify the application 
of the provisions covering sales of business and store 
machines. This type of information, however, does not 
appear in the Regulations 46 and Treasury Decision 
5099, amending the regulations, released by the com- 
mercial legislative reporting firm mentioned above. 
The government booklet is expected to be similar. 

Consequently, answers to specific problems arising 
in this field—even though they be common to the 
majority—must be obtained by the slower method of 
securing special rulings and statements of the bureau’s 
position concerning application of the Internal Reve- 
nue Code and its regulations. 

As such information which may be of interest to the 
industry is received by this journal, it will be dis- 
seminated through this department. 

Scope of Tax on Business and Store Machines 


Below are reprinted the two sections appearing in 
Regulations 46 under the law imposing the tax on 
sales of business and store machines by the manu- 
facturers. The law itself—merely stating imposition 
of the 10 per cent tax on manufacturers’ sales of a long 
list of business and store machines—was reprinted 
in OFFICE APPLIANCES Of November 1941, page 13, and 
December, page 29. The regulation sections follow: 


“Sec. 316.140 Scope of tax.—Subsection (a) (6) of Section 3406, 
as added by section 551 of the Revenue Act of 1941, imposes a 
tax on sales by the manufacturer of all business and store ma- 
chines of the types enumerated in such subsection, and to sales 
by the manufacturer of any combination of two or more of such 
machines, including parts and accessories sold on or in con- 
nection therewith, or with the sale thereof 

“Where any taxable business or store machine is leased (in 
cluding any renewal or any extension of a lease or any sub 
sequent lease of such article) by the manufacturer, such lease 
shall, for the purpose of this section, be considered as the sale 
thereof For computation of tax on leases or rentals see 
section 316.9 

“Fare registers and fare boxes for use in streetcars, busses, 
and other vehicles are taxable as business machines under se¢ 
tion 3406 (a) (6) and not as automobile accessories under section 
3403 (c), as amended 

“Sec. 316.141 Rate of tax.—The tax is payable by the manu 
facturer at the rate of 10 per cent of the sale price as determined 
by sections 316.8 to 316.15, inclusive."’ 


The above is all that appears under “Subpart O 
Business and Store Machines” in Regulations 46. The 
law or extract from the Code, as previously mentioned, 
of course appears at the cpening of Subpart O. 

There are many other sections in Regulations 46 
applying to sales by manufacturers of business and 
store machines, though not referring to them specifi- 
cally. These are found in “Subpart B—General Provi- 
sions,” “Subpart C—General Exemptions,” and “Sub- 
nart U-—Miscellaneous Provisions; Administrative 


Provisions,” which apply to all of the manufacturers’ 
excise taxes, including products in several industries. 

Every company engaged in the sale of business and 
store machines will do well to procure a copy of Regu- 


lations 46 (As Amended to November 28, 1941) Relating 
to Excise Taxes on Sales by the Manufacturer. Also, 
copies of any additional amendments should be ob- 
tained as they are released. The printed matter will 
be available from the Government Printing Office at 
Washington, D. C., or from the various district offices 
of the Collectors of Internal Revenue in each state. 


o 


TAX-FREE OFFICE MACHINE PARTS 

Inasmuch as the Internal Revenue Code does not 
impose a tax on the parts manufacturer’s sale of re- 
placement parts for typewriters or other taxable office 
machines, unless rubber is the component material of 
chief weight in any such parts, there is apparently 
no need for repairers of office machines to secure tax 
exemption certificates entitling tax-free purchases 
from manufacturers, as previously expected. 

Taxable rubber parts may be purchased tax free only 
when intended for use as a component material in 
the manufacture of other taxable articles, including 
taxable rebuilt office machines. Taxable rubber parts 
may not be purchased free of tax for repairs or re- 
placement parts. In such cases the tax is paid to the 
manufacturer of the part. 


o 


RETAIL EXCISE TAX NEED NOT BE 
SEPARATELY STATED 

Retailers and manufacturers providing their dealers 
with price cards for taxable articles have inquired as 
to whether the retailers’ excise tax must be shown 
separately on price tags and invoices. According to 
the Bureau of Internal Revenue, this is not required 
by the law. 

On this point D. S. Bliss, Deputy Commissioner of 
Internal Revenue, has written the following: 

“This office has made no rule or regulation nor does 
the law require that the retailers’ excise tax shall be 
separately shown. The regulations merely state that 
the tax is not a part of the sales price if billed sep- 
arately, but that where no mention is made of the tax 
in the bill, it shall be presumed that the tax is included 
in the invoiced price and such amount shall be ex- 
cluded in determining that statutory taxable sales 
price. The tax is mathematically determined by tak- 
ing 1/11 of the invoice price exclusive of state or local 
taxes. 

“However, your attention is directed to section 2409 
and 3325 of the Internal Revenue Code. Section 2409 
provides a penalty for making any statement, written 
or otherwise, that the price of the article does not 
include the tax imposed by chapter 19. Section 3325 
also provides a penalty, but in this case for making 
any statement, written or oral, intended to lead any 
person to believe that any part of the price for which 
an article is sold includes tax when in fact such 
articles are hontaxable or, that the tax is not so great 
as the portion of the price ascribed to such tax.” 

(Note :—The retailers’ excise tax applies to jewelry, 
articles of fur, and toilet preparations only. Articles 
sold by stationers and office equipment dealers which 
may be covered by this law are chiefly fountain pens, 
mechanical pencils, picture frames, and other articles 
“made of, or ornamented, mounted or fitted with, 
precious metals or imitations thereof.’ However, in 
S. T. 922, I. R. B. 1941-45-10893 (p. 11) the Revenue 
Bureau has ruled as follows on the question as to 
which parts of a fountain pen are considered “essen- 
tial parts not used for ornamental purposes”: 


“The pen point, lever, clip, and the narrow metal band o1 
bands placed on the cap for the express purpose of preventing 
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the cap from splitting or expanding are held to be the parts of 
a fountain pen which are ‘essential parts not used for ornamental 
purposes’ within the meaning of the exemption provisions con- 
tained in section 2400 of the Interna! Revenue Code. All other 
parts consisting of precious metals or imitations thereof are held 
to be ornamentations unless it is conclusively established that 
a particular part is an essential part and not for ornamental 
purposes. Accordingly, fountain pens which have parts (other 
than essential parts enumerated above) consisting of precious 
metals or imitations thereof are subject to the tax imposed by 
section 2400 of the Internal Revenue Code.” 
© 


AMENDMENT OF REGULATIONS 51 
COVERING RETAILERS’ EXCISE TAXES 

Regulations 51 Relating to Retailers’ Excise Taxes 
have been amended in a few sections since the new 
taxes became effective last October. The recent 
changes, copies of which are now available, were made 
by the Bureau of Internal Revenue and approved by 
the Secretary of the Treasury on December 9, 1941. 

Only two of the amended sections are apt to apply 
to stationers. As is generally known, the trade comes 
within the scope of the retailers’ excise taxes under 
the tax on jewelry. 

Section 320.37 was amended with relation to re- 
quirements in cases of establishing the dealer’s right 
to exemption from the tax on the sale of an article 
purchased by a customer solely for religious purposes. 

Section 320.64, on returned goods and price adjust- 
ments, was amended to state further provisions cover- 
ing credits and claims for refund of tax in cases of 
rescinded sales of taxable articles, exchange of defec- 
tive articles, and “trade-ins.” 

The above information is merely reference to the 
revisions in the regulations. For further details it is 
suggested that Regulations 51 and the amendments 
thereto be consulted. 6 


RETAILER DOES NOT FILE MANUFACTURERS’ 
EXCISE TAX RETURN 

Unless the retailer becomes a “manufacturer” under 
the terms of the law, he does not file a return to the 
government for the manufacturers’ excise tax he 
“passes on” to the consumer or “collects” from him 
along with the sale price when the article is sold. 

Many dealers are confused on this point and its 
ramifications. 

Only the manufacturer (meaning manufacturer, 
producer, or importer) is liable for the tax on sales of 
business and store machines by the manufacturer; 
excepting in cases of exemptions—tax-free sales. (See 
Int. Rev. Code, Chapter 29, Sec. 3442 and Regulations 
46, Sec. 316.20 to Sec. 316.24.) 

When the manufacturer sells a taxable article at 
wholesale in an arm’s length transaction, the taxabil- 
ity of the article ceases at that point. In fact, accord- 
ing to the Bureau of Internal Revenue, the amount 
of money paid as a reimbursement to the manufac- 
turer for the tax imposed on him ceases to be a tax 
from there on. 

It now becomes clear that, despite previous misun- 
derstanding, the tax reimbursed by the dealer to the 
manufacturer becomes a part of the dealer’s cost price. 
The dealer is entitled to calculate his sale price on 
the basis of his total cost. The tax may therefore lose 
its identity as a separate item and need not be shown. 


As stated on page 29 of December OFFICE APPLIANCES, 
quoting a letter from D. S. Bliss, Deputy Commissioner 
of Internal Revenue, “The price for which a dealer 
sells an article is of his own selection. The Bureau 
has no control over price fixing policies, but it is con- 
cerned with any violation of section 3325 of the In- 
ternal Revenue Code, relative to the misrepresentation 
of the tax.” In substance, that section prohibits claim- 
ing that part of a sale price includes tax when the 
article is nontaxable. It also forbids ascribing a higher 
portion of the price to the tax than the actual tax. 


If the manufacturers’ excise tax is shown separately 
on the retailer’s invoice, the actual amount of the tax 
must be specified and designated; i.e. 10 per cent of 
the manufacturers’ sale price, not 10 per cent of the 
retail price. 

When the tax is shown it may be termed “manu- 
facturers’ excise tax,” or “tax reimbursed to manu- 
facturer.” 

As above indicated, the dealer is not required to 
show the tax as a separate item; he may include it in 
the sale price. In such case, if he chooses he may 
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omit any reference to the manufacturers’ excise tax as 
being included in the sale price. Or he may include 
the tax in the sale price and simply say, “manufac- 
turers’ excise tax included.” 

Should the dealer be questioned by a customer as 
to what part of the sale price on an article is repre- 
sented by the manufacturers’ excise tax, he is not 
required to reveal the amount. There is no more rea- 
son why he should be compelled to make public the 
amount this contributes to his total sale price than the 
amounts of all his other items of cost. If the dealer 
does state an amount as representing the tax, how- 
ever, he must declare the actual amount. 


o 


PROPER USE OF A-10 RATINGS UNDER 
PREFERENCE RATING ORDER P-100 


Preference Rating Order P-100, which takes the 
place of the old Repair and Maintenance Order P-22, 
has as its primary purpose the extension of priority 
assistance to manufacturers and producers so that 
they can keep their plants and production machinery 
in good running order. It enables them to obtain re- 
pair, maintenance and operating supplies. Such sup- 
plies include office supplies with the exception of 
paper products, but if those items are purchased under 
the P-100 order they must be included in the sup- 
plier’s inventory. 

The A-10 rating available under P-100 cannot be 
extended by dealers except to replace materials sold 
under P-100, and it must not be used to build up 
stocks in anticipation of filling rated orders. 

The original copy of a purchase order placed under 
the terms of P-100 must be manually signed; all other 
copies must bear the special certification as indicated 
in Preference Rating Order P-100. One copy must be 
retained for inspection. 

Any plant or business qualified to use the rating 
can do so without making application for its use. If a 
manufacturer needs office supplies, for example, he 
simply places his order with a dealer and on the face 
of the order manually signs the following statement: 

“Material for Maintenance, Repair, or Operating 

Supplies—Rating A-10 under Preference Rating Or- 

der P-100, with the terms of which I am familiar.” 


© 
WPB SUCCEEDS OPM 
Last month Donald M. Nelson was appointed chair- 
man of the War Production Board and given complete 
authority in the direction and control of industry for 
the manufacture of materials for war. One of his 
first moves was “abolishment” of OPM, which seemed 
to indicate discontinuance of the entire OPM system. 
Actually, the only change for the present is in top 
executive organization. Virtually all of the functions 
of OPM will be carried on under WPB, War Produc- 
tion Board. 
© 


ORDER RESTRICTING PRODUCTION OF METAL 
OFFICE FURNITURE AMENDED 

On January 2, 1942, a three-month extension until 
March 31, 1942, of Limitation Order L-13, curtailing the 
use of steel in the manufacture of metal office furni- 
ture, was ordered by Donald M. Nelson, then director 
of priorities, and now chairman of the War Production 
Board. 

The same average monthly reduction that was ap- 
plied during the first four months of the program— 
forty per cent below the monthly average of steel used 
in the twelve months ended June 30, 1941—was ordered 
during January, February and March. 

Some changes were made in the original order, prin- 
cipally the addition of a provision granting some relief 
to manufacturers who receive contracts from the 
Army, Navy and certain other war agencies, allied gov- 
ernments and lend-lease agencies. Under this provi- 
sion, steel quotas in any month can be exceeded to 
fill such orders, provided quotas in the following month 
are reduced correspondingly. No manufacturer, how- 
ever, will be compelled to make more than a fifty per 
cent reduction in such cases. 

Products affected by the curtailment were shifted in 
some instances under the new order, and some prod- 
ucts were added. Metal lockers were moved up from 


(Turn to page 85, please) 
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NEW WOOD FILE LINE BY SHAW-WALKER 

The Shaw-Walker Company, Muskegon, Mich., has 
announced a new wood filing cabinet and wood trans- 
fer case line which has been designed and created as 
part of the company’s contribution to the victory pro- 
gram. 

The new units have a three-fold purpose in that 
(1) they conserve steel for more critical defense pur- 
poses, (2) eliminate bottlenecks in office routine and 
production and (3) give the Shaw-Walker representa- 
tive much-needed items to sell. 

The wood file closely resembles the Shaw-Walker 
Steel file, matching the latter unit in height, depth 


SHAW - WALK- 
ER’°S NEW 
WOOD UNITS.— 
(At left) The four- 
drawer filing 
cabinet. (Below) 
The wood trans- 
fer case. 








and color of olive green. It can be intermembered 
with other S-W files and is available in both legal 
and letter sizes. 

The wood transfer case is a wartime expedient and 
although efficient in every respect, does not have the 
enduring qualities of the S-W Lifetime peacetime 
transfer case. 

Additional details, prices, etc., on these new 
bers will be furnished upon request to the 
Walker Company’s home offices. 

sap tiaaniasiicsiioasaninnees 

VAN DYKE PRODUCES NEW PORTABLE LAMP 

Van Dyke Industries, Twenty-first and Rockwell 
streets, Chicago, has introduced a new portable fluores- 
cent desk lamp which has been named the Banker 


num- 
Shaw- 





model and is listed as the No. 608. Despite the fact 
that the company is cooperating with the government 
by substituting less essential metals for those needed 





THE BANKER DESK LAMP 


in defense work, the lamp is as sturdily constructed 
and as attractive as the other Van Dyke lines. 

The Banker has the following features: Shade con- 
structed with ornamental cast ends, fancy upright 
pillars of cast metal to form a harmonious design, 
provides even distribution of illumination by con- 
centrating light forward, a base with conventional 
pencil and pen rest, instantaneous starting switch and 
a finish of Morocco brown trimmed with bronze. 

The lamp is equipped with an eighteen-inch fluores- 
cent tube and lists at $18.50. 


<== —— 

FOX PRODUCES BUTTONLESS CHAIR CUSHION 

George E. Fox & Company, 412-420 Orleans street, 
Chicago, has recently introduced to the trade a new 
type of chair cushion in which buttons are entirely 
eliminated by a unique method of construction. 

The cushion is of durable fabric packed with a soft, 
resilient filling. In former models this filling was 





THE NEW FOX CUSHION 


usually kept in place by a series of buttons, but in the 
new cushion Fox has designed and built in two walls, 








FEBRUARY, 1942 


the position of which may be determined by the ac- 
companying picture. 

These walls are so constructed that their presence is 
entirely unnoticed by the cushion user. They are well 
made for long wear and their principal function is to 
prevent movement or slipping of the filling, thus keep- 
ing the cushion at an even depth in every section. 

The cushion, in many sizes, is available in one or 
two-inch thickness, and is priced at $1.30 and $2.50, 
for the one and two-inch thickness respectively. 

—_———o 
NEW DESK MAT SERIES BY SERVICE INDUSTRIES 

Service Industries, Inc., 2025 South Calumet avenue, 

Chicago, has announced a new series of desk mats 








THE NEW DESK MAT 
which include eighteen sizes and shapes and four 
colors, black, green, maroon and brown. 

Made of quarter-inch tempered fibre which is prac- 
tically indestructible, the mats are designed primarily 
to protect carpets and cover worn spots. The four 
colors were chosen as the best to match any floor 
covering. The various types are listed as (1) Standard, 
(2) Jumbo, (3) Pedestal typewriter, (4) Full length 
desk, and (5) Double lip. 


—- 
METALSTAND MAKES NEW MACHINE STAND 


The Metalstand Company, 1615 Melon street, Phila- 
delphia, has announced a new office machine stand 





THE “PERFECT” MACHINE STAND 


under the trade name of “Perfect’’ which features a 
raising and lowering device entirely encased. 

In addition to having the raising and lowering me- 
chanism enclosed, the stand has been designed so 
that the mechanical parts on the lower bracket do 
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not detract from the attractiveness of the unit as a 
whole. The raising and lowering lever is made un- 
usually long so that there is no necessity to bend or 
stoop when the user desires to raise or lower the 
stand. 

The top is made of five-ply veneer finished in wal- 
nut, mahogany, oak and green. Frames are of heavy 
furniture steel. Large swivel casters assure utmost 
portability and there are solid domes at the ends of 
the legs. 

The stand lists at $8.50 and is available with a 
Sliding leaf which ejects from either side at an addi- 
tional cost of one dollar. 


o oT «© 


SHEAFFER’S NEW “TRIUMPH” 
PENCIL SET 

The W. A. Sheaffer Pen Company, Fort Madison, 
Iowa, has announced a new pen and pencil set under 
the model name of “Triumph” which is the latest 
addition to the Sheaffer Lifetime line. 

The pen is equipped with a 14-kKarat gold “feather- 
touch” sheath-point available in twelve different 
gradings to fit any type of handwriting. An unusually 
light cap eliminates top-heaviness in the hand and 
the well-known white dot on the cap assures the user 
of Sheaffer’s lifetime guarantee. The pen is stream- 


PEN AND 


lined and attrac- 
tive and can be 
had in either a 


one-stroke vacuum 
or level fill model. 
Because of a spe- 
cial construction 
the pen can be car- 
ried in any position 
without leaking. 
The pencil is 


likewise attractive- 
ly streamlined and 
utilized Fineline 


leads. It incorpo- 
rates the Sheaffer 
propel, repel, expel 
action and is built 
to precision stand- 
ards. 

There are three 
other sets in the 
Triumph line, 
namely the Crest ‘ 7 
Triumph, the Tuck- THE TRIUMPH SET 
away Triumph and 
the Tuckaway Crest Triumph. 

The company points out that several specialists in 
designing worked for long periods shaping and re- 
shaping the lines of both the pen and pencil before 
they arrived at the beautiful streamlined form em- 
bodied in both units. In addition much effort was 
spent to create clips and ornamentation of the pen 
and pencil to match the attractiveness of the whole. 
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NEW AUTOMATIC TYPEWRITER FOR BILLING 
OPERATIONS 

An automatic typewriter employing push buttons for 
selection of form letters, special paragraphs in form 
letters, and for detailed order-writing and billing 
operations, has been announced by American Auto- 
matic Typewriter Company, 614 North Carpenter 
street, Chicago. The machine has two banks of push 
buttons, one for each of two rolls from which letters 
or billing entries are transcribed, with forty stations 
on each bank. 

Designed as the Auto-typist push-button model, the 
machine is actuated by two perforated paper rolls 








similar to music rolls. The push buttons select desired 
information from either roll. Rolls are easily changed, 
making the machine readily available for work above 
its two-roll operating capacity. 


The push-button control facilitates operation of the 
machine in all letter writing applications, and extends 
use of the Auto-typist principle to order writing and 
billing where a certain portion of the work is repeti- 
tive. In its operation, a customer’s name, address, 
shipping instructions, terms and repetitive instructions 
can be typed automatically, while non-repetitive items 
are filled in manually. On production orders, the ma- 
chine will automatically type special instructions that 
accompany 2 customer’s orders, as well as descriptions 
of items, while on purchase orders it may be used to 
automatically type the supplier’s name, address and a 
description of the items obtained from the supplier. 

Any make of billing typewriter, manual or electric, 
can be attached to the push-button Auto-typist for 
conversion into an automatic order-writing or billing 
machine. Any type of continuous forms or one-time 
carbons may be used. 

Each roll, or stencil, accommodates 200 lines of type 
which may be divided into complete letters, para- 





THE AUTO-TYPIST PUSH BUTTON MODEL.—The typewriter 
being used in conjunction with the new machine is an Under- 
wood. 


graphs:or groups of paragraphs, or into single- or 
multiple-line billing entries. Any portion of the ma- 
terial may be automatically selected by pushing the 
corresponding buttons. Letters or entries in billing 
operations may be composed from any possible com- 
bination of the eighty selections afforded on the two 
rolls. Fill-ins, whether they be dates, names or dic- 
tated paragraphs in the case of form letters, or non- 
repetitive items in billing operations, can be inserted 
anywhere 
I - 
MELIND’S “JUSTRITE” PRINT CHEST 

The Louis Melind Company, 362 West Chicago ave- 
nue, Chicago, has introduced a new unit designed to 
take care of special marking jobs and finger printing. 
It is named the Justrite Print Chest and is delivered 
ready for use with the contents housed in a sturdy 
box with a hinged cover. 

The print chest is made to fit in with present indus- 
trial requirements, especially plants working on de- 
fense orders or where finger printing is a requirement 
It is capable of making sharp rubber stamp impres- 
sions on such surfaces as bakelite, metallic coated 
papers, cellophane, leather, cloth, steel and wood as 
well as several other materials. It works particularly 
well on porous surfaces due to the fact that the ink 
does not feather after the impression is made. 


OFFICE APPLIANCES 


Included in the unit are an ink distributing block, 
a can of Justrite cleaner, a Justrite brayer and five 
tubes of ink in any of the following colors, red, yel- 
low, blue, green, black, white, brown, silver or purple 





THE MELIND PRINT CHEST 


It is also available in the five popular assorted colors 
of red, yellow, white, silver and black, or a four-ounce 
tube of special finger printing ink. 


oo —— 


NEW TAPE RECORDER BY JEFFERSON-TRAVIS 

The Jefferson-Travis Radio Manufacturing Corpora- 
tion, 380 Second avenue, New York, N. Y., has an- 
nounced a new business recording machine named the 
Fonda AV tape recorder. It is a portable unit which 
makes use of non-inflammable acetate film as a means 
of permanent high fidelity reference recording and 
automatic play-back. 

This equipment is particularly suitable for use in 
recording business conferences, conventions, sales 
presentations, radio programs, telephone conversa- 
tions, and in many other cases where a continuous 
operating for periods of up to four hours without 
supervision is desired. 

Consisting of a recording and play-back mechanism, 
an amplifier, and a microphone, contained in a sturdily 
constructed light-weight carrying case, the Fonda 
recorder may be put into operation by merely plugging 
in the power line to a convenient electric outlet and 





THE FONDA RECORDER UNIT 


connecting the recorder to a radio or telephone line, 


or else to a microphone. 


Both shavings and the necessity of changing needles 
are eliminated; reproduction is exceptionally quiet, 


distinct, and free from surface noise. 
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NEW WOOD FILE BY REMINGTON RAND 


Remington Rand Inc., Buffalo, N. Y., has announced 
a new wood file cabinet made to closely resemble steel, 


THE GUARDSMAN 
FILE 





and trade-named the Guardsman. As explained else- 
where in this issue the new unit was designed and 
manufactured to help release large quantities of steel 
needed for defense work. 

The Guardsman cabinet will intermember perfectly 
with all standard steel units and its finishes are 
made to correspond, the olive green being an identical 
sprayed finish. Grainings of walnut and mahogany 
are applied by the same process of photolithic repro- 
duction. The hardware, made of tenite plastic to con- 
serve bronze formerly used for drawer pulls and label 
holders, is also styled to match existing hardware de- 
signs. 

The new file is available in four-drawer height, in 
letter and legal sizes. Paracentric lock, controlling all 
drawers of a unit, may be installed. The drawer slides, 
which form the only steel used in the construction, 
support the drawers on eight case-hardened rollers 
and permit full extension to the last fractional inch 
of working space. Each drawer is tested for an eighty- 
five pound load. 

An 8 by 5-inch card cabinet and a 5 by 3-inch sub- 
stitute drawer are also available. 

—>-.——__—- 
NEW OFFICE CUSHION BY SEATMASTER 

The Seatmaster Company, 2635 Wabash avenue, Chi- 
cago, has produced a new office chair cushion under 
the trade-name of Nukraft, after a material developed 





THE NUKRAFT CUSHION 


by The B. F. Goodrich Company and used in the 
cushion’s construction 

The Nukraft is reversible and is so constructed that 
it permits a circulation of air to pass through its 
body, which is formed of thousands of sterilized 
hairs set on end and impregnated with latex. It is 
naturally resilient and is moth and vermin-proof. The 
interior cannot become matted or hold moisture. 

The cushion is available covered in brown or green 
repp cloth and fibre and comes in four models ranging 
in price from $3.00 to $3.75. 
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SWIVODEX WRITING SET BY ZEPHYR-AMERICAN 

The Zephyr-American Corporation, 31 East Forty- 
seventh street, New York, N. Y., has announced a new 
type of desk “dip” writing set under the trade name 
of Swivodex. The unit comes in black glass with black 
pen holder and a matching marbleized cap. The base 
is available in three colors, ebony, gunmetal or Havana 
brown and sells for $2.00. 

The principal feature of the Swivodex is that its ink 
contents cannot be spilled, no matter whether the unit 
is turned upside down or rolled on its side. There is a 
new principle of operation involved whereby the Ester- 
brook point of the pen is not dipped into nor does it 
rest in the ink, yet automatically picks up enough of 
the fluid to write 100 or more words. The pen, which is 
tailored to fit the hand, can be swiveled to every angle 


THE SWIVODEX WRITING SET 





of a complete circle. The Esterbrook point is of the 
ink-holding fountain pen type. 

The unit holds an unusually large supply of ink, ap- 
proximately enough for a period of six to nine months, 
and is filled merely by unscrewing the top and pouring 
the ink in. In using Swivodex any kind of ink may be 
utilized. The construction is such as to prevent over- 
flow, flooding or evaporation, while the design of the 
pen prevents it being dipped beyond the point or far 
enough to allow fingers to come in contact with the 
ink. 

$$ 

NEW R. C. ALLEN CALCULATOR ANNOUNCED 

Allen Calculators, Inc., Grand Rapids, Mich., has 
announced the new R. C. Allen “50” figuring machine 





THE R. C. ALLEN “50° MODEL 


for smaller business houses. Retailing at $59.00, plus 
tax, the new unit adds up to $10,000.00 and is equipped 
with visible dials, automatic ciphers, self-correcting 
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keyboard, total and sub-total indications, and right 
hand control. Its capacity is five columns, totaling 
six. The “50” has a black suede finish. 
—-— 
ALL ELECTRIC TYPEWRITER BY IL. B. M. 

An all-electric typewriter with adjusted spacing has 
been introduced recently by the International Busi- 
ness Machines Corporation, New York City. The ma- 
chine is provided with special 12-point Roman Book 
type, or with a fine line, similar to conventional type- 
writer type, for stencil: writing or making multiple 
-arbon copies. 

The proportional escapement automatically allows 
space for each character according to its width, vary- 
ing from two to five units, of 1/32-inch each. For 
example, the lower case “1” occupies but two units of 
space, while the capital “L” occupies four units, and 
the lower case ‘“m” occupies five units of space. 

Spaces between words can be made of any width 
from one unit up. Two space bars are provided, one 
moving the carriage two units and the other, three 





THE ALL-ELECTRIC TYPEWRITER 


units. Depressing both simultaneously moves the car- 
riage five units. Single-unit spacing is obtained by 
depressing the two-unit space bar simultaneously with 
the one-unit backspace key. 

A page typed with the new machine with adjusted 
spacing does not show the characteristic vertical lines 
formed by the white space between the letters thereby 
producing greater legibility. 

The type spacing may be expanded by pulling out a 
control button which automatically inserts one extra 
unit of space between characters. Expansion is used 
for word emphasis and for typing headings. All 
numerals on the new machine have a standard spac- 
ing of three units so that they will line up vertically 
for tabular work. 

Instead of ordinary typewriter ribbon the machine 
uses thin strips of carbon paper in 450-foot rolls. The 
unit is attractively proportioned and is encased in a 
streamlined body. 

ee 
JASPER CHAIR REPORTS EXCELLENT YEAR 

The Jasper Chair Company, Jasper, Ind., reports 
receiving orders for approximately 150,000 chairs dur- 
ing the year just passed. The announcement was 
made by Louis J. Koerner, manager of the firm, who 
also said that the volume of business done in 1941 
exceeded by more than fifty per cent that done in any 
previous twelve month period. The plant has been 


operating on a fifty-five hour week for more than 
two years. 
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HORDER’S ANNOUNCES THREE MANAGEMENT 
APPOINTMENTS 

Horder’s, Inc., Chicago distributor of office supplies, 
paper and furniture, last month announced three 
new management appointments effective February 2. 
The men involved are Walter Snelling, Car] H. Carl- 
son and George A. Dean. 

Mr. Snelling becomes director of merchandise de- 
velopment. He has been connected with Horder’s for 
the past thirty years, during which he is credited with 
having developed many new and improved office sup- 















WALTER SNELLING 


CARL H. CARLSON 


ply items and is thoroughly capable of handling the 
many details of his new job. 

Mr. Carlson, who joined the company in 1923 and 
becomes director of buying, is also an experienced 
man in the industry. He originated the systems-ad- 
visory and furniture planning department—a depart- 
ment where business men may take all kinds of office 
problems and find specialists to offer solutions. 

Mr. Dean, who is appointed Chicago sales manager, 
was associated with the Wieboldt stores in Chicago 
for five years in store sales and operating capacities 
and for thirteen years held similar positions with 
Montgomery Ward & Company in Chicago, St. Paul, 
Minn., and Oakland, Calif. 

In speaking of the appointments of the men, all 
of whom are World War I veterans and neighbors in 


ieee = 


GEORGE A. DEAN 





Park Ridge, First Vice-President Fred P. Seymour said: 
“These changes are representative of the adaptability 
which management must practice in order to provide 
the maximum support for war production with the 
minimum of material and employee dislocation. 

“We sell office supplies and equipment without 
which business cannot operate. New material short- 
ages caused by war production require that we use 
every ingenuity within our power to develop substi- 
tutes and alternates for merchandise and methods 
for conserving existing supplies so that the office op- 
erations of war producers can be met, with enough 
left over for essential civilian needs.” 
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PAUL WIELANDY RETIRES AS PRESIDENT OF 
BLACKWELL WIELANDY 

Rounding out thirty years as head of his firm and 
sixty-four years of activity in the industry, Paul J. 
Wielandy last month retired as president of the Black- 
well Wielandy Company, St. Louis, Mo. He holds the 
position of chairman of the board of directors. 

Mr. Wielandy’s retirement was announced at a spe- 
cial meeting of the board at which it was also reported 
that the company’s new president is David Koeller, Jr., 
who has been connected with the firm since 1902. 

Mr. Koeller began his career in 1900 with the J. L. 
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PAUL J. WIELANDY 





Boland Book & Stationery Company and soon there- 
after became friends with Mr. Wielandy with the 
result that when the Blackwell Wielandy organization 
was formed in 1902 Mr. Koeller joined it as stock de- 
partment manager. Later he entered the buying de- 
partment and in 1918 was given complete supervision. 

He has been a director for a great many years. He 
has served three consecutive terms as president of the 
Wholesale Stationers Association and of the Toy 
Wholesalers of the U. S. A. 

No better illustration of the value of the homely 
virtues of industry, honesty and _ stick-to-itiveness 
could be found than in the successful career of Mr. 
Wielandy. Becoming identified with the stationery 
business when a lad of only fourteen years, he has 
devoted his entire business life to the same kind of 
work and during sixty-four years has worked his way 
steadily to a foremost position among business men. 


Went to Work at 14 


Mr. Wielandy was born on a farm in the foothills of 
the Ozarks near Jefferson City, Mo., June 5, 1864. When 
(Turn to page 121, please) 


The Guest Book 


David Fried, eastern representative of the Murphy 
Chair Company, Owensboro, Ky., visited representa- 
tives of this journal on January 7. In Chicago for the 
mid-winter exhibition at the Furniture Mart where 
his company maintains display quarters, Mr. Fried 
painted a highly optimistic view of the wood furni- 
ture industry in the months to come and reported 
conditions in his New York to Washington territory 
as never better. 


P. B. Waldin of Detroit registered with the office of 
this journal by telephone on January 17. Formerly 
salesman, branch manager and sales manager for a 
calculating machine manufacturer, and later having 
other connections in the industry, he now is con- 
nected with OPM. Since he expected to be attending 
a series of meetings from noon until midnight he was 
unable to call in person but did take a few minutes 
before the first session convened for a little visit. 


Charles E. Robinson, 215 San Leandro Way, San 
Francisco, was a visitor at the office of this journal 
January 13. He is well known in the West where he 
traveled for a number of years as representative of 
one of the pencil manufacturers and earlier as a 
member of the staff of W. H. Kistler Stationery Com- 
pany in Denver. After visiting with friends in Chicago 
he expected to see manufacturers in eastern cities 
before returning to California. 

A. J. “Al” Nordstrom, of Minneapolis, representative 
of the Smead Manufacturing Company, was in Chi- 
cago on business January 20 and started the day right 
by making his first call at Orrice APPLIANCES. The 
large volume of Al’s sales of filing supplies keep him 
busy beyond regulation hours, but he still finds time 
once a month to write up news of the Seventh District 
N.S.A. which finds a regular place in this journal. 


C. A. Netzhammer of the Northwestern Furniture 
Company, Milwaukee, Wis., stopped for a brief visit 
on the afternoon of January 22. In Chicago for busi- 
ness purposes, he gave us the benefit of his view- 
point and experience in reference to the rapidly 
changing conditions in the office furniture field today. 
As usual, his visit was a stimulating reminder of the 
fact that we can all do better jobs if we take time for 
proper planning. 

L. J. Macdonald of Buffalo, N. Y., sales representa- 
tive of Enger Kress Company, called at the office of 
this journal January 24 accompanied by L. B. Stout, Jr., 
Chicago representative of the same company. They 
had been to the plant at West Bend, Wis., to attend a 
sales convention. They reported excellent resuits for 
last year and were enthusiastic about the possibilities 
offered by new products. Mr. Macdonald is well known 
in the East, where he has traveled for many years. 





GF DISPLAYS AT L.O.M.A. CON- 
VENTION.—This attractive display 
was maintained by The General 
Fireproofing Company at the 1941 
convention of the Life Office Man- 
agement Association in the Nether- 
lands Plaza hotel, Cincinnati, from 
September 29 to October 1. Those 
in attendance were: Lynn Carlson, 
of Redecker & Dick, local GF dealer, 
and J. A. Saunders, Howard Knapp, 
and C. W. Straubel, of General 
Fireproofing. 
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HORDER TELLS “SAVE PAPER” RULES FOR 
BUSINESS 


Eleven excellent suggestions for business houses 
which desire to cut down on the consumption of sta- 
tionery both as a patriotic and economic move were 
given in a statement issued last month by E. Y. Hor- 
der, president of Horder’s, Inc., Chicago office supply 
house. 

Mr. Horder began by pointing out that the defense 
and victory program demands unprecedented quanti- 
ties of paper and paper products. The significance of 
this is seen when it is realized that vast quantities of 





E. Y. HORDER 


wood pulp (high grade Alpha Sulphite) are required 
for the manufacture of munitions and, at the same 
time, is the raw material from which most business 
and office papers are made. 

“It is just as much good business judgment to cut 
down on paper expense as it is a patriotic duty to 
divert essential materials to the speedy conclusion of 
victory,” Mr. Horder explained in giving the following 
“save paper” rules: 

(1) Write briefly and to the point. (2) Write on both 
sides of letterheads and second sheets. (3) Order 
twenty-five to fifty per cent of your letterheads memo 
forms and second sheets in a short size. (4) Put car- 
bon copy on back of letter being answered, and elimi- 
nate most second sheets thereby saving clips, pins and 
staples. (5) Use smaller size memo and scratch pads. 


HAINES & ESSICK STORE REMODEL- 
ING COSTS $15,000.—In addition to turn- 
ing its establishment into a completely 
modernized store, the Haines & Essick 
Company, Decatur, Ill., has created fifty 
per cent additional floor space by a big 
remodeling and redecorating program 
completed last month. Everything is 
new, from display cases to fluorescent 
lighting units, of which there are 160 to 
give the big store the nearest approxima- 
tion of daylight possible to obtain. (Top 
left) A corner at the rear of the office 
supply department used for sample dis- 
plays of furniture and typewriters. (Top 
right) Small office items are readily ac- 
cessible in the staggered bin counters 
used in this section. (Lower left) Wher- 
ever possible merchandise is displayed 
on open counters with reserve stock on 
shelves. (Lower right) General view of 
the office supply department of the store. 
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(6) Buy lighter weight paper, changing from twenty 
substance to sixteen substance. This would save twenty 
per cent pulp and would cost less. (7) Use smaller 
envelopes. (8) Run duplicated bulletins on both sides 
of sheet. (9) Instruct packing department to economize 
on new materials and to re-use salvage from receiving 
department. (10) Instruct receiving department to 
open cases, etc., so that material can be re-used. (11) 
Save all waste paper and paper products. 

Mr. Horder expressed the opinion that with ration- 


‘ing and rigid priorities, the stationery industry will 


see about twenty per cent of normal inventories of 
its supplies subject to discontinuance. He said that 
with available staple items and substitutes for a 
standard range of merchandise running into 25,000 
items, the industry should be able to do about eighty 
to ninety per cent of a normal business. 

Some executives of big business houses, he declared, 
possess the foresight to visualize the discontinuance 
of some supplies. As an example of this he cited cases 
wherein some firms are already beginning to experi- 
ment with taping and tying papers for storage instead 
of using rubber bands. 


——_4+ <0 


HAINES & ESSICK COMPLETES $15,000 
MODERNIZING JOB 


The Haines & Essick Company, of Decatur, Ill., has 
just completed a $15,000 remodelling and modernizing 
program and polished off one of the most successful 
months in their history to celebrate their fortieth year 
of service to the office trade. 

Approximately fifty per cent additional floor space 
was obtained when the adjoining building was ae- 
quired and the wall separating the two stores was torn 
down. Balconies that run the length of the old store 
on two sides were removed. A new lighting system was 
installed. The front of the store was faced with white 
glazed brick and display windows were rebuilt. 

Uncluttered, orderly displays under excellent lights 
plus the cream-colored walls and fixtures set the mer- 
chandise off to best advantage. Wherever possible 
open display is used and shelves eliminated. 

On the main floor 160 fluorescent lights are used for 
illumination that measure approximately twenty- 
seven foot candles. The lighting fixtures were planned 
and placed so that merchandise would receive maxi- 
mum illumination with minimum reflection on glass 
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cases. The office supply department occupies one side 
of the store and inlcudes a sample office which is ex- 
pected to increase the sale of office furniture carried 
on the second floor. 

Art supplies were moved to the front of the store 
and given added space as was the fountain pen de- 
partment. The photographic and jewelry departments 
were enlarged considerably while toys and games were 
moved from the basement to the main floor. The gift 
section, formerly in the balcony, was moved to the 
new part of the store along with the greeting card 
and stationery departments. Trade books occupy the 
rear of the store while school books, along with other 
call merchandise, were placed in the basement. 

White, glazed brick was used to face the front of 
the store and new windows were installed. Window 
lighting also is fluorescent and is believed the second 
brightest in the city, measuring seventy-five foot can- 
dles. An innovation in Decatur that attracted con- 
siderable attention was the use of Hollywood trans- 
parent window shades instead of the usual awnings. 
An illuminated window in the second story of the 
building contains a tilted floor so that it can be 
viewed from the busiest intersection in the city. This 
window is used for desks and other office furniture. 

The store’s own office was enlarged and given new 
quarters in a mezzanine over the book department. 
New desks, files and office machines were included 
among the improvements. The Lamson cash carrier 
system was abandoned in favor of departmental regis- 
ters. An inter-departmental phone system eliminated 
the need of a switchboard and was found to greatly 
facilitate any transactions where it was necessary to 
communicate with other parts of the store. 

Rows of indirect fluorescent lights are used to 
illuminate the new stairway into the basement. Here 
the improvements include additional lighting, new 
composition flooring and increased space for the sport- 
ing goods, school books and Boy Scout sections. A 
new ventilating system also was installed. Stockroom 
space was increased about three times and a shipping 
and receiving room was provided to eliminate the 
necessity of bringing incoming shipments through the 
main store. 

A gratifying increase in business was reported for 
the first month of this company in its new home. 
According to W. M. Weck, general manager and treas- 
urer of the firm, December business was twenty per 
cent ahead of the same month a year ago. Inventory 
was boosted about fifteen per cent, Mr. Weck said. 
Other officers of this alert central Illinois firm are: 
Harry Haines, president; Elmer Crane, vice-president, 
and P. G. Picknell, secretary. 

—_————- 
WATSON APPEALS FOR RED CROSS AID 

An appeal for the support of every individual and 
firm in the office equipment industry was made by 
Thomas J. Watson, president, International Business 
Machines Corporation, upon his appointment as chair- 
man of the office equipment division of the Red Cross 
War Fund of Greater New York last month by Colby 
M. Chester, vice-chairman of the fund and chairman 
of the Commerce and Industry division. Greater New 
York’s quota in the national appeal for $50,000,000 is 
$7,330,000 

In announcing 
Chester said: 

“The American Red Cross needs the help of all the 
people now as never before. Surgical dressings, ambu- 
lances, medical care, blood banks built up through the 
contribution of millions of donors—these and many 
other things that only the Red Cross can supply must 
be ready for instant use not only among our armed 
forces, but wherever civilian emergencies may arise, as 
in the bombings of Manila and Hawaii. By con- 


Mr. Watson’s appointment, Mr 


gressional charter, the Red Cross is a direct contact for 
the American people with their armed forces.” 
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For Our Country 








Industry Members Now Serving With the 
Armed Forces of the United States of 
America 


(Ed. Note.——Readers everywhere are invited to send 
to OFFICE APPLIANCES, for inclusion in this column, the 
name of any member of the industry who has entered 
the armed services of the United States.) 


O. B. Jr., and Jack Williamson, sons of O. B. William- 
son, sales agent for the Underwood Elliott Fisher Com- 
pany at Fort Smith, Ark., are members of the U.S. Army 
Air Corps. O. B. Jr., was formerly a field representa- 





O. B. JR.. AND JACK WILLIAMSON 


tive of the UEF portable division at Dallas, Tex. He 
is stationed at Chanute Field, Rantoul, Il. Jack Will- 
iamson is attached to Jefferson Barracks, Mo. The 
boys are among the tallest soldiers in the army, stand- 
ing six feet, one inch, and six feet, four inches, respec- 
tively. 
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Another member of the Williamson organization 
who enlisted in the U.S. Air Corps is Marion O. Wight, 
service foreman, who became one of Uncle Sam’s air- 
minded soldiers on January 20. 


C. Armitage Harper, treasurer of the Democrat 
Printing & Lithographing Company, Little Rock, Ark., 
last month was ordered to active duty with the Army. 
He holds a commission as captain in the Military In- 
telligence section, reserve, and has been assigned to 
duty at Washington, D. C—-ADR 
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He’s got a bigger job now... 


IME WAS When we could urge this boy, 
, thousands like him, to use our type- 
writers and fit himself for a better job. But 
he’s not buying typewriters today. He’s got 
a bigger job... the biggest job a man can 
have. And well he knows how our hopes 
and prayers march with him. 

So this advertisement is not to him, but to 
millions of stay-at-homes and perhaps 
it is not even an advertisement. Maybe our 
typewriters can help you with your daily 


work; whether they can or not, the point 


L C Smith & Corona Typewriters Inc 


is that we all have that daily work to do. Be- 
side the job given to these boys of ours, our 
jobs seem small and dull... but never in our 
country’s history have they meant so much. 

Some millions of us are helping directly, in 
mines and fields and shops. The rest of us 
can only do each day’s task as it lies before 
us... do it the best we can...and then find 
more to do. Our part is to keep things going 
at home for these boys of ours. And no hand 
is fast enough, no day long enough, to do 


all that we want to do. 


Syracuse, N. Y. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago, and the staff at 

the branch in charge of G.C. Wheeler at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


(asistant Secretary, Office Appliance Trades 
4 St. Bride Street, 


(Ed. Note——Owing to the uncertainty of sea travel 
and mail delivery the London Letter is not available 
at time of going to press.) 


AMERICA HEARS FIRST BRITISH STATIONERS’ 
BROADCAST 

With a heading of “Bridgebuilders,” the British 
stationers, under the banner of the Stationers Asso- 
ciation of Great Britain & Ireland, and the Stationers 
Overseas Correspondence Circle, recently completed a 
successful broadcast to friends in the American office 
equipment industry. 

The broadcast, operated by the British Broadcast- 
ing Company, had as its central figure Lancelot Spicer, 
president of the British association, assisted by Kent 
Stevenson. As the script of the broadcast explains, 
Mr. Spicer was talking to all American stationers 
although addressing his remarks to Owen G. Bayless, 
immediate past president of the National Stationers 
Association. Mr. Stevenson took the part of a listen- 
ing American, reserving to himself the right to ask 
such questions of the speaker as a listener would 
naturally ask. The broadcast is presented in the two 
instalments: 

Announcer: This is London calling. Bridgebuilders! 
Great Britain—U.S.A.! Highway to the East! Highway 
to the West! The bridge of understanding! 

Kent Stevenson: Hullo, America, how do you do! 
Kent Stevenson speaking. I’ve a letterhead here, with 
a crest in the shape of a circle. It shows an old- 
fashioned inkpot, quill pen and scroll. Above them are 
wings, and topping the lot, two masts with the Stars 
and Stripes and the Union Jack. The circumference 
is formed by the words Stationers’ Overseas Corre- 
spondence Circle. 

That circle came unto being because of one man’s 
vision and efforts. Thanks to him, and to the co- 


operation of people on both sides of the Atlantic, it 
consists of two hundred active members—100 here, 100 
over there; men and women who realized that in our 
English-speaking world there is a wealth of untapped 
friendship. They wanted it. They wanted the pleasure 
of learning about that corner of the world the other 
fellow calls ‘Home, Sweet Home.’ 


{ssociation of Great Britain and Ireland 
London, E. C 
And they knew, too, that untapped friendship is 


rather like an untrimmed lamp 
light is needed. 
This week marks the first anniversary of their cir- 


not much good where 


cle. In our first broadcast, we greet them, and the 
man with the vision—the first two hundred Bridge- 
builders. 


Lancelot Spicer: We speak the same language, more 
or less. We wear the same clothes, more or less. We 
think the same thoughts, more or less... 

aie . and it’s about time we had more of the 
‘more’ and less of the ‘less’! Yes, sir, these are the 
words that sold me on the idea—here was something 
good; a job to be done, a pleasant worthwhile job. 
Well, America, you’ve heard his voice, let me introduce 
him: Mr. Lancelot Spicer, of London, founder of that 
circle, the man who put a lot of mental elbow grease 
behind a grand idea. I’ll christen him now—Bridge- 
builder No. 1, Great Britain. 

That brings us to Bridgebuilder No. 1, U. S. A. Are 
you listening, Owen Bayless, Seattle, Washington? 
That’s you—Bridgebuilder No. 1, U.S. A. 

Here’s Mr. Spicer now. He wants a word with you 
confidentially. And it’s understood that eavesdroppers 
are entirely welcome, and the more the merrier. Right, 
Mr. Spicer? 

L.S.: Right! 

K.S.: One last point. I want a wee corner of the 
mike for myself. I want to do a spot of interrupting. 


L.S.: Oh you do! Why? 
K.S.: Well, it’s like this: America is listening. And 
when Americans want to know—they ask. Now, we 


can’t arrange a two-way hook-up with every listener, 


so they can’t ask. But J can. So I’m the listener. 
Okay? 
L.S.: Righto. 


Announcer: This is London calling America! London 
calling Seattle, Washington! Lancelot Spicer calling 
Owen Bayless. 

K.S.: The president of the Stationers’ Association 
of Great Britain and Ireland greets the immediate 
past president of the National Stationers Association 
of the United States. 

(Turn to page 129, please) 
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COUNT ON COLUMBIA 


For Uniformity °* Quality °* Performance °* Profits 


FY NHE absolute necessity for effecting all possible time and work savings in handling the tre- 
mendous volume of correspondence and records required by America’s war industries, places 
a vital responsibility for speed, quality and performance upon typewriter ribbons and carbon 
papers. 
YOUR CUSTOMERS can count on Columbia’s steadfast quality and uniformity—for carbon 
papers easy to handle, non-curling, that give a maximum number of clear, easy-to-read carbon 


for crisp, sharp, beautiful typing from long-wearing ribbons. 


copies 
YOU can count on Columbia for consistent sales cooperation, and the sort of profits that 
an overwhelming number of the 


have made Columbia America’s leading line in the eyes of 


country’s best known dealers. 
A well organized ribbon and carbon department will bring you substantial business right 


away—and year after year in the future—regardless of business conditions. Get organized! 


Now. when minutes count. count on Columbia! 


COLUMBIA RIBBON & CARBON MFG. CO., INC. 


Main Office and Factory: Glen Cove, L. I., N. Y. 
Kansas City. Mo.. Dwight Bldg. 





New York Sales and Export, 58-64 West 40th St. 


» TYPEWRITE 
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REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 





ACTIVITIES OF THE 


MONTH IN EVERY DIVISION OF THE INDUSTRY 








NATIONAL POSTAL METER PURCHASES 
MULTIPOST 
The National Postal Meter Company, Inc., which re- 
cently moved its general offices and plant from Los 
Angeles, Calif., to Rochester, N. Y., has purchased the 


mailing equipment since 1910. 








H. R. RUSSELL 


(Shelburne Studio Photo) 


plete mail room service by adding the products of 
Multipost to its own lines of metered mail machines. 
postal scales and other units. 

At the same time Mr. Ogsbury declared that the 
office personnel of Multipost will be merged with the 





MISCELLANY 








C. R. OGSBURY 


Multipost Company of Rochester, manufacturers of 


The announcement was made last month by Charles 
R. Ogsbury, president of NPM, who said that the pur- 
chase is part of his company’s plan to provide com- 





-- 


NPM staff, and Harry F. Rapp, president and treas- 
urer Of Multipost, will join the executive sales staff 
under H. R. Russell, vice-president and general sales 
manager of the purchasing firm. 

The Multipost Company was founded by the late 
William F. Schweiger, inventor of one of the first 
mechanical devices for affixing postage stamps to 
envelopes, and a pioneer in the development of other 
machines for speeding up the handling of mail. In 
addition to the Multipost stamp affixer, the firm 
manufactured both hand-operated and electric letter 
openers and letter sealers. The company maintained 
nation-wide distribution of these units and thousands 
of them are in use in private business and govern- 
ment offices. 

Mr. Rapp, who is well-known in the office equip- 
ment field, became president of Multipost upon the 
death in July, 1938, of Mr. Schweiger. A graduate of 
East high school and Hobart college, he was connected 
with the merged firm for twenty-six years. 

As soon as plans are perfected for combining the 
manufacture of Multipost products and National Pos- 
tal Meter machines and other mailing room equipment 
in Rochester, sales of all the lines will be handled 
through NPM branches established in more than thirty 
cities throughout the country. 

—><-————— 
NICHOLS ON SALES AND SERVICE TRIP 

Frank R. Nichols, vice-president and sales manager 
of the Columbia Ribbon & Carbon Manufacturing 
Company, Inc., Glen Cove, N. Y., recently completed 
an extensive trip to the Pacific Coast on behalf of his 
company and its sales organization. 

As a means of expediting the formation of addi- 
tional sales and service facilities required by the com- 
pany’s continuous growth of business volume, Mr. 
Nichols contacted many of Columbia’s sales offices. 
He covered the northwestern states on his trip out to 
the coast and the southwestern states on his way back. 

As part of his tour Mr. Nichols stopped over at Kan- 
sas City to attend the two-day sales meeting of all 
salesmen of the western division. 

OO 

GF FIRST TO ISSUE DEFENSE BONDS IN STATE 

The General Fireproofing Company, Youngstown, 
Ohio, was the first firm in the state to qualify as 
issuing agent for defense savings bonds, Series E, 
according to a statement last month by M. J. Fleming, 
president of the Federal Reserve bank of Cleveland. 
Ohio corporations with large payrolls are eligible to 
act as issuing agents in addition to banks, federal 
credit unions, post offices and building and loan asso- 
ciations—AK 
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YOU CAN COUNT 
ON US 


A Pledge to Dealers 


by the Royal Typewriter Company 


@ WE DONT CLAIM to be prophets. 


And there never was a vear whose future 


was more obscure than 1942's, 
But we can tell you this. 
We're in the Portable business to stay. 


We're going right ahead with our adver- 


tising campaign. 
eS 


Were turning out new and striking win- 


dow and counter displays to help you. 


We're continuing our never-ending pro. 


gram of product improvement. 


Yes. it’s full steam ahead, all right. But 
we're not going ahead blindly. Uncle Sam 
comes first with us, as he does with you. 
Should that day come when he asks us to cur- 
tail a percentage of our production of Porta- 
bles. we're going to co-operate with him 100%. 

But weve worked out a plan for you in 
that event. too. 


Our salesman will keep right on calling on 
you. Not solely to take orders for new ma- 


chines, of course. But to keep you supplied 


with information and ideas and material to 
help you build up other angles of your busi- 


ness, 


Mavbe he'll show you ways to increase 
vour sales of rebuilts . . . or to better your 
rental business . . . or to build up your ser- 
vice department . . . or to work up a profit- 
able trade in typewriter supplies. 

Yes, you can count on us to give you all 
possible merchandising aid to help see you 


through. 


Why? Because you helped us become the 
World’s Number | typewriter maker. And 


turn about is fair play in our book. 


For we're in the Portable business for 
keeps, and we want you as our dealer after 


the Axis has been properly ax-ed! 


ROYAL PORTABLE 
THE Standard Typewriter 


in Portable Size 
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MEETINGS—CONVENTIONS— DINNERS 





NEW YORK OFFICE APPLIANCE MANAGERS’ 
ANNUAL DINNER 

The winners of the 1941 association sales contest 
were guests of the New York Office Appliance Man- 
agers Association at the annual dinner in the Waldorf- 
Astoria hotel in New York City on January 8. There 
were about forty members and guests assembled for 
the cocktail hour that preceded a very delightful 
dinner. 

Toastmaster L. M. Bonnewell, Todd Sales Company, 
after the dinner was over, called upon Harry L. Maley, 
Remington Rand Inc., as chairman of the entertain- 
ment committee. Mr. Maley presented the regrets of 
Walter P. Lindsay, also of Remington Rand, who for 
many years had taken care of the program. He then 
turned the meeting over to the entertainers for a brief 
time and then the toastmaster introduced George C. 
Wheeler, OFFICE APPLIANCES, who spoke on the outlook 
for 1942. 

Mr. Wheeler began by reminding his listeners that 
one year ago nearly all those present were in atten- 
dance at a similar gathering and that there was “some 
little discussion” about the war in Europe. “Some- 
thing,” the speaker said, “that we viewed from a semi- 
detached, impersonal angle, speculating on how it 
would affect us as individuals, for we were all con- 
cerned with keeping our ‘business as usual.’” 

He declared that 1941 brought to most of us only 
a fairly close acquaintanceship with the war—until 
December 7 when the Pearl Harbor bombing was un- 
leashed without warning. 


War Becomes Personal 

“Immediately our own personal fortunes or misfor- 
tunes suddenly became dwarfed by the magnitude of 
impending events,” Mr. Wheeler said. “At once this 
world conflict became very, very personal. Today the 
motivating force—and the objective is to win the war.” 

The speaker bade his listeners to be of good cheer. 
He said: “Nobody has yet stopped the ingenuity, the 
resourcefulness, the creativeness of America—of Amer- 
icans and, God willing, no one ever will.” 

The toastmaster then called upon W. C. Rafferty, 
Addressograph-Multigraph Corporation, who _ intro- 
duced the main speaker of the evening, Lieut.-Col. 
W. G. McKinley, national committeeman of the Amer- 
ican Legion, and as he said “a customer,” for Lt. Col. 
McKinléy is an engineer for Bell telephone. 

Lt. Col. McKinley acknowledged the fact that he 
was not a salesman but believed he could establish a 
common ground on which he could think with the 
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BANQUET WHICH CONCLUDED NEW YORK oO. A. M. A. ANNUAL MEETING 


group present. It was his belief that no group has a 
greater stake in the future of the country than do 
salesmen. In talking for years about National De- 
fense, he said that this nation in common with all 
democracies had been taking the negative approach 
to war. He thought it well to gain a definite idea of 
what we are defending—what we seek to protect and 
maintain. This he answered in a brief way saying 
we attempt to defend and maintain a system of things, 
our way of life, free enterprise—individual liberty, 
our economic system—the right of the individual to 
work out his own destiny. 


Salesmen Important Factors in 
Our Economic Life 

Salesmen, the speaker contended, are one of the 
most important factors in our economic life for this 
group is the motivating force underneath our eco- 
nomic system. It’s the salesmen who move the stock, 
that make factories work, which provide jobs, etc. 
His belief was that the job of assisting the adjustment 
period following this war and of re-establishing our 
way of life was going to fall in large measure on the 
salesmen of the country. Now is the time to begin 
thinking of the tremendous job ahead, he stated. The 
United States, he contended, was a militant nation, 
not a militaristic nation. We have indulged in a lot 
of wishful thinking, trying to convince ourselves it 
would not be necessary to fight to maintain what we 
have. 

Diversity of opinion is the cause of discontent in 
the world,—he stated,—the continued seeking for some- 
thing we do not possess. The elementary driving power 
in every individual is to obtain a position where he 
might have absolute freedom of movement. But, the 
speaker reminded the group, that unchecked move- 
ment of all individuals would inevitably result in con- 
flict. So we must have some political system to protect 
all our rights. National life, he said, was not neces- 
sarily a hazard beginning and an ending. History 
reveals, the speaker said, in reviewing the rise and 
fall of many civilizations, that nations were created 
by law, maintained by law and destroyed by law. All 
nations, he continued, were originally born of war 
and maintained by war. Thus, he emphasized the 
fact that in the last 3500 years only one year in ten 
was there peace in the whole world. The United 
States has arrived at maturity now, was the speaker’s 
declaration—and our fights are now with nations 
equally as strong as we—and we must fight our way 
The speaker then recited the various inventions that 

















UTILITY LINE 


FIBRE BOARD CARD TRAYS AND TRANSFERS 


have that sturdy appearance and satisfactory ‘‘feel’’ so 
that when you show them to your customer the sale is 
half made. This line of card files is often purchased for 
some temporary filing requirement on account of their 
low cost, then later are used as permanent card file 
equipment beeause of their long life. Instead of suggest- 
ing that you ‘“‘carry the line’? we ask that you check 
your stock to be sure you have a sufficient number of 
the various sizes on hand to meet quick requirements. 
In addition to ecard files with follow blocks, the line 
embraces card transfers with removable covers and the 
shell type, both without follow blocks. 
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Wavy to Protect Guide Tabs 


An indexing guide that has a transparent covering 
over top edges and tabs will certainly wear longer 
and look better than one that has no protection. 
jjee has perfected a process whereby guides 
can be CELL-U-SEAL protected with a film of 
pliable, protecting material at a very small extra 
expense. This CELL-U-SEAL gives a set of Manila, 
Bristol Board or Pressboard guides much more value 
in long life and appearance and the small expense 
is very soon forgotten. 
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WHOLESALE DISTRIBUTORS 





New York Boston Chicago 
Weis Manufacturing Co., Inc. Adams, Cushing & Foster Associated Stationers 
54-56 Franklin St. Incorporated Supply Company 

















REFERENCE LINE 


TRANSFERS AND LETTER FILES 


Here’s a small capacity Fibre Board Transfer or Letter 
File that will please your customers. Strongly con- 
structed of heavy fibre board, covered with black and 
white marble paper. Corners and edges are reinforced. 
Compact and dust proof. When equipped with set of 
A to Z indexes or folders, it makes a handy file for 
near-at-hand, quick, easy reference. The drop front 
aids in referring to contents. Just the thing for 
personal use. In sizes to meet most any need. 
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HAVING THE TIME OF THEIR LIVES!—Grouped for the cam- 
era are officials and salesmen of the Monroe Calculating 
Machine Company attending the Monroe High Point Club 
convention at Miami, Fla., held December | to 6 at the Palm 
Beach hotel. Light coats, or no coats at all, was the order of 
the meeting under the semi-tropical sun. (Inset) District Man- 


have whittled down the size of the world to a very 
small place, where distance is measured by time, and 
said that this was largely due to American ingenuity 
which was struggling to increase the opportunity for 
commerce and assist people in knowing each other 
better. 

It was Lieut.-Col. McKinley’s contention that today 
we cannot forecast the future by any contemporary 
history, hence it is time we Americans did some calm, 
dispassionate thinking to make sure we were on the 
right road. A nation’s foreign policy makes its military 
policy. Calling the Monroe Doctrine one of the boldest 
militaristic pronouncements of history, the speaker 
said that by that pronouncement we gave warning 
of our dominance over some twenty-three countries. 
This has endured for over one hundred years unchal- 
lenged. The speaker said that our conquests had been 
commercial, not militaristic. 


Earn Security the Hard Way 


The time has come when we have to change our 
opinion that we can buy security. Today we have to 
fight our battles, was his declaration. One thing 
Americans must get out of their minds, he said, was 
that faith in gold and money for gold no longer buys 
security, patriotic fervor nor spirit. We must earn 
that the hard way. We must do some serious thinking 
along these lines for this is a winner-take-all conflict, 
was his statement. The attack on Pearl Harbor, he 
claimed, was just the kind of a jolt we needed to clear 
our prospectives for previous to that time our vacil- 
lations just invited Hitler to walk in and “take” us. 
In conclusion Lieut.-Col. McKinley said that it was 
only a reversion to the fundamentals which established 
and made us a nation which will enable us to realize 
our destiny. 

Toastmaster Bonnewell then presented the new pres- 
ident for 1942, Carol Lyttle, Dictaphone Corporation. 
Mr. Lyttle thanked the speakers. He spoke in appre- 
ciation of Outgoing President Bonnewell’s efforts dur- 
ing the year saying the past president set a pace he 
will find hard to equal. He congratulated the winners 
of the contests saying they had earned and won a 
distinction outstanding—won honors on the gridiron 
of selling. 

Introduce Officers 


L. B. Flaws, International Business Machines Cor- 
poration, was recognized from the chair as the secre- 
tary-treasurer for 1942 and took a bow. 

H. O. Whipple, National Cash Register Company, was 
recognized as vice-president for 1942. Mr. Whipple said 
he had enjoyed serving the association as secretary 
and treasurer for the past two years. He then read 
a letter of resignation from E. J. Ferris, who is leaving 


be . Ca 





ager J. T. Gerstenberg, of Wilmington, Del., winner of the 

Monroe High Point Club golf championship trophy (left) is con- 

gratulated by M. K. Patton, assistant division manager at 

Greensboro, N. C., who made low net score at the tournament. 

Story of the convention appeared in the January issue when 
these pictures were not available. 


the Addressograph-Multigraph Corporation after many 
years aS manager of this office. The letter was 
acknowledged by the presentation of a resolution to 
which all the members’ names were ascribed attesting 
their regret at his leaving and in appreciation for 
friendly fellowship and counsel as a charter member 
of the association. 

Mr. Ferris responded by saying it was mighty hard 
to say goodbye to the old friends in the association 
which meant such a lot to him and, he believed, to the 
office appliance industry, for it was during the asso- 
ciation’s span of years that our industry had majored 
into the classification of big business. And he stated 
that he felt confident the association has been a 
contributing factor. But he said we couldn’t make 
progress without our salesmen and paid glowing trib- 
ute to the salesmen as chiefly responsible for the 
growth of our business. 


Winners Receive Awards 


John A. Noonan, Kee Lox Manufacturing Company, 
then presented the prizes to the contest winners. 
Sheaffer pen and pencil sets went to one-time win- 
ners, defense savings stamps to four-time winners 
and defense savings stamps to six-time winners. Those 
presented with prizes were: 

One-time winners: Stanley Dashew, William Moran, 
Addressograph-Multigraph Corporation; Russell Kru- 
ger, A. B. Dick Company; W. O. Wetlesen, Ditto, Inc.; 
R. T. Copeman, Dictaphone Corporation; R. H. Wil- 
liams, and H. R. Duggan, International Business Ma- 
chines Corporation; E. T. Gannon, Monroe Calculating 
Machine Company; David Lazarus, Postage Meter 
Company; Arthur Silverman, Remington Rand Inc.; 
John E. Hay, Todd Sales Company, and A. R. Comsey, 
Yawman and Erbe Manufacturing Company. 

Four-time winners: Walter E. Kline, American Sales 
Book Company; J. E. Judge, Kee Lox Manufacturing 
Corporation. 

Six-time winners: Herman W. Luehr, National Cash 
Register Company; B. B. Horwitz, Underwood Elliott 
Fisher Company. 

With the thanks of Toastmaster Bonnewell to all 
committees for their fine efforts the meeting came to 


an end. 
—>-— — 


CHICO STATIONERS’ TWELFTH ANNUAL DINNER 

Despite a severe cold wave, more than 150 were 
present to share in the pleasures of the twelfth an- 
nual dinner party sponsored by Chico, the Chicago 
Stationers Club, and held in the Tally Ho room of the 
Chicago Towers Club, Monday evening, January 5. 
Emil Kolar, E. M. Kolar Stationery Company; Ernie 
Lund, Englewood Blue Print Shop, and Morris Rosen- 
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Here are the desks that 


are helping America to go 


ALL UUT 
FUR 
UEFENSE 








Vo. 1601-M 
Desk—60" x 32” 
x 30%2”. This low- 
priced series in- 
cludes 4 flat top 
desks, 5 tables, 3 






tvpewriter desks. 


“REMEMBER 
Pearl Harbor...’ 


A united nation girds itself for war... 
President Roosevelt calls for more pro- 
duction ... Congress votes new billions for 
planes, tanks and other weapons... De- 
fense needs supersede civilian needs. 


To meet the extra load of desk-work 
made necessary by the “all out” defense 
program, companies everywhere are en- 
larging their oflices and their office staffs. 


Imperial’s solid, substantial No. 100-M 
desks are proving to be outstanding favor- 
ites with these expanding defense indus- 
tries. They're solidly built to meet tough 
service needs. They're honestly priced to 
meet thrifty budget limitations. 

Find out why Imperial is “the first line 
of defense.” Write today for full details 
and a copy of Imperial’s new 1942 
catalog. 


LMewenial | 


DESK COMPANY 


EVANSVILLE, INDIANA 



















OFFICE APPLIANCES 


thal, Wicker Park Stationers, presided jointly at the 
record table near the entrance to the room, selling 
tickets, checking payments and welcoming guests on 
arrival. 

A convivial atmosphere was very considerably aug- 
mented by a toothsome dinner and beautifully ren- 
dered musical numbers by a double piano team. These 
two young men deservedly received substantial rounds 
of applause after each presentation. Appreciation be- 
came particularly keen when it was discovered that 
one of the boys was Ernie Lund’s son Jack. 

Community singing of a number of popular melodies 
was preceded by a lusty rendition of the Star Spangled 
Banner. A few extemporaneous numbers by Carl 
Kaufman of Speed Products Company, and a humor- 
ous story by Ed Conlon of Rockwell-Barnes Company 
concluded the more formal events of the evening. 
Subsequently, bridge, bowling and conversations were 
indulged for some hours prior to final leave taking. 


—-¢ 


PENN-MAR-VA CLUB IS HOST TO NEEDY 
CHILDREN 


December 22 was a great day in the life of every 
member of the Penn-Mar-Va Travelers Club who at- 
tended their annual Christmas party which resulted 
in bringing happiness and joy to a number of needy 
children. 

The day began when David Price, Jack Emhart and 
Ned Baynon met a big bus containing forty kiddies— 
ranging in age from six to ten years—in front of the 
Poor Richard Club in Philadelphia. The children were 
escorted into the club by two women settlement work- 
ers and once inside each youngster was placed in care 
of a traveling man who had full charge of his little 
guest from then on. 

A fine turkey dinner from soup to ice cream was 
served and while the meal was in progress Santa 
Claus (Stan Woodruff) circulated through the big 
room to the obvious joy of every child, especially when 
Santa managed to find time to pose for pictures with 
each one of them. After dinner a clever dog act was 
thrown on the screen, followed by an English Punch 
and Judy show which had the travelers as well as the 
children in laughter for an hour. Then each little 
guest was called to the microphone to sing or recite, 
receiving twenty-five cents for his or her performance. 

Tom Stagg, president of the Philadelphia Stationers 
Association, then took over and talked on the Ameri- 
can flag, telling those present of the opportunities for 
all American boys and girls. 

The closing scene was one which no member of the 
club will ever forget. Each youngster was called to 
the front where Santa Claus was waiting and, after 
giving Santa a kiss, was presented with a big bag of 
gifts including gloves, woolen caps, games, pencil boxes 
and a stocking filled with candy. After the singing of 
the National anthem, the guests filed out to their wait- 
ing bus and were driven home. 

There were tears of joy in the eyes of many of those 
big-hearted P-M-V men when they wrung the hands 
of Messrs. Price, Emhart and Baynon, congratulated 
them on their grand job of bringing happiness to little 
children and begging them to make the party an 
annual affair from ‘now on.” 

—- 

RICHMOND STATIONERS RE-ELECT OFFICERS 

The Richmond (‘Va.) Stationers Association held its 
meeting and election of officers on January 8 with 
the result that the entire 1941 slate was re-elected 
to office. Those who were accorded this honor, and 
the positions they hold, are: 

President, F. J. Hafling, Richmond Stationery Com- 
pany; vice-president, C. C. Gee, Virginia Stationery 
Company; secretary-treasurer, Woodson F. Waddy, 
Everett Waddey Company 
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TOWN ADVERTISING 


FEATURES 


YOU 


SEAL FEATURED IN 





CHECK UP...DO YOU 
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Check up on your ribbon and carbon line. There are 
four things you want. Old Town delivers all four... 
gives you leadership in every one of them. 


e PRODUCTS: 


A simplified line. Includes exclusive spe- 
cialty leaders like DAWN Curlproof Car- 
bon and Old Town Hermetic Ribbons, An 
honest trade-marked and GRADE-marked 
line bringing you a new high in consumer 
confidence. 


e PROMOTION: 


Hard hitting local selling aids. Regular 
specialty selling assistance. Consistent 


hard-hitting NATIONAL ADVERTISING. 


© PROFITS: 


Longer margins. Quicker turnover of a 
compact stock. Bigger percentage and doll. 
lar profits. 


© PROTECTION: 


OLD TOWN’S “Assigned Trading Area” 
plan gives you exclusive territory. Enables 
you to grow with Old Town without com- 


petition. 


Find out why the big swing to OLD TOWN. Compare your set-up with what 
OLD TOWN distributors are getting. Send for your copy of “The Dawn of 
a New Day in Ribbon and Carbon Merchandising.” Address Dept. A-2. 


OLD Town Lon &-Curton Co. Ine 
( “MAKES A GOOD IMPRESSION” ¢ 


AUTHORIZED a 
DISTRIBUTOR General Offices and Factory: 750 Pacific St., Brooklyn, N. Y. 


ERY OLD TOWN AD 
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METAL’S USE NOW IN THE BUILDING OF STRENGTH 
FOR AMERICA PROTECTS FUTURE OPPORTUNITIES 
FOR ITS USE IN OFFICE MODERNIZATION - @ 





To lose sight of the vital importance of office modern- 

ization is to place a limit on the value of what national 

defense is now doing for future business. Through 

defense, every business office becomes a direct bene- 

ficiary is a broad program of underwriting its security, 

and as a result of such defense preparation this secur- 
ity will bring to the business office both the NEED for 

modernization and the MEANS to its realization. « The 

need for office modernization will be increased by 

future readjustment to normal relationship with diver- 

sified markets; the means to that modernization will 

further establish: the adaptability, the comfort and the 

' economy of GF Metal Equipment. e The energies of de- 
fense will in great measure absorb needed metal, but 
the importance of modernization with metal cannot be 
diminished. ¢ Planning with an eye to the business fu- 


ture means future office modernization with GF Metal. 








| PIREPROOFING COMPANY - 


Products by GF: METAL DESKS - ALUMINUM CHAIRS - STEEL CHAIRS + FILING 
CABINETS - SAFES + STEEL SHELVING - STORAGE CABINETS + FILING SUPPLIES 
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THE FUTURE OF 
A BUSINESS 
MAY LIE IN 

ITS PAST 





That is why Liberty Permanent Storage 
Binders are so vitally essential to sound and 
sufe business operation today. They provide 
the most economical and efficient way of 
preserving all loose leaf records for future 


reference, 


The partnership between business and gov- 
ernment in) our war materials production 
effort makes it imperative for all business to 
keep all records for future reference. The 
ever increasing number of millions of loose 
leaf records, and the absolute necessity for 
preserving them provide you with an endless 
and lucrative market. 
a> Already Liber- 
ties are playing their 
part in the National 
Offensive by protect- 
ing the valuable rec- 
ords of our largest 
and most exacting 
manufacturers of war 
materials —— manu- 


facturers such as 
EK. I. du Pont de Mere thumb pressure does the 
\ . work. Anyone can do it. No tools 
emours & Com- needed. As simple as pressing a 
pany, Aluminum  (oordell, Quick and efficient 
Company of Amer- 
ica, International Harvester Company, 
The Buda Company, Porter Cable Machine 
og Fg Company, Globe American Corporation, 
ie Liber os * . . > 2 
y U.S. Smelting, Refining & Mining Com- 


telescopes and Phi : - 
locks permanenty pany, General Tire & Rubber Company. 


Sold by Leading Stationers Everywhere 


BANKERS BOX COMPANY 


Specializing in Record Storage Filing Since 1918 
536 SOUTH CLARK STREET CHICAGO, ILLINOIS 
Originators, Patentees and Manufacturers of Liberty Record 
Storage Boxes, STAX ON STEEL Transfer Files, Liberty Permanent 
Storage Binders and Liberty String Tie Binders 
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ILLINOIS RIBBON MEN ELECT ROBERTS PRESI- 
DENT AT ANNUAL MEETING 

E. D. (Ed.) Roberts, president of E. D. Roberts & 
Company, Chicago, was elected president of the IIli- 
nois Inked Ribbon & Carbon Paper Association when 
that organization held its annual meeting in the Chi- 
cago Athletic Club on January 12. 

The honor bestowed upon Mr. Roberts is not new to 
him in that he has served a previous term in the same 
capacity during his many years in the ribbon and car- 








E. D. ROBERTS 


bon business in the Mid-West states. Others elected 
to head the association during 1942 were: 

Vice-president, Harry Braham, Chicago branch man- 
ager for the Old Town Ribbon & Carbon Company; 
secretary, C. J. Walther, Allen Paper Company, Chi- 
cago. The new directors are Harold Quest, Ques° 
Manufacturing Company; Leonard D. (Len) Kenney. 
Leonard D. Kenney & Company, and Charles Windsor, 
Robert S. Leete & Company, all of Chicago. 

After the election of officers’ ceremony was over, 
the assembled members appointed A. W. Andre, A. W 
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HARRY BRAHAM C. J. WALTHER 








Andre Company, chairman of the membership com- 
mittee; Fred Neely, retiring association president and 
president of the Fred W. Neely Company, chairman of 
the entertainment committee, and O. W. Hinckley 
Robert S. Leete & Company, chairman of the publicity 
committee. 

With Mr. Quest acting as host and President Neel} 
making a first-class master of ceremonies, the next 
thing on the program was an excellent dinner in 
which those present had the choice of a dozen entrees 
Other types of refreshments were on hand in as 
wide a variety. 

Following the dinner Mr. Neely produced a lett 
he had just received from the Office of Prize Admin 
istration which appeared to be the first concrete evi 
dence that the United States government is definite] 
working toward a price ceiling on many commodities 

The letter. signed by J. K. Galbraith, assistant ad- 
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ing each character on a body of standard width (with the 


The appearance of your correspondence reflects the per- 


sonality of your office. The people who never see you or result that there are varying amounts of white space be- 
your place of business form their opinions not only on tween letters), the Electromatic with Adjusted Spacing 
the basis of what your letters say, but of how they look. places each character ona body suitable to its size, so that 
Neat, legible typewritten letters imply more than courtesy all letters are equi-distant from each other. Every type- 
on your part. They are your representatives, by which written word, on the Electromatic with Adjusted Spacing, 
the character and reliability of your business are judged. is a Compact unit, exactly as in actual printing. This 
The Electromatic All-Electric Typewriter with Adjusted makes typewriting far easier to read, and produces the 
Spacing brings to American business the first notable ad- best-looking correspondence obtainable today. 
vance in the design and spacing of typewriter characters Write or call our nearest office for full information and 
...an advance which improves typewriting appearance a demonstration of the world’s fastest and most modern f 
amazingly. Doing away with the former practice of plac- typewriter —the Electromatic with Adjusted Spacing. 
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“business helps’’ 
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The war makes it necessary to have more efficiency in 
business and Globe-Wernicke office accessories and filing 
supplies will help speed up national defense work and other 


needed in every office. Check your stock 
and be prepared to give prompt all-around service. Do not 


work, by not having a reasonable supply of inexpensive but 


important office accessories. Send us your order today. 


dependable 


aged in war 
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EXPANSIBLE FILE POCKETS 
FILE POCKETS — 
> Ideal for keeping bulky papers 


_ neat, compact and easily acces 
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3'4" expansions. Well made 
choice of paper or cloth gusset 
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EXPANDING ENVELOPES 


Strong five-piece construction 
with tape. Two-ply, front and back 
Cloth or paper gussets. Choice 
five sizes with 154"' or 3')"' ex 
pansions. Practical economical 
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MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions--Specia! Stee! 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving. 
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ministrator, declared that OPA is making a study 
of prices pertaining to stock items of office equip- 
ment for the purpose of obtaining an “over-all” pic- 
ture of price trends since the beginning of the present 
war and also to “avoid unwarranted increases in 
commodity prices.” 

It made three requests of the company to which it 
was addressed, namely: (1) a copy of the firm’s 
complete price list and current catalogue, (2) an 
explanation of “your trade and quantity discounts, 
delivery points, and other information necessary in 
giving us an accurate understanding of your price 
schedule on all office products manufactured and dis- 
tributed by you,” and (3) a list of the company’s 
largest selling items. 

Several other members present said they likewise 
had received similar letters and then the association 
unanimously went on record as being willing to 
cooperate with every branch of government as its part 
toward eventual victory in the present conflict. 

Before the meeting broke up late in the evening 
the members voiced a vote of thanks to Retiring 
President Neely and Retiring Secretary Kenney for 
their efforts on behalf of the organization during 
the year just passed. 


le ek 


N. T. B. A. HOLDS CHICAGO BUSINESS SHOW 


Marked by the holding of several daily sessions and 
the presentation of a three-day business show, the 
annual convention of the National Business Teachers 
Association was held in the Hotel Sherman, Chicago, 
from December 29 to 31. 

Officials of the organization reported one of the 
best turnouts of delegates in the history of the asso- 
ciation, visitors registering from almost every section 
of the country. 

The business show was held in the exhibition room 
on the mezzanine floor of the hotel and included 
among the display booths products of several manu- 
facturing companies in the office equipment and sup- 
ply industry. The firms exhibiting, products shown 
and men in charge were as follows: 

Burroughs Adding Machine Company. — Several 
models of the Burroughs machine including sizes to 
meet the needs of every type of business. P. A. 
Lawrence. 

A. B. Dick Company.—Showing 1942 styles in Mimeo- 
graphs with a generous display of Mimeograph sup- 
plies. F. M. Raye. 

Dictaphone Corporation.—Dictaphone dictating and 
transcribing units, featuring a model which is de- 
signed to be housed in a desk drawer. H. A. Hanlon. 

Thomas A. Edison, Inc.—Showing a number of Edison 
dictating units. J. Sease. 

Gregg Publishing Company.—A large display of 
books for business school and educational purposes. 
W. D. Wigent. 

International Business Machines Corporation.—Elec- 
tric writing machines with a girl operator giving a 
speed writing demonstration at stated intervals. R. S. 
Kimball, Jr. 

Monroe Calculating Machine Company.—A large 
assortment of Monroe calculators with a staff of ex- 
perienced operators on hand for demonstration pur- 
poses. K. B. John. 

Remington Rand Inc.—A fine showing of Remington 
portable typewriters with salesmen present to explain 
the uses of these machines in school, college and busi- 
ness school work. M. A. McClure. 

Royal Typewriter Company.—A display of Royal 
typewriters with a place of honor given to the famous 
“Gold Royal,” the machine presented some time ago 
to Vice-President M. V. Miller after the signatures of 
his leading salesmen had been engraved on every part 
of the beautiful model. A. M. Stonehouse. 

Stenographic Machines, Inc.—This firm displayed 
and described a new line of shorthand machines which 
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The AMES SUPPLY CO. 


announces the 


VICTORY PLATEN 


Rubber is a vital material 
needed for our 
National Defense 


As patriotic Americans we cheer- 
fully comply with our Govern- 
ment's call to cease the use of 
crude rubber in the manufacture 
of office machine platens and 


parts. 


Realizing the importance of of- 
fice machines in our National De- 
fense operations, we have devel- 
oped a new platen which complies 
with our Government's require- 
ments and which meets our own 


rigid tests. 


We are proud to present— 


The VICTORY PLATEN 


Do your part to conserve mate- 
rials by replacing platens and 
feed rolls only when absolutely 
necessary. 


Purchase immediate needs only! 





Ames Supply Company 


564 W. Randolph St., Chicago 





37 Murray St., 583 Market St., 
New York oe San Francisco 
1905 Commerce St., | PRINCIPAL CITIES 11¥ Pryor St., 
Dallas Atianta 
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This NEW IMPROVED 


Slide FastenerWallet 





is rapidly gaining 
PUBLIC FAVOR! 


| ca a 
We now furnish this item with a 
double thickness reinforced flap 
throughout. 


This, with a new spring-lock fas- 
tener, makes it the most durable 
and desirable Wallet obtainable. 


Furnished in all sizes. 


Send for Sample 


Your customer will prefer this Wallet 





QUALITY PARK ENVELOPE CO. 


General Office & Factory Chicago Office and 
Quality Park Warehouse 
St. Paul, Minnesota 11-116 Merchandise Mart 
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were featured by attractive streamlining and a port- 
able tripod for use where desk space is not available. 
M. H. Wright. 

Stenotype Company.—Showing several new models 
of the Stenotype shorthand machine for 1942. Oper- 
ators were on hand for demonstration purposes. T. K. 
Elliott. 

Underwood Elliott Fisher Company.—An unusually 
large display of Underwood typewriters with a staff of 
salesmen present to explain and demonstrate the 
various features of the 1942 models. R. E. Stewart. 

eT _ 


PLANS COMPLETED FOR LEATHER GOODS SHOW 

With more than 100 manufacturers having signed 
up as exhibitors in the event, final plans have been 
completed for the fourth annual Luggage & Leather 
Goods Exposition, scheduled to be held in the Palmer 
House, Chicago, from February 16 to 19. 

General Convention Chairman E. R. Manning, Stein 
Bros. Manufacturing Company, Inc., Chicago, said the 





E. R. MANNING 


coming exposition will be of special interest to sta- 
tioners in that included among the large number of 
exhibitors are several who specialize in the manufac- 
ture of billfolds, wallets, brief cases and other leather 
items usually to be found in the stocks of stationery 
houses. Among the latter are four firms well-known 
in the stationery field of the nation. They are: 

The Charles Doppelt Company, Frank Mashek & 
Company, National Brief Case Manufacturing Com- 
pany and Stein Brothers Manufacturing Company, all 
of Chicago. 

As in previous years the exposition will occupy an 
entire floor of the Palmer House, with each exhib- 
itor displaying his line in a separate room. The an- 
nual banquet will be held in the hotel’s Red Lacquer 
room on the evening of Wednesday, February 18. 


*—-¢ 


FUCCI TO HEAD NEW YORK O.M.D.A. 

Nicholas H. Fucci, Business Machine Service Com- 
pany, Inc., last month was elected president of the 
Office Machine Dealers Association of New York, 
when that body held its 124th meeting in the Park 
Central hotel on January 8. Those who will head the 
organization as executives during 1942 in addition to 
Mr. Fucci are: 

Vice-President, Irving R. Ritchie, Addressing Ma- 
chine & Equipment Company; treasurer, William Pur- 
vin, Superior Typewriter Company; secretary, H. G. 
Convery, Alcon Typewriter Company. 

Board of directors: John A. LaHiff, Albright & Com- 
pany; Samuel Hutter, Check Writer Company, Inc.; T. 
R. Patton, Patton Typewriter Exchange; John Loser, 
Noiseless Writing Machine Service Company; George 
Carr, Carr’s Typewriter Exchange; George Neuschafer; 
Howard C. Kruse. 

One of the highlights of the evening was an explana- 
tion of the Federal Excise tax by Charles F. Krause, 
of the firm of Walton, Bannister & Stitt, the associa- 
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ARTILITY METAL PRODUCTS. INC. 
COphart, Indiana 
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Comfort that SELLS 











ILLUSTRATED: Johnson Chair 
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CHAIR ACTION 


It's the ACTION under the seat that helps 
provide relaxing working comfort ON the seat, 
back and arms of an office chair . . . Scientific 
S-way SYNCHRONIZED adjustment to body 
movement and form fit, with the BOLENS 
SYNCRO.TILT Chair Iron. 

Here, then, is your most important sales 
feature on any office chair. . . . Look UNDER 
THE SEAT for the BOLENS SYNCRO.-TILT Chair 
Action. It provides FIVE adjustments — every 
possible adjustment to fit the chair to the occu- 
pant. Offers the last word in comfort-engineer- 
ing — complete body support in working posi- 
tion, relaxation and freedom from fatigue. Pre- 
vents up-and-down rub of the back pad, and 
uncomfortable restriction of blood circulation at 
the knees in relaxing posi- 
tion. 


DEALERS! 


MANUFACTURERS! 





Catalog. 


DLE PROUUGTS COMPANY 


Vi ityeelatsin 


Port Washington 





Modern Chair Irons for all types of Office Chairs and Stools 





Check this important Sales 
Feature in YOUR Chair Lines. 


Write now for BOLENS 
SYNCRO.-TILT Chair Iron 
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tion’s legal representatives. Mr. Krause gave several 
interesting facts concerning the tax as it applies to 
the office machine dealer. This was followed by a 
talk on the benefits of association membership by Mr. 
Ritchie. 

A surprise guest was Hazen R. Ames, president of 
the Ames Supply Company, Chicago, who has just re- 
turned from Washington, D. C., where he had held 
several conferences with officials of OPM. He told the 
members of a new platen which his firm has recently 
put through a series of tests and was then in produc- 
tion. 

John C. Veltman, former secretary of the associa- 
tion, spoke of his experiences in training salesmen and 
mechanics in Latin America. 

Mr. Purvin reminded those present that March 23 
was the date set for the dinner-dance and revue 
which is being staged under the joint auspices of the 
New York organization and the Office Machine Dealers 
Association of New Jersey at the Biltmore hotel. 

Supplementing Mr. Purvin’s talk Mr. Ritchie sug- 
gested that the event include a Sales and Moerrhan- 
dising Clinic similar to the one recently in Chicago. 
This was enthusiastically endorsed and the committee 
ordered to include the move in plans for the day. 

oo 2 
CHICAGO TYPEWRITER ASSOCIATION HAS 
MEMBERSHIP INCREASE 


With an attendance of about forty, the regular 
monthly meeting of the Chicago Typewriter Dealers 
Association was called to order in the Sherman hotel 
by President Robert Goldblatt on Monday evening, 
January 12. S. E. Harley of the Illinois Typewriter 
Company, and A. K. Andrews of the Andco Company 
were introduced as new members. A little later in the 
evening, Mr. Goldblatt announced that attendance 
records reveal a renewed interest among dealers, and 
stated that paid up memberships in the first three 
months of the association year are about double the 
number of recent years. 

The initial activity of the evening, after the secre- 
tary’s minutes were read and approved, was the award- 
ing of fifteen prizes presented by the Reliable Type- 
writer & Adding Machine Corporation through Jim 
Ward. Following are the names of the winners and 
the prizes received: 

Otto Ernest, Typewriter Inspection Company, a 
fountain pen and a flash light, (two awards were made 
in this instance because Mr. Ernest qualified in two 
classifications and was fortunate in both cases); Theo- 
dore J. Novak, Thompson-Zegiel Company, fountain 
pen; Steve Kmiec, Thompson-Zegiel Company, electric 
lamp; Earl Thompson, Thompson-Zegiel Company, 
flash light; S. E. Harley, Illinois Typewriter Company, 
wrist watch; A. K. Andrews, Andco Company, alarm 
clock; Thomas J. Stack, Stack Typewriter Company, 
electric lantern; M. A. Fallscher, All Makes Typewriter 
Company, pocket knife; F. M. Macken, Woodworth’s 
Book Store, cigarette box; H. H. Kingery, Kingson 
Service, auto thermometer; Rudy S. Marek, Alpha 
Typewriter Company, leather bill fold; Frank D. Kline, 
Manufacturers Typewriter Clearing House, tool box; 
A. P. Shallcross, Chicago Ink Ribbon Company, drill; 
Harvey Miller, The Typewriter Hospital, necktie. 

Because of the method used in making the awards, 
the names of*all members were involved, but only 
those present received prizes. Consequently, Elmer 
Young, Young Office Equipment Company; Otto Pruitt, 
Pruitt Company; Sam Fogel, Midwest Typewriter Com- 
pany, and Hans Wagner, Wagner Typewriter Exchange 
did not receive gifts although their names were called. 

The wholesalers present were introduced, and then 
Jim Ward spoke briefly, quoting the editorial slogan 
of the Chicago Daily Tribune—‘1942 Will Reward 
Fighters,” enlarging the statement to read “1942 Will 
Reward Fighters—and Only Fighters.” 

Under the heading of new business, Mr. Goldblatt 
spoke to some extent on service call rates, reporting 
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Shorten the Road to Victory 
Use Wood Files Instead of Steel 


DuRrING THE PAST 43 YEARSAS 
Shaw-Walker has developed hundreds of neg 
office equipment products that have hel De 















American business increase production. 


To conserve steel — to shorten the 
victory and at the same time prev 
bottlenecks that slow up producti 


materials, Shaw-Walker is today manuf 


in a battery with other - Shave snck files. 





The Transfer Case — This is a wartime 
transfer case. It is satisfactory for transfer use ; 
but it does not compare favorably with Shaw- 

Walker's ‘Lifetime’? steel transfer case. ae 





Wartime wood replaces Shaw-W: 
Shaw-Walker’s new wood filing cabinet, Lior wregh,: aaa 
made in letter and legal sizes. 
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WHEN CHAIRS HAVE BASSICK CASTERS 








ALL'S QUIET AND SMOOTH SELOW. 








THIS EXECUTIVE MODEL, manufactured YES, ON 8 OUT OF LO office chairs, you'll 


by Domore Chair Company, combines smartness find Bassick Casters—overwhelming favorite for 
with efficiency. Naturaliy, it rolls quietly on smoother, finer performance. Above, vou sec one 
Bassicks—first choice for every type of office of the Sikes Company's newest models—equipped 
chair, for every caster requirement. Specify Bassick with Bassick Casters and Bassick chair control 





Bassick Casters 


BRIDGEPORT, CONNECTICUT 





The number one caster for every office use 
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that manufacturers are charging $1.75 per call. He 
expressed the opinion that dealers should charge not 
less than $1.50 per call. 

In response to an invitation from the president, 
Tom Stack spoke briefly on the present situation, 
pointing out that shortages make it incumbent upon 
dealers to get good prices in order to make substantial 
profits now. 

Jim Ward was called upon to close the meeting with 
some helpful comments about sales methods involving 
the advertising of low priced machines for the pur- 
pose of arousing the interest of prospects. He re- 
marked that the most successful dealers throughout 
the country are following this practice and in virtually 
every instance have succeeded in selling the higher 
priced merchandise to the customers who responded 


to the advertising. 
*—- 


CANADIAN JUNIOR STATIONERS HEAR 
PRICE ADMINISTRATOR 

With Norman E. Wainwright, administrator of con- 
verted paper products, pulp and paper division of the 
Wartime Prices and Trade Board, as the guest of 
honor and principal speaker, a meeting of the Toronto 
division, Junior Stationers Guild of Canada was held 
on January 14. 

Several senior members of the guild accepted an in- 
vitation to be present and, with a number of guests 
from Winnipeg, Manitoba, Montreal, Quebec arriving 
for the meeting, the total attendance reached 110, 
one of the largest gatherings in recent months. 

Mr. Wainwright’s address was on “The Why and the 
How of Price Regulations as They Affect Stationery.” 
The speaker stressed the importance of the price ceil- 
ing regulations recently placed in effect by the Domin- 
ion government as a medium by which “inflation 
would be defeated’ and described inflation as “the 
most dangerous wolf that ever appeared in sheep’s 
clothing.” He inferred that the price ceiling was to 
remain in effect as long as it was needed, and that 
rationing of various goods is a definite possibility in 
Canada. 

Harvey Pierce, of Callow Brothers, was chairman of 
the meeting and he designated C. Norman Kelcey, of 
LePage’s, Inc., master of ceremonies. In introducing 
the speaker of the evening Mr. Kelcey reminded those 
present that until recently Mr. Wainwright was presi- 
dent of Buntin Gillies & Company, Limited, Hamilton, 
Ont., and previous to that was president of the Don 
Valley Paper Mills, Ltd., Toronto. 

—- © - 

NEW ENGLAND TRAVELERS ELECT OFFICERS 

With a large turnout of the membership on hand 
for the occasion the New England Travelers Club met 
on December 29 in the Boston Chamber of Commerce 
building for its annual election of officers. Those who 
will head the organization for 1942 are: 

President, Edgar H. Knapp, Victor Safe & Equip- 
ment Company; first vice-president, John B. Dwyer, 
Acco Products, Inc.; second vice-president, John F. 
Kennedy, Trussell Manufacturing Company; secretary 
and treasurer, James P. Davidson, National Blank Book 
Company; auditor, George K. Slater, Eagle Pencil 
Company. 

Directors to serve a two-year term are A. C. Shear- 
man, Boorum & Pease Company; T. M. Hargen, Yaw- 
man and Erbe Manufacturing Company; C. M. Cum- 
mings, Adams, Cushing & Foster. For a one-year term, 
O. T. Bracken, Dennison Manufacturing Company, and 
P. Gordon Walker, Joseph Dixon Crucibie Company. 


—- 
STATIONERS SQUARE CLUB HOLDS “QUIZ” 
CONTEST 


Featured by a ‘quiz’ program in which two teams 
vied for honors on a basis of knowledge possessed, 
the first regular 1942 meeting of the Stationers Square 
Club of Greater New York was held on January 15 
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YES, there is a shortage in the typewriter field. But it is 
not a shortage of typewriters .. . it is a shortage of certain 
models of typewriters! 

War or no war, you could not offer your customers a finer 
typewriter than a Factory Rebuilt Remington No. 16 or a Fac- 
tory Rebuilt Remington Noiseless No. 10. And, dollar for 
dollar, there has never been a finer buy than the Factory Re- 
conditioned Remington Noiseless No. 6. At our suggested 
retail price it's right in the price range that most of your cus- 
tomers want to pay... it is the one machine that should be 
featured prominently by every forward-looking, business-build- 
ing typewriter dealer! And here's why ... The demand for 
this sales-producing machine in 1941 was far ahead of previous 
years, and is still increasing! By featuring Factory Recondi- 
tioned Remington Noiseless No. 6 you can cash in on this 
upswing in popularity! 

Write for the latest prices on Factory Rebuilt and Factory 
Reconditioned Remington Typewriters today! 


FREE! 


Would you like a 
copy of “Mechan- 
ical Instructions 
for the Remington 
Noiseless No. 6?” 
If so, let us know 
and we'll be glad 
to send you a copy 
without charge or 
obligation 


The present emergency causes delays in filling some of your 
orders. However, we are doing, and will continue to do, 
everything possible to give you prompt service on the follow- 
ing products which we sell and recommend: 

Monarch Adders 
Monarch Portables 
Invincible Ribbons 


Invincible Carbon 


Rebuilt Remingtons 
Rough Typewriters 
Typewriter Parts 
Invincible Platens 
Rubberite Stencils 


Typewriter Tools 


Shop Supplies 
And Other Items 


AMERICAN WRITING MACHINE CO. 


NEW YORK, N. Y 
Est. 1880 





HUNDREDS 


FOR YOU TO SELL 























66 
ger ene a ee: 
/ : neh i 
- : ‘ ¥ 
a 
4 
i Sa i 
‘3 : Page! 
N, Re 


To represent Oxford 
PENDAFLEX 


In territories still without 
Pendaflex distribution— 


In territories where Pendaflex 
distribution is not complete. 


The filing folder that 
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EDEALERS 


Would you like to sell Pendaflex? 








Do you want to go places with a 
product that has clicked faster 
than anything in the office equip- 


ment field today? 


Then fill in the coupon, and 


return it without delay. 


For qualified dealers, here is one of 


the biggest opportunities of 1942. 


DON’T PASS IT BY! 


details. 
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Oxford Filing Supply Co. 
340 Morgan Ave., Brooklyn, N. Y. 
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Pendaflex—the file 
clerk’s dream-come- 
true of a filing fold- 
er that doesn’t have 
to be pampered, ca- 
joled, propped up, 
and generally wet- 
nursed! 


IT HANGS! 


Pendaflex gives the 
dealer protected 
profits! 

Pendaflex — its fu- 
ture as the outstand- 
ing, preferred filing 
method of American 
business is assured! 


Yes, I am interested in selling Pendaflex. Please send 
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A Century Fo y = ~ 
ct Both Will Interest You 


Abraham Lincoln Helped Build 
This Desk—Now a Highly Prized 
Possession of JASPER DESK CO. 




















































































































solid cherry desk made by Abraham Lincoln and his 
father, Thomas Lincoln, when the Lincoln family 
lived in Spencer County, Indiana. It is a lift-top We’ 
” ' ARS e’re Also Proud of 
desk 36” long and 26” wide. The top of the desk VE TI Desks We Build 
1¢ eC@SKS = ul 


lifts up, forming a journal or ledger space above 


——————— 
Jasper Desk Company is the proud owner of this 0) 


the drawer. 
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The Jasper Desk Company has played a major role in the commercial furniture industry for 
66 years. We're justly proud of the vast number of dealers who have built ever increasing 
sales volume around the well designed, sturdily built line made by the Jasper Desk Com- 
pany. The desk illustrated above is No. 660—Executive Chippendale Design. Catelog 


mailed on request 


fasper Desk Company 


Jasper, Indiana 


The Office Furniture Warehouse Co Wm. H. Brown 
573 Broadway, New York, N. Y 6708 Glenwood Ave., Chicago 
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in the Greeley room of the Governor Clinton hotel, 
New York City. 

Those present enjoyed a good time and plenty of 
laughter as the two teams, captained by Abe Gold- 
berg and Mort Libien came forward to show how 
much they knew and didn’t know, and the event was 
pronounced a complete success. 

Before the meeting broke up it was announced by 
President J. J. Walder and Secretary Sidney Diamond 
that tickets are now on sale for the club’s dinner- 
dance scheduled for February 28. Further details will 
be announced later. 

—— « — - 
FOLEY HOST TO SMITH-CORONA CHICAGO 
WORKERS 

H. W. Foley, manager of the Chicago branch of L. C. 
Smith & Corona Typewriters, Inc., stepped out of role 
for a brief period on December 23 when he played host 
and Santa Claus to all employees of the branch, num- 
bering about 100, at the office. 

True enough, Mr. Foley did not appear in the tra- 
ditional red suit and whiskers of Kris Kringle, but 
went one better by greeting his guests in a snappy 
French chef’s uniform. As a sort of aide de camp 
was A. B. LeFleur, wholesale representative, similarly 
disguised. 

The visitors soon learned the significance of the 
strange attire when they were ushered into a room 
where a large table had been set and upon which 
steamed big joints of prize, blue-ribbon beef, cooked 
to a turn and garnished with all sorts of additional 
dishes. Chefs Foley and LeFleur did the carving and 
nobody was permitted to say “that’s enough”—not so 
long as the good right arms of the two gentlemen 
held out. 

Two additional visitors who enjoyed themselves 
hugely watching the white-clad typewriter men in 
their unusual roles were J. F. Macatee, manager of the 
Aurora district office, and L. Dowen, manager of the 
Peoria district office. 

After the meal the guests were led to a Christmas 
tree where presents were awaiting them all, and then 
dancing and refreshments were the order of the rest 
of the day and night. 

- >< 
GOLDEN STATE TRAVELERS PARTY BENEFITS 
RED CROSS 

On January 16 the Golden State Travelers Club met 
in the Clark hotel, Los Angeles, for a two-fold pur- 
pose—to raise funds for the American Red Cross and 
to enjoy a stag party and get-together. 

The party end of the program is easily disposed of 
by merely saying everyone had a good time, and leaves 
more room to explain how those Los Angeles travelers 
did their bit for the Red Cross. Here’s how it worked: 

Each member attending was asked to bring some 
article of value, preferably something manufactured 
by his company, plainly wrapped and unidentified. 
After the supper these packages were auctioned off 
to the highest bidders and the entire proceeds were 
given Secretary Blake Lockard and then forwarded 
to the Los Angeles Chapter of the Red Cross. 

Although no figures are available at present it was 
hoped that by this unique auction the club would 
raise a contribution of $250, the goal set by the officers 


and members. 
o << « 


8TH REGIONAL MEETING DATE SET 
The annual meeting of the eighth regional district, 
National Stationers Association, will be held in the 
Muehlbach hotel, Kansas City, Mo., on March 20 and 
21, according to an announcement last month of 
Regional Governor Walter C. Guy, Arkansas Printing 
& Lithographing Company, Little Rock, Ark. 
In announcing the date and place for the meeting 
Governor Guy said: 
“Because of rapidly changing conditions it is more 
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SELL A PRODUCT 
and... PROFIT! 


THE ALL AMERICAN 


| Copyholder 


THE DAWN MFG. CORP. 
12 CHAMPENEY TERRACE 
ROCHESTER, NEW YORK 

















> 


Equip complete offices 
with Sengbusch 


Manilipen Std 


_~and make real 


HP-670 (Presswood 
\ Base) $8.00 and $8.50 





HP-640 


(Genuine Two-tone 


Walnut Base) 
\ $5.25 and $5.50 
. 


HP-650 
(Genuine Two-tone 
Walnut Base) 
$10.00 and $10.50 





HP-660 (Genuine Walnut Base, 
Colorful Plastic Trim) 
$6.75 and $7.00 





_Profits 





Everybody 
wants one 


. when you once get a 
demonstration set into the 
establishment. The complete 
Handi-pen line gives you the 
right pen for every desk — 
in the handsomely harmon. 
izing HP-6 series, ranging 
from $3.00 to $10.50 retail, 
e Get the highly successful 
Handi-pen Demonstration 
Kit ($6.00 net) and go after 
some of this good business. 
Put Handi-pen into their 
hands, and it sells itself. 
Real writing satisfaction 
makes loyal friends for you. 


Order today. 


Sengbusch 
Self-Closing 
Inkstand Co. 


215 Sengbusch Bldg. 
Milwaukee, Wisconsin 
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important than ever that those of the stationery 
industry be brought together for conference purposes. 
Inquiry reveals a unanimity of opinion that all im- 
portant benefits will be derived from such a conven- 
tion. 

“Matters of policy as affected by war times will 
occupy the major portion of our time. It has been 
estimated that there are 180,000 plants in the United 
States and that but 80,000 can convert to war produc- 
tion. What will happen to the remaining 100,000 is 
still an unknown factor. 

“We expect to have an authority to speak to us on 
this subject and it is agreed that only authorities on 
matters up for discussion will be invited to address 
our convention.” 

—_- 
GAFFANEY HOLDS BUSINESS SHOW IN NEW STORE 

As this issue goes to press Gaffaney’s, or the Office 
Specialties Company, as it has been known for sev- 
eral years in Fargo, N. D., is holding a business show 
as part of the formal opening of the firm’s new store 
at 617 First avenue, North. It is expected a full report 
of the event will be available for the March issue. 

a ee 
WIRTZ SPEAKS BEFORE LITTLE ROCK C. OF C. 

George Wirtz, president of Allsopp & Chapple, 307 
Main street, Little Rock, Ark., was the principal speaker 
at a recent meeting of that city’s Chamber of Com- 
merce. His subject was “The Romance of Books.”—ADR 

—<—>e — 
KANSAS BOOK DEALERS CONVENTION 

The twenty-sixth annual meeting and merchandise 
display of the Kansas Book Dealers Association will be 
held February 15 to 17 at the Hotel Kansan, Topeka, 
Kans. President Phil. M. Anderson will preside. 

The convention meetings will be held in the hotel’s 
roof garden where headquarters will be established 
and where the merchandise displays will be arranged 
around the wall. Eight by three foot display sections 
will be free. 

A full report of the convention will appear in the 
March issue of OFFICE APPLIANCES. 

- - <->? 
MARSHALL-SMITH BUYS PRINTCRAFT COMPANY 

Joel W. Smith, president of Marshall-Smith, Inc., 
Cleveland, Ohio, last month announced the purchase 
by his firm of The Printcraft Company. As soon as 
the deal was completed all of the machinery of the 
latter organization was consolidated with the equip- 
ment of Marshall-Smith in newly-acquired space at 
1114 Walnut avenue and was placed in operation on 
January 20. 

Mr. Smith also announced that W. D. Squire, who 
was president of Printcraft, had joined the Marshall- 
Smith organization as superintendent of the print- 
ing plant. 

“The purchase brings together two of Cleveland’s 
well-known printing plants,’ Mr. Smith said, “and 
expands the capacity of Marshall-Smith to include 
catalogue and direct mail advertising in addition to 
our specialty of loose leaf and account form printing.” 

The Marshall-Smith organization has been in busi- 
ness in the Empire building since 1926. The firm is the 
local agent for such lines as Postindex visible equip- 
ment, Master-Craft loose leaf devices, Art Metal steel 
desks and a complete line of office supplies. 

*—- 


ROBSON MOORE RETURNS TO WORK 
AFTER ILLNESS 
Friends of Robson S. Moore, technical advisor of the 
Columbia Ribbon & Carbon Manufacturing Company, 
Inc., Glen Cove, N. Y., will be glad to learn that he has 
returned to his desk, fully recovered from an illness 
of four months 

















HEY’RE WRITING ORDERS FOR ART METAL 
FALERS ON DRAWING BOARDS THESE DAYS 
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ART METAL PLANFILES 


To Protect The Nation’s Precious Plans 


The nation’s all-out war effort has made the PLANFILE a defense 
necessity. Thousands of plants are now faced with the responsi- 
bility of safeguarding precious plans and drawings that are 
important to victory. These must be protected from fire, theft and 
prying eyes, carefully filed—yet readily available at all times. 
Another problem is space and Art Metal's answer is graphically 
portrayed at the left. The Art Metal PLANFILE does more effi- 
ciently the same job as old style drawer type files. Filing plans is 
more than ever before a major problem to industry, and Art Metal 
dealers have the solution. Cash in on this immediate opportunity. 
Contact the defense manufacturers and engineering concerns 
in your territory. Art Metal Construction Co., Jamestown, N. Y. 














PLANFILE FEATURES 
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LETTER FILE SIMPLICITY —Thinx of filing your SPEED PLUS ACCURACY—Instant, accurate 


largest drawing or tracing in a letter file. 
Obviously impossible—yet it's done with 
ease and certainty in a PLANFILE. 


CONDENSE VALUABLE SPACE—Plan drawers are 
space wasters. It takes 30 flat drawers to equal 
the capacity of one PLANFILE. The PLANFILE 
requires a third to a half less floor space. 


VISIBLE CLASSIFICATION—The index for the 
entire contents is before you, visibly, the 
moment you lift the cover. This effectively 
supplements, but need not eliminate, any 
indexing system that may now be used. 


location, selection, reference and refil- 
ing. No fumbling through a pile of draw- 
ings to find the one you're after. 


EASY PORTABILITY—The casters on a PLAN- 
FILE give it complete portability —in 
striking contrast to the effort required to 
move a stack of 30 plan drawers. 


FIRE AND WATER PROTECTION — The 
PLANFILE is not a safe—but it renders 
invaluable protection in case of fire. The 
overlapping joints also are a real protec- 
tion against water pressure. 


ART METAL CONSTRUCTION COMPANY 
JAMESTOWN, N. Y. 
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RUIN YOU! 


-PROOF 
sKRiP ALONE IS THE PERMANENT ent 
SEDIMENT- FREE RED-AND-BLACK WRITING 








HELP YOUR aa 
CUSTOMERS BEB “C7.| 2 
: RESOURCEFUL 
IN SAVING 
... NOW AND IN THE FUTURE 


VITAL MESSAGE TO BE REPRO- 
DUCED IN FOUR COLORS IN 23 NEWS- 
PAPERS--ADDRESSED TO THE 540,000 
COMPANIES AND MILLIONS OF IN- 
DIVIDUALS WHO MUST MAKE TAX 
RETURNS AND MUST SAVE THEIR 
RECORDS FOR THEIR FUTURE 
PROTECTION. 

Read this big ad. It applies to YOU 
therefore it applies to millions of others! 
Think of SKRIP as a SERVICE to your 
customers. Steel pens LAST LONGER 
when used with SKRIP. Fountain pens 
are TROUBLE-FREE indefinitely with 
SKRIP. Records are as PERMANENT as 
the paper itself if written with PER- 
MANENT SKRIP. For proof: write for 
free booklet No. D6), ‘‘The Satisfaction 
of Selling the Fintest.’”” Make a counter 
pyramid NOW of SKRIP—Place QUARTS 
at the bottom, 4-oz. bottles at the top. 


W. A. SHEAFFER PEN CO., 
Fort Madison, lowa 








SELL... AND SERVE! 
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EVOLUTION OF THE ACE STAPLING MACHINE 

In a reminiscent mood recently, William F. Weber, 
vice-president of the Ace Fastener Corporation, wrote 
the following illuminating paragraphs on the stapling 
machine industry and the place occupied by the Ace 
line: 

“It was some eleven years ago when three of us— 
Messrs. Bolz, Pankonin and I met and decided to apply 
our precision engineering and mechanical skill to the 





W. F. WEBER 


stapling industry. This was not a hasty decision on 
our part for a careful investigation convinced us that 
here was a real opportunity for mechanical and execu- 
tive ability. 

“At the time the Ace Fastener Corporation was 
established, a survey showed that not more than five 
per cent of the stapling machine business was being 
done through the stationery trade, the other ninety- 
five per cent being sold direct. Considering the volume 
of business and the profits which stapling equipment 
offers the retailer, this was an amazing situation. 

“Among the problems that beset the stapling indus- 
try was price competition. Business was taken on a 
competitive basis, making it difficult if not impossible 
to establish a stabilized price structure. Obviously, 
under these conditions there was little incentive for 
the retailer to spend his time and effort in building 
a stapling equipment business. 


Ace Founders Go Ahead 


“Despite these obvious obstacles, we of the Ace organ- 
ization tackled the job with vigor, determination and 
a solid foundation of experience in other fields where 
similar conditions had prevailed. Our battle was not 
an entirely selfish one for we realized that what 
was good for one would be equally beneficial to the 
industry as a whole. 

“Drawing upon our wide engineering experience, our 
first move was to design and build the finest line of 
stapling machines that skill and money could produce. 
To do so it was discovered that production costs were 
such that a new scale of retail prices was inevitable. 
So in those pioneer days we startled the trade by 
bringing out the first $6.00 stapling machine. All kinds 
of dire predictions were made as to the ultimate suc- 
cess of such a venture but the intervening years have 
proven the wisdom of our judgment 

“The next step was to establish the stationery 
dealer as the legitimate and logical outlet for stapling 
equipment. This was accomplished by refusing to sell 
direct, a policy that was virtually foreign to the indus- 
try at that time. The reaction of the trade was so 
favorable, yes, enthusiastic, other manufacturers fol- 
lowed suit. Today, not five per cent of the stapling 
business goes through the retailer as it did eleven 
years ago, but ninety-five per cent 

“With this kind of cooperation the stationery dealer 
began to find it profitable to display stapling equip 
ment. As a result volume and profits began to zoom 
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NOW IS THE TIME 
to Buy 





If you have worried about maintaining your seat cushion 
department, put your fears at rest. The materials used 
in the construction of Nukraft Cushions are still avail- 
able. That means that we can fill your requirements. 
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WRINKLED 
BACK 


” 
NO WET 
SEAT 








Nukraft is a patented product, developed by B. F. Good- 
rich Co. and marketed by Seatmaster Co. Nukraft is a 
modern comfort miracle made by setting thousands of 
sterilized hairs on end and impregnating them with pure 
latex to keep them in this position. Here is natural re- 
silience that will retain all its spring-like qualities under 
the most severe service conditions. Bear in mind too 
that Nukraft is so constructed as to permit air circulation. 


Business today is working overtime. To guard the health 
and comfort of employees, suggest the use of Nukratft 
Cushions. Priced to sell from $1.00 and up—available in 
a wide variety of materials and combinations of colors 
to harmonize with any office surroundings. 


Write or Wire for Samples and Details 


calmasle 


COMPANY 
2635 SO. WABASH AVE., CHICAGO, ILL. 
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MOSLER 


INSULATED 
RECORD 
CONTAINERS 


PATENT APPLIED FOR 


FILE CONVENIENCE 
SAFE PROTECTION 





Four Drawer Letter File with Security Compartment in place of Top 
Drawer. This Compartment has a Combination Lock and Underwriters’ 
Laboratories Labeled Relocking Device. it affords protection and 
privacy for personal and confidential papers and other documents, and 
the Contents are subject to 10% discount in burglary insurance. 


ATTENTION, DEALERS! 


THIS ITEM REALLY SELLS ITSELF, BECAUSE: 





1. It is the only item of its kind on the market. This takes it 
out of competition. Think what that means to you. 


2. It is not only a File—it’s also a Safe. 


3. It has Measured Protection built into it, not only with respect 
to FIRE, but also with respect to FALL during a FIRE. 


4. It is the only Insulated Record Container or File bearing 
BOTH the Underwriters’ Laboratories and Safe Manufacturers 
National Association Labels for BOTH ONE-HOUR FIRE PRO- 
TECTION AND 30-FOOT DROP immediately after having been 
heated to 2,000 degrees F. 


5. It has a Receding Door, thereby saving space. 

6. It has Interchangeable Insert Drawers, taking care of every 
filing need. 

7. It can be provided with a Combination Lock in addition to its 
Key Lock, thereby giving Dual Control. 


8. It can have Linoleum-Covered Top, creating a counter or desk, 
and can, if required, have Swivel Wheels, so that it may be 
easily moved. 


9. Its finish, while normally wrinkle 
green,’ can be flat green, mahogany 
grained or walnut grained. 


10. Even more important—it provides 
ONE-HOUR FIRE PROTECTION at 


point of use. 





Write The Mosler Safe Co. 
(Dept. D) Hamilton, Ohio, for 
catalog and prices on Insulated 
Record Containers, as also our 
other lines of Fire and Burglary- 
Resistive Equipment. 


THE MOSLER SAFE CO. 


The Largest Buliders of Safes and Vaults in the World 














320 FIFTH AVE.., FACTORIES: 
NEW YORK CITY HAMILTON, OHIO 
BOSTON CHICAGO PITTSBURGH 
84 Sudbury St. 214 W. Jackson Blvd. 395 Union Trust Bldg. 


Cincinnati, Cleveland, Covington, Ky., Detroit, Dallas, Kansas City, 
Los Angeles, Portland, Ore., Washington, D. C., and 
Other Principal Cities in the United States. 
Colombia, 8. A.— Havana — Hawaii— Manilla— Panama— Puerto Rico 
Shanghai—Tokyo—Venesuela, S. A. 
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to the point where today it is one of the most 


popular departments. 
Prices Maintained 


“Being born at the inception of one of the most 
disastrous business depressions the country has ever 
witnessed there was a strong temptation to lower 
prices, but we have resisted and have had but one 
price policy to which we have adhered religiously. 
The record of advance made by the Ace stapler line 
and the organization behind it is evidence of what 
can be accomplished with quality merchandise. Not 
one cent has ever been paid by a customer for services 
on an Ace stapler, although millions are in use. And 
many dealers who started to sell the Ace line eleven 
years ago are still waiting for the first Ace stapling 
machine to come back as a reject. 

“When the business was organized we realized that 
any lasting sales and merchandising plan must be 
built around the stationery dealer. To win his good 
will and cooperation was our first objective. How 
well this has been accomplished is indicated by the 
standing of the Ace Fastener Corporation with the 
trade. Because this policy was different from the prac- 
tice in vogue for many years, the process of estab- 
lishing it was comparatively slow. Perhaps other 
manufacturers with similar problems can profit from 


this experience.” 
—--  -— 
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SUNDSTRAND GOES ON INAUGURAL FLIGHT.—An important 
passenger on the American Airlines inaugural flight from the 
new Bridgeport, Conn., airport recently was an Underwood 
Sunstrand adding-figuring machine; important because the 
unit was being dispatched to the Douglas Aircraft Company’s 
plant at Santa Monica, Calif., where defense work is going on 
night and day. Upon its arrival the machine was received by 
(L to R) J. A. Johnson, Underwood Elliott Fisher Company man- 
ager at Los Angeles; Robert W. Oster, Bay Cities Typewriter 
Shop, UEF sales agent in Santa Monica; W. O. Bryant, UEF 
assistant branch manager in charge of the adding machine 
division, Los Angeles, and C. D. Goyer, Jr., Douglas company’s 

publicity department. 

- _—-e 

FURNITURE MART HOLDS MID-WINTER SHOW 

The office equipment industry was well represented 
last month when the Mid-Winter exhibition opened 
in the American Furniture Mart, Chicago, and at- 
tracted buyers and visitors from every part of the 
country. 

Although they did not necessarily display office fur- 
niture, several manufacturers in this field maintained 
exhibits. These firms, the products shown and the 
men in charge were as follows: 

High Point Bending & Chair Company, Siler City, 
N. C.—Several styles and sizes of settees and chairs 
for the home. James Boling. 

Imperial Desk Company, Evansville, Ind.—House- 
hold desks and bookcases in a variety of new designs 
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We 
challenge 
anyone 
to make 
EVERY 
one of 
these 
claims 
forany 
writing 


set — 


ZEPHYR 
AMERICAN 


CORPORATION 


31 West 47th St. 
New York City 


— makers of AUTODEX! 


1. 
4 


3. 
4 


9. 
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Ink in the Swivodex can NOT be spilled out. Turn 
it upside down, roll it, the ink is SEALED IN!! 


a heavy centrifugally weighted 
sphere, snug in its solid base, can NOT be tipped 


The Swivodex well, 


over. 


8 97.7% sealed against 


The ink in SWIVODEX 


outside air and cannot and will not evaporate. 


An exclusive Zephyr economy feature! 


Changes of temperature will NEVER affect the 
operation of SWIVODEX writing com- 


fort--with no overflow—no flooding—no evapora- 


constant 


tion! 


The Esterbrook point of a Swivodex pen is never 
dipped INTO the ink and never RESTS in the ink 
cannot pick up grit or sludge! 
An entirely new, exclusive principle provides ‘‘con- 
trolled dip" with a Swivodex pen. It always picks 
up the same amount of ink—to write 100 words or 
more. The Pen can NOT be dipped above the 
enough to get ink anywhere near 


' 


point nor far 
where fingers touch! 


and, while they last, a perfect 


7. circle. It is always tilted toward you 


wo 


10. 


11. 





complete 
or in any 


Swivodex swivels to every angle of a 


other direction! 


Swivodex is a majestic addition to every desk or 
home writing table—original and brand new in 
design, perfectly proportioned, with rich, gleam- 
ing surfaces! 

Ball Bearing” writing is guaranteed by a genuine 
Esterbrook point and a pen “tailored to fit your 
hand The interchangeable Esterbrook point is of 
the ink holding, fountain pen type! 


is filled with ink as easily as you fill a 
No turning it upside down, no 
just un- 


Swivodex 
glass with water 
acrobatics. It doesn’t have to be empty 
screw the top and pour the ink in! 


Swivodex actually holds an extra liberal supply 


of ink—enough for 6-9 months in most cases! 


and you buy ink in money-saving quart bottles and 


12 In Swivodex you can use any kind of ink you wish, 
* 


) 
, 


fill Swivodex only as needed—every 9-15 months. 


dimensional, stunning wood and chrome 


display with every first order for 24 or more Swivodex. 
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and in many sizes. Gilbert Bosse and Norman Gerth. 

Indiana Desk Company, Jasper, Ind.—A display of 
dressers, desks and bookcases. M. Sonderman. 

Interstate Metal Products Company, Chicago.— 
Showing an assortment of steel lockers, household 
tables and chairs and kitchen equipment. A. Sternberg. 

Jasper Seating Company, Jasper, Ind.—Office and 
household chairs in a wide variety of styles and de- 
signs. A. Krieg. 

Lloyd Manufacturing Company, Menominee, Mich.— 
A display of household chairs and other pieces for the 
home. C. D. Dalyrmple. 

Murphy Chair Company, Owensboro, Ky.—An un- 
usually large showing of plain and upholstered chairs 
with a variety of models for the office and the home. 
Gil. Thompson, J. H. Davidson and Dave Fried. 

New Indiana Chair Company, Jasper, Ind.—New 
designs and models of home and office chairs. Mr. 
Beckmann. 

Norcor Manufacturing Company, Green Bay, Wis.— 
A large assortment of folding chair and table sets in 
a variety of finishes and colors. A. A. Mauer and H. E. 
Fuller. 

St. John Table Company, Cadillac, Mich.—An assort- 
ment of occasional pieces and Dynette table and chair 
sets. R. L. Petrie. 

Tell City Chair Company, Tell City, Ind.—A variety 
of chairs in many designs and styles. John O’Toole. 

Troy Sunshade Company, Troy, Ohio.—Showing sev- 
eral new lines of desks, chairs and settees. George 
Fraley. 

The Mutschler Bros. Company, Nappanee, Ind. 
This firm which has maintained display quarters in 
the Furniture Mart for a considerable time recently 
moved its showrooms to the Merchandise Mart in Chi- 
cago. As in previous years it showed a variety of 
household furnishings and equipment. George 
Reinoehl. 

<<? 

UTILITY TO OPEN 3RD CHICAGO LOOP STORE 

The Utility Stationery Stores, retail division of the 
Utility Supply Company, Chicago, last month signed 
a lease for the third unit in its proposed chain of 
Chicago Loop stores. The premises consist of a large 
store and basement at 112 West Madison street, and 
were leased from the Field estate. 

The location of the store, which is now being fitted 
out in an attractive manner with modern fixtures and 
lights, is strategically located in that it is in close 
proximity to a large number of office buildings. The 
store and basement together contain about 3000 square 
feet of space. 

The Utility organization, which has been in exist- 
ence in Chicago for the past thirty-five years, recently 
opened its first two retail stores. These are located at 
300 North Michigan avenue and 116 South Wells street. 

In announcing the new unit William B. Elson, vice- 
president and general manager of the Utility Supply 
Company, said the store will be ready for business 
about February 10. 

oc — a + 
BRATTON TO OPERATE AS CORPORATION 

The A. A. Bratton Company, 247 East Broad street, 
Columbus, Ohio, last month changed its name to the 
Bratton Corporation by adding an amendment to its 
article of incorporation on file with the secretary of 
State. 

The company was started in 1907 and for thirty-four 
years has represented Thomas A. Edison, Inc. Quarters 
of the firm are being enlarged, remodeled and retooled 
in order to facilitate the supplying of additional 
Ediphone equipment. 

Coincident with the change in name the company 
reported that L. L. Stone, for the past three years 
manager of the Ediphone Company, Oklahoma City, 
has become associated with the Bratton organization 
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Our PREMIUM INK is a high grade 
black ink that has the properties of 
Quick Drying and Minimum Penetra- 
tion into the paper. The finest ink made 


for first class stencil duplicating work. 


BULLETIN INK fills the need for a jet 
black ink where price is a factor. Ex- 


cellent results at a minimum of cost. 
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All inks manufactured under the personal 
supervision of Fred. B. Canode. 


WRITE TODAY FOR 
SAMPLES AND PRICES!! 


INK SPECIALTIES CO, INC. 
525 S. LAFLIN STREET . . . . CHICAGO, ILL. 


SATISFACTION GUARANTEED OR YOUR MONEY BACK 
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VAN DYKE FLUORESCENT 
IN TWO NEW FORMS! 







BANKER 


No. 608. 18” tube 


18° 
Less Tube 


For AC 
Current 


No. 634. 24” 
tube 


$21 50 


The Banker—No. 608 is the ideal fluorescent for executive 
desks. It offers the ultimate in beauty and efficiency. 


Features: Shade constructed with ornamental cast ends. 
Fancy upright pillars of cast metal complete harmonious 
design. Shade concentrates light forward providing even 
distribution of light. Finished in morocco brown and trimmed 
in a beautiful hammerloid bronze. Base has convenient 
pencil and pen rest. Instantaneous starting switch. 





The 
SECRETARY 


COMPLETE FLEXIBILITY 
No. 1118. 18” tube 
15° 
Less Tube 


For AC Current 


No. 1124. 24” tube $] 75° 
No. 1118-2. For two $] 950 


18” tubes 








The Secretary—No. 1118. 
Features: Arm makes one complete revolution. Shade tilts 
to any angle. Backed on genuine white liquid plastic reflec- 
tor. Beautiful new metal base with pen rest and tray. 
Brown morocco finish. Instantaneous starting switch. Base 
may be fitted with notebook holder. 


America’s Outstanding Manufacturer of Fluorescent Lights. 
Wire or Write for Catalog. 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 
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E. E. BLANKMEYER 
Edward E. Blankmeyer, prominent in the office 
equipment industry for many years, died January 10 
in the Toledo (Ohio) hospital where he had been taken 
following a heart attack suffered at his home, 3843 
Monroe street. At the time of his passing he was in 
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THE LATE E. E. BLANKMEYER 


his sixty-sixth year and was the proprietor of the 
Associated Business Equipment Company in Toledo. 

Born and educated in Toledo Mr. Blankmeyer be- 
gan his career with the Brown, Eager & Hull Com- 
pany, working his way through every department. 
He drove that firm’s first delivery and when he re- 
signed some years later he was manager of city sales. 

In 1903 he joined the staff of the Weis Manufactur- 
ing Company, Monroe, Mich., working up an enviable 
sales record and remaining with Weis until August, 
1919, when he resigned to become general manager of 
the Associated Stationers Supply Company, Chicago, 
moving to that city at the time, but retaining his 
summer home on Lake Erie. 

In 1922 Mr. Blankmeyer formed a new connection 
when he became president of the Stationers Whole- 
sale Supply Company, a firm which was organized in 
Chicago. As in previous connections he proved his 
worth as a stationery and office supply man of many 
years’ experience. Since operating his own firm in 
Toledo he had worked up an impressive clientele 
among physicians and hospitals. 

Mr. Blankmeyer was a member of the Fort Industry 
lodge, F. & A. M., and the High Twelve club. He was 
also a member of the board of the St. Paul’s Metho- 
dist church. 

He is survived by his widow, Mrs. Gertrude Blank- 
meyer; a daughter, Mrs. James L. Allen, Highland 
Park, Ill.; a son, Richard O. Blankmeyer, Syracuse, 
N. Y.; three sisters, Mrs. Della Markley, Lakewood, 
Ohio; Mrs. Alma Thierwechter, Oak Harbor, Ohio; Miss 
Ruth Blankmeyer, Oak Park, Ill.; a brother, Harry 
Blankmeyer, Butte, Mont., and three grandchildren. 

Following funeral services in the Parks D. Emmert 
funeral home interment was in the Toledo Memorial 
Park cemetery. 

to + 


F. H. MEYER 

Frank H. Meyer, Seattle district manager for Copy 
Papers, Inc., duplicating machine supply firm with 
offices in the Maritime building, Seattle, Wash., died 
in that city last month following a lengthy illness. 
He was in his fifty-ninth year. 

Mr. Meyer was a native of Detroit Lakes, Minn., and 
lived in Minneapolis until leaving for the West Coast 
eighteen years ago. His hobbies consisted of outdoor 
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A complete variety 
of sizes and types 


PINS 


How YOU Can Save Valuable Metal {curs 


FASTENERS 


for National Defense THUMB TACKS 


also STAPLES 


The Oakville Yellow Box Line consists of items made DISPLAY HOOKS 
from brass and steel—metals vital in the manufacture of ted nakiteil juiies 
defense equipment. Such metals must be 
conserved. 


















Retailers can help accomplish this by 
carefully distributing their stocks and dis- 
The Home of The Famous Yellow Box Line 


couraging any attempt to hoard supplies. 
Our present inability to obtain raw ma- O A 4 VW | LL 
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terials has obliged us to institute a ration- 

ing plan—based on our production and COMPANY 

your pos purchases—and administered Division of Scovill Manufacturing Company 
according to the usual Oakville practice of teats Comme 

giving loyal customers the best possible ys 

Service. NEW YORK * CHICAGO + SAN FRANCISCO 








IN CANADA: BROWN BROS., LTD., TORONTO 2, 
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cui 
INDEX 
TABS 








The 25 foot box ma 
an ideal shelf rack 
for serving you 
customer: 










Every 1 foot envelope 
a complete 


indexing kit 








Packaging that's easy to look at .. . convenient to use and to 
sell, is another reason why dealers who know insist on... 


the Genuine and Original 


MAK-UR-OWN 
CELLULOID INDEX TABS 


AND NOW—New Mak-ur-own Index Sheets for 
ring and loose leaf books...in all popular sizes 


. sold only through dealers. 


NO NEED TO ACCEPT SUBSTITUTES — most wholesale stationers have genuine ‘Mor 


Mak-ur-own Index Tabs on hand . . . Write us if your source is not able to serve you. v's, Aron 


THE VICTOR SAFE & EQUIPMENT COMPANY, INC. ~ 


NORTH TONAWANDA, NEW YORK pe 
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activities and he was a member of Seattle’s Queen 
Anne Baptist church. He is survived by his widow, 
Mrs. Jeanette Meyer; a daughter, Miss Helen Virginia 
Meyer, and a son, William C. Meyer, who is with the 
U. S. Forestry Service at Frazier Park, Calif—CML 
+ + +t 
A. POMERANTZ 

A. Pomerantz, founder of a stationery and office 
supply house bearing his name in Philadelphia, and 
one of the industry’s prominent men in association 


———— eee + 





THE LATE A. POMERANTZ 


circles, died January 10 in his home at Germantown, 
Pa. He was in his seventy-fourth year. 

A. Pomerantz & Company was launched fifty-two 
years ago and under the guiding hand of its founder 
developed into one of the largest businesses in its ter- 
ritory. At the present time the store includes three 
floors of furniture and features Globe-Wernicke and 
DoMore products. 

During his lifetime Mr. Pomerantz maintained a 
deep interest in association work, and was one of the 
founders and a former president of the Stationers 
Guild of America. 

He is survived by his widow, Mrs. Clova Pomerantz; 
three sons, Richard, Austin and Lester, and a daugh- 
ter, Mrs. James Egan, of Rye, N. Y. 


+ | + 
C. E. STEVENS 

Charles E. Stevens, for eighteen years a representa- 
tive of the Monroe Calculating Machine Company 
both in the United States and South America, died 
January 13 at his home in Alexandria, Va., after an 
illness of several months. 

Mr. Stevens began his career with Monroe as a sales- 
man in the Wall street district of New York City. He 
then went to Havana, Cuba, where he formed his own 
organization for the sale of Monroe adding-calculating 
machines and introduced the system of selling service 
with the units purchased by customers. Some time 
later he was appointed Monroe sales representative in 
South America. For short periods he was also con- 
nected with the Victor Adding Machine Company and 
other office equipment firms. 

A few years before his death Mr. Stevens realized 
an ambition of many years’ standing by becoming the 
owner of an exclusive tourist home in Alexandria 
which he furnished with beautiful Colonial furniture 
of his forbears. He is survived by his widow, Mrs. 
Justine Stevens. 


y y v 


| i “x 
H. A. MYERS 

Harry A. Myers, for the past fifty years head of 
the Myers Manufacturing Company, Nashville, Tenn., 
one of the oldest office supply houses in its terri- 
tory, died January 7 at Edgewater, Fla. He had gone 
to the Florida city to recuperate after an illness of 

several months. 
A native of Nashville, Mr. Myers had long been an 
officer of the First Presbyterian church there and 
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We Wish to 
Announce Our 


New Models 


Capacity from 8 to || columns, for 
hand and electric operation, with 
and without direct subtraction and 


with and without negative balance. 


FAST 
SILENT 


PORTABLE 


EFFICIENT WORKSHOP 
YEARLY SERVICE AGREEMENT 


Write or telephone for details: 


ADDO MACHINE COMPANY, INC. 


145 West 57th St., New York City 
Telephone: Columbus 5-0536 and 0537 
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sommmmmce Fond. 
One-time Carton 'Fowd 


Paper and carbon to make forms and deliv- 
eries to meet your requirements near nor- 
mal delivery for every type Continuous, Auto- 
graphic Register or One-time Carbon Snap-a- 
part form . even faster delivery for defense 


industry is yours for the asking. 


Let us tailor a Hano Lithographed form to 
your exact need and remove the bottleneck 
from your paper work... there is no obligation 
for sketches. 


Our complete design and quotation service 
is free to consumer or dealer . . . write today 
for details. 






DEALERSHIPS OPEN 


CENTRAL, SOUTHERN 
and WESTERN STATES 








PHILIP HANG COMPANY 


INCORPORATED 
HOLYOKE ,MASS. 
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for many years had been active as a civic leader. He 
founded the company he headed and prior to going 
into business for himself a half-century ago, worked 
in similar lines for other Nashville companies. 
Eight nephews and nieces and one cousin survive.— 


CG 
+t bf + 
R. J. HAMPTON 


Robert J. Hampton, seventy-six, of 204 Harvest 
avenue, West Brighton, died last month in the Staten 
Island Hospital. He had been ailing six months. 

A native of Brooklyn, Mr. Hampton lived most of 
his life in Bayonne before moving to Staten Island 
about five years ago. He retired several months ago 
from the employ of Bainbridge, Kimpton and Haupt, 
New York stationers, where he had worked sixty years. 

Last January, the firm gave him a _ testimonial 
dinner at the Downtown Athletic Club, Manhattan, 
to mark the completion of sixty years in its employ. 

Mr. Hampton, whose wife, Emma, died in 1928, is 
survived by a daughter and two sons. They are Mrs. 
Beatrice H. Ball of 204 Harvest avenue; Robert G. 
Hampton of Utica, and J. Kenneth Hampton of 
Elmora, N. J. He also leaves six grandchildren. 

The funeral service was held in the Silvie funeral 
home, 33 Decker avenue, Port Richmond. The Rev. 
Mebane Ramsay, pastor of Calvary Presbyterian 
Church, West Brighton, officiated. 

-  / 
R. R. STILES 

Stricken with a heart attack while on his way to 
work, R. R. Stiles, salesman for the Wholesale Type- 
writer Company, San Francisco, died January 2. He 
was in his sixty-second year and leaves a widow and 
two grown sons. 

Mr. Stiles was born in Fredonia, N. Y., and after 
graduating from high school he took up the work of 
servicing typewriters and other office machines. After 
gaining a thorough knowledge of this field he moved 
to the central West and for a number of years traveled 
the states of Oklahoma, Texas, Kansas and Nebraska. 

Going to San Francisco in 1905 he was at various 
times foreman of the Smith-Premier branch shop. He 
also worked for the Oliver Typewriter Company and 
was said to be the first man in the Bay City to intro- 
duce and sell the old flat-model Royal Nos. 1, 2 and 
5 machines. 

Mr. Stiles joined the Wholesale Typewriter Company 
in 1913 and at one time managed the Portland, Ore., 
branch during his twenty-eight years of service. 

+  - 
F. F. WRIGHT, JR. 

Frederick F. Wright, Jr., a salesman at Palo Alto, 
Calif., for the Underwood Elliott Fisher Company, died 
Tuesday, January 13, in the northern California town. 
He was in his twenty-ninth year, and was the son of 
the late Fred Wright, former vice-president of the 
Underwood Elliott Fisher Company. 

Mr. Wright was a graduate of Stanford University 
and a member of the Kappa Alpha fraternity. During 
1934 and 1935 he lived in Bronxville and was connected 
with the American Radiator Company. 

He is survived by his widow, a son, Frederick Fuller- 
ton Wright III; a daughter, Nancy; his mother and 
two sisters. 

+: + +k 
G. B. DEAN 

George B. Dean, the oldest employee, both in age and 
point of service, of L. C. Smith & Corona Typewriters 
Inc., died Monday, January 19 at the age of ninety- 
two. He was active tool room superintendent up to his 
retirement four years ago. 

Mr. Dean had been associated with the Smiths 


throughout their entire manufacturing career, having 
been employed in the factory where they manufac- 
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tured L. C. Smith shotguns. Later, when the Smiths 
began manufacturing the Smith Premier typewriter, 
he went with them. In 1903 when L. C. Smith & 
Brothers Typewriter Company was founded, Mr. Dean 
continued with the Smith brothers. A native of 
Amsterdam, he went to Syracuse sixty-five years ago 
and became associated with the Smiths in 1882. Dur- 
ing his fifty-six years with the company he held 
various positions in the production department. He 
was a past commander of the Knights Templar and 
was a member of other fraternal orders. He was also 
a former trustee of Betts Memorial Universalist church. 

Mr. Dean is survived by his widow, Mrs. Elva Mor- 
gan Dean; one granddaughter, one grandson, and sev- 
eral nieces and nephews. 

Syracuse Lodge 501, F. & A. M., conducted Masonic 
rites at the home Tuesday, January 20, and funeral 
services were held at the home Wednesday. 


+- - + 
M. J. BYRNES 
Martin J. Byrnes, owner of the Peerless Printing 
Company, Poplar Bluffs, Mo., died at his home in that 
city on December 28. He was in his sixty-first year. 
Mr. Byrnes had been in apparently good health up to 
the time of his passing which was brought about by a 
heart attack. Following funeral services at Poplar 
Bluffs the body was sent to Bogalusa, La., for inter- 
ment, a city in which Mr. Byrnes was formerly in 
business.—ADR 
+; - + 


J. COX 

John Cox, for many years manager of the Allsopp 
& Chapple stationery department, Little Rock, Ark., 
died January 16. He retired in 1939 after thirty-five 
years with the Little Rock firm, to his farm at Deca- 
tur, Tenn., where his death occurred.—ADR 
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O. A. INFORMATION SERVICE 
(Continued from page 31) 
Group 2 to Group 1, in which more steel will be avail- 
able for their output, because of their essentiality in 
war industry plants. Stenographic or posture type 
office chairs containing metal were added to Group 1. 
Metal shelving was removed from Group 3 and placed 
in Group 1, because of the purpose it serves in indus- 
trial work. 

The following table shows the percentage of curtail- 
ment during January, February and March as distrib- 
uted among manufacturers and product groups: (The 
products in each of the three groups are given below.) 


~ Curtailment 
Jan.—March 
(‘lass of Tonnage Con- 
Manufa¢ sumed—Year Product Product Product 
turers Ending June 3060 Group I Group Il Group III 
1941 
Class A 12,000-up 30% 45% 60% 
Class B 3,000-up 20 35 50 
Class C 0-3,000 10 25 40 
“Group | Product means any one of the following: insulated 
metal filing cabinets; safes; metal visible record equipment; 
metal shelving; metal lockers; stenographic or posture type office 
chairs containing metal 
Group II Product’’ means any one of the following: metal 
filing cabinets other than insulated filing cabinet 
Group Ill Product means any one of the following: metal 
office storage cabinets; metal desks; office chairs containing 
metal, other than stenographic or posture type office chairs; 
metal office tables, including typewriter and office machine stands 
(except those which are integral parts of the machines which 
they support); metal bank vault equipment; metal office counters 
other than filing cabinets; movable metal partitions; doors, 
for movable metal partition other metal office equipment, 
neluding waste paper baskets metal travs ind wire baskets 
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DESKS IN THE WAR PROGRAM 

According to a report from Washington, the govern- 
ment plans to buy nearly $40,000,000 worth of office 
furniture, mostly desks, in the first six months of this 
year. The total will be about ten times normal, peace 
time purchases. A later newspaper report pointed to 
a total of $48,000,000 to be spent for office furniture 
during the entire twelve months of 1942 





FREE BLOTTERS 
Ready for Your Imprint! 


900 Blotters Free with each gal- 
lon of Lino Food you buy. May 
be ordered in pints, half pints 


or gallons. 











It is NOT 


‘UNG 


REG. U. S. PAT. OFF 


UNLESS it is GU NN 


Gunn UNO desk tops are furnished in 
eye shade green or soft restful 
brown. 

UNO tops are available at slight extra 
charge as noted in price list and 
are available for shipment as 
promptly as wood tops. 

Offer your customer the long life, 
beauty and enjoyment of LINO 
tops. » * n 





Be sure 
to tell your 
customers 


about 
NO 
FOOD 





Made to condition your LN® tops, to 


preserve them and restore lustre. 
ce eS 
Distributed by 
(DEALER’S NAME and ADDRESS HERE) 


Manufactured only by 


GUNN FURNITURE CO. 


GRAND RAPIDS, MICHIGAN 
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Another Reason 
For Selling 


BARKLEY /2:slic TAB INDEXES! 





Positively, valuable inches are 
saved in any kind of filing drawer 
because BARKLEY Plastic TAB 
INDEXES have the entire body 
above the guide card. Thus a 20 
to 40% saving is assured. 





Remember this feature when talking TAB INDEXES, plus 
the additional features of Magnified Visibility, Smooth 
Non-Snag Surfaces, Full Range Visibility, etc. .. . then sell 
your customers BARKLEY Plastic TAB INDEXES and you 
are sure of satisfying them every time. 


Write for samples and | 
complete information now! 


C. L. BARKLEY & CO. 


- ; ‘ , 
Bal Sa ’ ; ry ¥ ? “ ne 5 sje 
Vlanufactus : mink Oupples 


517 S. JEFFERSON STREET CHICAGO. ILL. 
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HIGGINS ADOPTS NEW INK PACKAGING 
Suregrip lines, foolproof pouring, and package fam- 
ily tie-in are outstanding features of the new bottles 
introduced by Higgins Ink Company, Brooklyn, N. Y., 
for their half-pint, pint, and quart sizes of American 
India ink. One important merchandising point in the 
new containers is that they have the same neck and 


HIGGI) 


AMERICAN | 


mes HI GG] 


TL AA IN 


HIGGI! 





NEW HIGGINS’ PACKAGING.—These smart and modern 
bottles are the new containers adopted by the Higgins Ink 
Company for its American India ink. 


shoulder effect as the familiar and popular three- 
quarter-ounce bottle, a shape for years associated with 
the name “Higgins.” 

Labels on the new bottles are placed high—in a 
recess specially molded into the glass at the shoulder 
line where they are visible when located on a shelf 
with other stock, and the recessed effect prevents 
them from rubbing against each other and being 
damaged. 

From the label down, the bottles take the form of 
a series of concentric undulations, which assure a 
firm and easy grip and also provide an attractive 
appearance. A no-drip, coffee-pot-type pouring lip is 
molded on the inside of the bottle’s neck, and the label 
is cleverly placed in relation to this lip so that the 
user can see the Higgins name and trade-mark as he 
pours. The containers are sealed with wide, ridged 
Compo-Site-topped corks. 


—- 


NEW ENGLAND TRAVELERS NOTES 

The N. E. T. Club News takes a bow on the occasion 
of its seventh birthday. . This lusty infant has 
grown from year to year and has done much toward 
broadening fellowship among the club’s members and 
friends. .. . February 16 is the date, and the Copley 
Plaza hotel in Boston the place for the annual ban- 
quet of the Boston Stationers Association. .. . Under 
the general chairmanship of John B. Dwyer, the 
entertainment is in the hands of Herbert Belledeau, 
A. F. Rebhan is handling the tickets, Roscoe Todd is 
the man to see about seating accommodations and 
Charles Anderson has the job of providing publicity. 
Four new members introduce themselves this 
month .... they are Otis R. Prior, Mutual Stationery 
Company; Raymond E. Welts, Harriman-Welts Prod- 
ucts Company; Verne R. Larson, Moore Pen Company, 
and Albert C. Waide, Adams, Cushing & Foster Com- 
pany. ... Paul Cheney knows the friendly spirit of 
his fellow clubbers. . After a session in hospital, 
he writes: “Thanks to many good friends not a day 
passed while I was there that I was not cheered by 
some message from someone.” . Increasing costs 
have made it necessary to ask non-members and 
dealers who wish to continue receiving copies of the 
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UNCLE SAM. 
COMES FIRST... 





W E CONSIDER it a privilege, as well as a duty, to share in supplying the enormous 
seating requirements growing out of the present American Victory program. With large 
defense orders now on hand, we shall continue to cooperate to the best of our ability. 


To our dealers we pledge the continued availability of Sikes Business Chairs, includ- 
ing the sensational new Kradl-Tilt Chairs, to the fullest extent consistent with our defense 
production efforts. We hope to keep all dealers supplied, although unavoidable delays 
may be expected from time to time. 


Everything that can be done will be done to continue the well-established fact that "A 


Sikes Dealership Means Leadership". It will help you and it will help us, 
however, if you will anticipate your needs as far ahead as possible. 
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tHE, PV RES COMPANY, Inc. 


BUSINESS CHAIR MANUFACTURERS, BUFFALO, N.Y. 

































CARDINEER Rotary Files: A wheel 
brings up to 6,000 records to 
operator's finger-tips. Saves 
Time, Saves Space (occupies 
less than 3 sq. feet). Lowers 
cost per record. 





REVELDEX Reference Files: The 
wheel record system that 
speeds up reference work, 
such as pricing, coding, ship 
ping, etc. Portable. Compact. 
Iwo or more records can be 
simultaneously exposed. 


18,340,000 


DIEBOLD 


BUSINESS TOOLS 


in 


Today, as never before, business needs the increased 
efficiency and unexcelled protection offered by 
DIEBOLD Business Tools in 1942. DIEBOLD is tell- 
ing this story dramatically in full color pages, 
through the favorite magazines of America’s busi- 
ness leaders. 

A fine opportunity now awaits the progressive dealer 
who wants to sell an outstanding line of office and 
business equipment backed by an impressive adver- 
tising and merchandising campaign. 

Your territory may be open. Write us today for 
full details. 


DIEBOLD SAFE & LOCK CO. 


Canton 5 . e . e Ohio 





CASHGARD CHESTS:Reduce safe burg- 


VISIBLE Sectional Drawer FILES: = Jary insurance as much as 74%. A 
Customers need buy only a few protected method for safeguard- 
drawers to start—cthen expand ing accumulating cash. Discourage 
with one or more drawers at a bandits, eliminate kidnaping and 
time as needs increase. Can be violence. Label on Chest explains 
quickly sub-divided for use on why no one on premises can open 
other records. Complete sections daily receipt compartment. May 
lock together, making rigid bay for themselves on insurance 
vertical stacks. savings alone! 


Colorful Sales Messages 
to help you sell more 
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FIRE-Resistive SAFES: Protect vital 
records, plans, specifications 
from fire and sabotage. DIE- 
BOLD modern fire-resistive 
safes are labeled and available 
in many models and sizes for 
1, 2 and 4 hour protection. 








VAULT DOORS: Many existing 
vault doors offer little or no 
rotection against fire. DIE- 
OLD modern vault and file 
storage room doors are labeled 
for 14, 1, 2, 4 and 6 hours fire 
resistance. Available in nine 


models. 


RECORD SYSTEMS EQUIP- 
MENT, SAFES, MONEY 
CHESTS, BANK VAULTS. 
EXPERT REPAIR SERVICE 
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“News” to pay $1.00 a year to cover costs of mailing 
and printing. .. . Lillian Come, who graces the staff 
of the R. H. Llewellyn Company, Manchester, N. H., 
is back on the job after spending three weeks at home 
as a result of an automobile accident. 

The above news item was gleaned from the pages of 
the N. E. T. Club News, official organ of the New 
England Travelers Club. 

i a 


WEISS TO MANAGE AMERICAN WRITING 
MACHINE BRANCH 
Fred J. Weiss, former dealer and employee of two 
typewriter manufacturers, last month was appointed 
manager of the American Writing Machine Company’s 





FRED J. WEISS 


Philadelphia branch, located at 908 Chestnut street. 

Mr. Weiss has many years’ experience in the type- 
writer field. At one time he conducted a business of 
his own in Omaha, Neb., later going to the Pacific 
Coast where he went to work in the portable division 
of Remington Rand Inc., at Seattle, Wash. Still later 
he was the Pacific Coast representative for the Wood- 
stock Typewriter Company. 

With his knowledge of the industry both as a dealer 
and a representative of manufacturing companies, he 
is well qualified to render service to dealers in his new 
firm’s Philadelphia territory. 





ONE MAN—ONE DEER!—When Frank M. Weeks, sales man- 
ager of the Allied Carbon & Ribbon Manufacturing Corpora- 
tion, New York City, goes hunting the deer find he isn't foolin’. 
As an example of this we present the above picture of one Frank 
and one buck. But the entire story isn’t told. The one Frank 
went out for one day and used one shot to bag this one trophy 
and drag it home for one photograph and one—thousand— 
hints that an invitation to a venison dinner would be promptly 
accepted. Instead, the animal was used to feed Allied em- 
ployees and friends who were guests of the nimrod. 
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The New 
*Porfect STAND” 


It’s it’s 
PORTABLE STATIONARY 


ose gatigags 
rg 





° 
i 
LIST PRICE 
$g°° 
“4 

HERE AT LAST 
7 : : LESS USUAL 
is a finished product in a DEALER'S 
raising and lowering device. DISCOUNT 


All mechanical parts are constructed so that they do not 
in any way distort the beauty of the stand itself. 


The method of eration is very simple, to raise the 
table from the floor, you simply move the lever forward. 
To lower, lever released from leq and moved back. 
The longer lever eliminates bending and simplifies opera 


tion. 


Tops are made of five-ply veneer, finished in Natura 


Walnut, mahogany, oak, and green. Frames are heavy 
furniture steel. Large swivel casters assure utmost port 
ability. Solid dome st ends of legs. Shipped set-up, 
fully riveted together Re ady for use. No nuts or bolts. 


Can also be had dina leaf that ejects from either 


end, at $1.00 extra. 


Just the Stand You've Been Looking For 


Order today. 


METALSTAND COMPANY ‘2: 
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Help desk workers 
SPEED UP 





Polar Special Period Style Linoleum Desk Pad 
No. 29912. Size 19x27 $4.00 No. 299. Size 20x34 $4.50 
No. 29934. Size 24x38 $8.00 


There is a war going on—we are in 
it up to our necks. All desk workers 
from the president down to the low- 
liest pencil pusher—all must speed up. 
Every accessory which adds to the 
efficiency of these workers is sought. 


.... POLAR has developed a complete 
line of desk and office accessories de- 
signed to speed up desk work—make 
it more efficient—more comfortable— 
more productive. These are items you 
can really sell today. 


....Instead of worrying about the 
stock: you can't get why not concen- 
trate on the POLAR Line which you 
can get—and on which you can make 
a real profit. 


.... POLAR has a sound merchandis- 
ing idea we would like to pass on to 
you. Would you like to have it? It is 
yours for the asking. 


POLAR MANUFACTURING CO. 


323 N. 13th STREET 


PHILADELPHIA, PENNA. 
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KIESEL CHOSEN PRESIDENT BY GREAT LAKES 
TRAVELERS 

At the annual business meeting of the Great Lakes 

Travelers Club, held in the Sherman hotel, Chicago, 

on Tuesday, December 30, 1941, Karl H. Kiesel of The 

Carter’s Ink Company, was elected president. This is 

the third time that Karl has been chosen head of a 











KARL KIESEL 


travelers club. He is a past president of the Midwest 
Travelers Club and the Northwest Travelers Club. 

The remainder of the executive staff was chosen as 
follows: Hy Linden, Ace Fastener Corporation, first 
vice-president; William C. Lipner, Koh-I-Noor Pencil 
Company, second vice-president; J. E. Donahue, Yaw- 
man and Erbe Manufacturing Company, third vice- 
president; Albert H. Baugher, The Carter’s Ink Com- 
pany, treasurer, and Earl Collins, Rockwell-Barnes 
Company, secretary. 

Thirty-two were present when President Edward 
C. Rohrs, Eaton Paper Corporation, called the meeting 
to order. The annual reports of Treasurer Ray J. 
Eichenlaub, Service Steel Products Company, and Sec- 
retary Tom Gillice, Rockwell-Barnes Company, were 
read and accepted. An auditing committee composed 
of John Gilbert, Orrice APPLIANCES, chairman, Charles 
Mueller, Joseph Dixon Crucible Company, and Albert 
Baugher, The Carter’s Ink Company, was appointed 
to check the books of the club. 

As the result of a duly approved motion, members 
who have been in good standing for two years or more 
and who are temporarily out of employment through 
no fault of their own and not in a position to pay the 
regular dues, will be carried as full members until 
such time as re-employment makes payment possible. 
Another action was taken to retain as paid up mem- 
bers all who are away for military service. 

Following the election, Ed Rohrs handed the gavel 
to Hy Linden, who took over in the absence of Pres- 
ident-Elect Karl Kiesel, and adjourned the meeting. 

During the past five years the executive personnel 
of the club has changed annually with the exception 
of the secretary and treasurer. Tom Gillice as secre- 
tary, and Ray Eichenlaub as treasurer, have served so 
efficiently and so ubiquitously that they have become 
known as the faithful record twins. At every club 
affair they were always among the first to arrive and 
immediately began handling the record details in a 
manner that contributed substantially to the success 
of each event. All honor and thanks to these five-year 
men, whose only compensation is in the knowledge of 
jobs well done. 


* * ~ 


At the first meeting of the club under the new 
regime, held Friday, January 9, 1942, Karl Kiesel pre- 
sided with aplomb and appointed the following com- 
mittees: 

Membership committee — Jack Johnstone, Wallace 
Pencil Company, chairman; Lloyd Keenan, Index 
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STREAMLINED WOOD FILE 




















Office efficiency is especially important today and modern 
streamlined Globe-Wernicke wood files solve an important 
business problem during this war emergency. Compare the 
patented Tri-Guard 3-rod file with any other kind and see 
for yourself why it is the most outstanding filing improve- 
ment in years. Tri-Guard files are sold by. Globe-Wernicke 
dealers who are assured of all the supply business, as well 


as repeat orders for files. Guides ide oa throes ede hich 


This revolutionary improvement in fil- ae ee ms 


ing is available at no extra cost. The | necessary. Indexing is always visible. d 

wood files are splendid examples of a 

fine craftsmanship, furnished in two, 
" three and four-drawer sizes .. . 
beautiful finishes in genuine wal- 
nut, mahogany and oak. 























V°CUT POCKET 
TRI-GUARD 
SUPPORT 


The war program has created a 
vast market for Globe-Wernicke wood 
files. Stock up now... . be prepared to 
take care of your customers’ needs. 


SWAY CHECK 


Write today for information about our The Tri-Guard principle sigh ak 
attractive franchise and remember | to file or find... a "V" seul filing 
Globe-Wernicke sells through dealers ete is termed by a rete of ~~ 
instead of competing with them. wr ee oo, 


Globe-Wern icke 


Cincinnati, Ohio 


MAKERS OF OVER 4000 ITEMS porn IN OFFICES © 


Stee! and Wood Office Furniture, Filing Equipment, cases, Partitions—Special Stee! 
and Wood Equipment for Libraries, Schools and Pape 1 Bulidinge Filing Supplies, = 
Stationers’ Products; Storage and Visible Record Equipment and Steel 














Service 
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MAINTAINING THE HARTER POLICY 


Full co-operation with the Government in these critical times means, among 
other things, giving up a good share.of the materials which go into the manu- 
facture of Harter Steel Chairs. In this, we know we have the patriotic support 
of every Harter Dealer. wag Necessary curtailment of materials, however, will 
not involve any restriction of the 16-year-old Harter Policy. That policy decreed 
constant research...and so research will continue, to provide even finer chairs 
for the future. Vigorous promotion of the Harter name, and of the quality it 
represents, will be continued, too—so that at war’s end your Harter Line will 
still be known as ‘The Leaders of the Steel Chair Field.”’ 


en 


THE HARTER CORPORATION, STURGIS, MICHIGAN 


NEW YORK, 364 FOURTH AVENUE. CHICAGO, 14 EAST JACKSON BLVD. EXPORT DEPT.: 1120 CHESTER AVE., CLEVELAND, OnNIO 
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Sales Company, and John Uden, Boorum & Pease 
Company. 

Publicity committee—John Smythe, Andrew Geyer, 
Inc., chairman and editor; John Gilbert, Orrice ApP- 
PLIANCES, and Tom Gillice, Rockwell-Barnes Company. 

Flowers and visitation committee — Earl Collins, 
Rockwell-Barnes Company, chairman; Tom Gillice, 
Rockwell-Barnes Company; Charles Mueller, Joseph 
Dixon Crucible Company; George Aigner, G. J. Aigner 
& Company, and Ray Eichenlaub, Service Steel Prod- 
ucts Company. 

The names and connections of the members of the 
flowers and visitation committee will be printed on 
the back of all membership cards and on the first 
page of the membership roster. This will make it con- 
venient for all members of the club to report illness or 
death to a member of the committee, whose duty it 
will be to spread the information to the membership at 
large as rapidly as possible. Through this plan it is 
hoped that everyone interested will be kept informed. 

A temporary committee was appointed to investigate 
the possibilities for the annual G. L. T. C. party. This 
committee, composed of Harry Balch, Quality Park 
Envelope Company, chairman; Glenn Chambers, 
Scripto Manufacturing Company, and Tom Gillice, 
Rockwell-Barnes Company, is expected to turn in a 
report soon so that further action can be taken. 


—-_« 








MAKING THE NATION WEBSTER-WISE.—Customers of sta- 
tionery and office supply houses all over the country are be- 
ginning to recognize a young lady who smiles at them over 
her typewriter from scores of stationery store windows, and 
calls their attention to ribbons and carbons manufactured by 
the F. S. Webster Company, Cambridge, Mass. Two of the 
latest stationery stores to feature the smiling typist amid a 
profusion of Webster products are (top) Koch Brothers, Des 
Moines, Iowa., and (lower) the Stockett-Fiske Company, Wash- 
ington, D. C. The display is a three-piece set in red, white and 
blue with a natural photo background for the girl. It is made 
available to dealers everywhere by the Webster organization. 
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ON YOUR sHeir/ 


Who stocks your shelves 

-you or the consumer? 

A man calls for an obscure drawing pencil. “I'm 
sorry, we don't carry it—but we'll be glad to get it 
for you.” 

So-0-0 . - + you order a gross, sell a dozen and 11 
dozen gather dust on your shelf. 

Pretty soon your inventory is three times larger 
than your gross sales. 

Get wise, Mr. Dealer—concentrate on A. W. Faber’s 
WINNER Techno-rone, the drawing pencil that offers 
the largest. the safest, the most permanent profits . . . 
America’s only 2 for 25¢ Drawing Pencil, successor to 
world-famous “Castell”. 





Every pencil craftsman knows the A. W. Faber 
name. Liquidate the “cats and dogs” on your shelves 
and feature a pencil with a universal consumer accep- 
tance. A pencil backed by 181 years’ experience. 
WINNER Techno-toNe gives you profits no other 
drawing pencil can equal——keeps your inventory lower 
and turning over much more rapidly. Today write or 
Wire for samples and prices. A. W. Faber, Ine., 


Newark, New Jersey. 


WINNER 7--tone 


DRAWING PENCIL 


Backed by a National Advertising and Sales Pro- 
motion Campaign to make drawing pencil profits 


for you. 
3 ¢ 2 for 25¢ 
WINNER, Zén2 TOME $1.25 Dozen 


Eooeae (SABER. 










“tt has the A.W. FABER 
name on it.” 
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Here's a sure, quick route to bigger sales— 
the Indiana Cash Drawer-Adding Machine 
Combination! Mount any adding machine 
on an Indiana Cash Drawer—then demon- 
strate it as the lowest-priced key type cash 
register on the market! Merchants in every 
business applaud its advantages . . . dealers 
the world over have stepped up profits 


through the 
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SAN ANTONIO NEWS NOTES 


Stationers and business equipment dealers of this 
city are generally agreed that the year 1941 was one 
of the best for business that they have experienced in 
some time. Several claim that it was their best year, 
but the majority state that it was exceeded by other 
years in the late ’twenties. Had it not been for a 
dropping off in sales during the final quarter, how- 
ever, it would, without doubt, have been the best of 
all... . Business is still holding up well, due to a great 
extent to the fact that San Antonio is the headquar- 
ters for the Eighth Corps Area, and the military 
activities in the city and surrounding territory have 
brought good business to local dealers. Trouble in 
getting deliveries is about all that keeps sales from 
going over the top. ... Miles L. Hanchett, who has 
been associated with the sale of office appliances since 
1919, has opened the Miles L. Hanchett Company at 
Laredo, where he will engage in a general office supply 
business, and serve as local agent for L. C. Smith and 
Corona typewriters. ...E. P. Haye, local branch man- 
ager for L. C. Smith & Corona Typewriters, Inc., has 
been named sub-chairman of a committee to promote 
the sale of defense bonds and stamps.... G. E. Bar- 
den, who has been connected with the Houston office 
of Underwood Elliott Fisher Company, has been trans- 
ferred to this city where he will serve as a special 
representative calling on Army business... . T. P. Bil- 
derback of the service department of this branch has 
returned from a trip to Hartford where he took a 
special course in the servicing of Sundstrand adding 
machines. ... Homer McClaugherty, foreman of the 
blueprint department of Paul Anderson Company, and 
Martin Rodriquez, an employee of the department, 
have resigned to accept similar positions at Fort Sam 
Houston. Mr. McClaugherty has been succeeded by 
Dan Durant... . Robert Kerr, a floor salesman for this 
firm, has joined the Army and is stationed at Elling- 
ton Field, Houston. ... Mrs. Ruth Rossman and Miss 
Allene Lancaster, have joined the staff of this com- 
pany as floor salesladies, and Tim Harvey, who has 
been associated with stationery sales for the past 
twenty-five years, most recently with Clarke & Courts, 
has joined the organization, having charge of out-of- 
town orders. ... W. H. Woodward, formerly division 
sales manager for ten states for the Allen Wales 
Adding Machine Corporation, and J. A. Maurer, have 
formed the firm of Woodward & Maurer and will 
handle the sale and distribution of Allen Wales 
adding machines and Friden calculators for this city 
and immediate vicinity. . . . Tom Ewing, associated 
with the service department of the local branch of the 
Royal Typewriter Company, has been named foreman 
of this department. He is also being congratulated 
on the birth of a daughter, who has been named 
Gwendolyn. ... J. W. Mulholm, general service super- 
intendent for Royal, was in the city this month 
checking over the local service department and mod- 
ernizing it for more efficient operation. And 
Grover C. Cox, who has had many years’ experience 
as a mechanic in Missouri and Kansas, has joined this 
department as a mechanic. . . . This branch is re- 
ceiving well-earned congratulations on its fine record 
in business returns. The past year was the largest for 
business volume in the history of the office, and marks 
the fifth consecutive year in which an improvement 
over preceding years has been shown. G. L. Davis is 
branch manager... . Southern Sales and Service has 
been given the agency for Barrett adding machines in 
San Antonio and nine adjacent counties. In addition, 
this firm serves as agents for Woodstock typewriters, 
Safeguard check protectors, and Cardineer visible 
filing equipment. W. R. Reed is sales manager... . 
William Garza has been named shipping clerk for the 
local branch of Remington Rand Inc....H. J. Pagen- 


hoff, typewriter sales, C. R. Seavers of the service de- 
partment and R. H. Fillingim of the sales department 
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Imperial Methods 


Wood Accessories that Match 
x x x * §teei Desks * * x x 


* 
WOOD 












Wood is returning to its 
rightful heritage. 

Wood combines beauty and 
friendliness. 

Wood will conserve steel for 
the Defense Program. 

Wood is a patriotic product. 


Use wood wherever you can. 


Send for Price List. 
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of Burroughs Adding Machine Company, are three 
others who have forsaken private industry to enter 
government work at Duncan Field... . L. B. Clegg of 
The Clegg Company, was re-elected a director of the 
Groos National Bank at the annual election of officers 
of this institution. ...R. P. Grieve, vice-president and 
general manager of Maverick-Clarke, has been named 
treasurer and a director of the San Antonio Manufac- 
turers’ Association.—BCR. 


a 
BURKE JOINS WILSON-JONES 

The many friends of Elgin Burke will be interested 

to know that he had recently joined the Wilson-Jones 

Company, Chicago. He will make his home in Min- 





ELGIN BURKE 


neapolis, where he has been representing another 
manufacturer in the office supply field. 

Mr. Burke, who will travel Minnesota, North and 
South Dakota, Iowa and western Wisconsin, has an 
intimate knowledge of the dealer’s problems and view- 
points gained through early training in loose leaf, 
stationery and office supply experience in the retail 
field. 

Mr. Burke succeeds A. C. (Chet) Harper who was 
recently transferred to Detroit where he will make his 
headquarters while covering Michigan for Wilson- 
Jones. 

oa + 


PRIORITIES MEETING ARRANGED BY GREAT 
LAKES TRAVELERS 

At its regular luncheon January 23, the Great Lakes 
Travelers Club voted to hold what will be called a 
priorities meeting on the evening of February 9. At 
the time of going to press the place was not desig- 
nated, but after the first of the month all club mem- 
bers and Chicago dealers will know. 

It is expected that this meeting will be the first of 
a series on the subject. Priorities will be discussed, 
their meanings and the manner in which they fit into 
the stationer’s picture. The meeting will be for a dis- 
cussion of fundamentals rather than application to 
specific products. 

The meeting will start with a dinner at 6:30. The 
speakers will be men in the industry who have given 
special study to the subject. The committee in charge 
is headed by Ralph Maneval, A. W. Faber, Inc. Other 
members are Harry Balch, Quality Park Envelope 
Company; Leonard Rose, National Blank Book Com- 
pany; Russell Carpenter, Sanford Ink Company, and 


George Cormack, Wilson-Jones Company. 
- << 


ROYAL OPENS OMAHA BRANCH 

The Royal Typewriter Company, Inc., last month 
opened a new branch in Omaha, Neb., where recently- 
leased quarters at 1815 Douglas street will house a 
complete stock of Royal standards and portables as 
well as comprehensive stock of Roytype supplies. 

The new branch will be under the management of 
Joseph F. Karbush, who has been prominently identi- 
fied with the typewriter industry in Omaha for the 
past twenty-five years. 
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PACKAGED EXCLUSIVELY 
FOR YOUR 


STORE! 





DICTATYPE Typewriter Papers 


One dealer in every community can capitalize on 
this Exclusive Franchise. 


DICTATYPE is YOUR Packaged Brand of typewriter 
papers. Makes your stock of typewriter papers 
complete—-yet compact to serve your customer's 
needs. 


BUILDS STORE PRESTIGE— 
INCREASES PAPER SALES 


REMEMBER—Each box bears your own imprint 
See how our dealers benefit 


@ Minimizes competition—a boon to salesmen 

e@ Assures repeat orders 

@ Keeps stock uniform. 

@ Provides eye appeal for self display. 

@ One source supplies every typewriter paper need 


Write today for your Sales Kit on DICTATYPE Typewriter Papers 
also details on our Exclusive Franchise Pjan. 


- Per Specialist Bt the Stationer ) 
ROCKWELL-BARNES COMPANY 


Barnes SALES KITS 


; — Paper Special- 

















Do you have Rockwell- 


; fice Papers — 
a a for _Mimeograph “ 
ties: also s? An essential sda 


Office Duplicator Deal- 


‘ ief case. 
tool in every salesmen § = : 
rs are invited to write for COPY: 
e 








1511 WEST 38TH STREET + CHICAGO 
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Get a Grip 
On More Profits 


—Sell Acco CLAMPS 














Acco Clamps give your customers the 
better quality that commands a higher 
price. In strength — wear — appear- 
ance, Acco delivers the kind of value 
which gets the customers’ enthusiastic 
“OK” — and reorders. 


Try them for more sales. 


ACCO 


PRODUCTS, Ine. 


39th Ave. & 24th St., Long Island City, N. Y. 
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RADIATORS AND REFRIGERATORS AID OLD TOWN 
DAWN CURLPROOF CARBON DEMONSTRATION 
Offhand, it would be difficult to discover a connec- 

tion between the popularity of Coca Cola and a car- 

bon paper demonstration. Yet Old Town’s factory 
representatives and the salesmen for Old Town Ribbon 

& Carbon Company’s distributors find Coca Cola dis- 

pensers a big help. 

Old Town’s 1942 national advertising campaign fea- 
tures Dawn carbon paper, stresses the fact it is curl- 
proof and points out savings in time, temper and 
mistakes when carbon paper stays flat. To tie their 
selling efforts in with this feature of the advertising, 
an interesting and convincing demonstration was 
evolved. Describing the demonstration, I. H. Wilson, 
general sales manager of Old Town, said: 

“Aside from the tie-in with the advertising, other 
important ends are served by the form of the Dawn 
demonstration. Challenging the buyer to make a curl- 
ing test arouses his interest. It brings home to many 
buyers who do not actually use a typewriter them- 
selves that carbon paper really does curl—and permit- 
ting him to handle a sheet which has curled proves 
the effect this nuisance might have on typists’ time 
and temper. 

“Heat, cold, dampness, and changes of atmospheric 
conditions are of course the principal causes of carbon 
curling. We discovered long ago that rainy days were 
good days to demonstrate the superiority of Dawn. Of 
course, our salesmen couldn’t wait for rainy days. Nor 
could they conveniently carry heat lamps or cakes of 
ice. And that’s where Coca Cola dispensers proved so 
helpful. 

“Many business organizations have Coca Cola dis- 
pensers. These, of course, are refrigerated. Putting 
a few sheets of Dawn into this refrigerator demon- 
strated that Dawn always met this test and stayed flat. 

“Actually our Dawn demonstration, of course, does 
not depend solely on finding a Coca Cola dispenser. 
Open windows or radiators in the north, a good hot 
sun in the south, or a nice damp day anywhere provide 


good demonstration aids.” 
+= > 
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@ Happy New Peor 
CLARIFYING THE “PRIORITIES” SITUATION.—For the bene- 
fit of those to whom the priorities ruling is a complete mys- 
tery the Sturgis Posture Chair Company, Sturgis, Mich., sent 
out the above New Year's greeting. As one can tell at a 
glance, the card makes the entire situation clear and solves 
a lot of vexing problems for harassed dealers. How to use: 
Read from top to bottom or bottom to top, or right to left or 
left to right. it makes no difference. Even standing before a 
mirror in a light reflected from an infra-red lamp will work 
in a pinch, while those who read it during a blackout will 
not miss anything. 
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No. 2712 
27 DRAWERS 


“420°” 
PRONTO UTILITY CABINETS 


Constructed of heavy gauge steel, electrically welded. Twenty- 
seven roomy drawers, designed for printed office forms, can- 
celled checks, catalogues, samples, tools and dies, letters. 
Olive green baked enamel finish. Plated card holders and 
handles. Adjustable steel drawer partitions available at slight 
additional cost. 


PRONTO FILE CORP., 349 Broadway, New York City 














PRONTO BLUE-PRINT CABINETS 





No. 4028 $5 Y hae 


Base 1414,” high $7.75 extra 


8 drawer cabinet designed for safe keeping drawings, maps, 
tracings, art work and blueprints up to 24” x 35”. Heavy 
gauge furniture steel. Electrically welded throughout. Draw- 
ers glide smoothly and easily. A hood in the rear and a lift 
compressor in the front of each drawer keep prints and 
drawings in perfect order. 


Cabinets can be bolted into solid batteries. 
37%/,"w 
36’w 


23%4"h 
214”"h 


2634d 
25"d 


Outside Housing 
Inside Drawer 


PRONTO FILE CORPORATION 
NEW YORK CITY 











PRONTO FIBREBOARD FILES 





No, 1210L 
LETTER SIZE 


CARTON price 50 


PRONTO Files are made of 275 lb. test corrugated board 
reinforced with steel. Thousands of concerns have used them 






for years—used them for all filing and storing purposes to 
keep all their records readily available. In walnut as well as 
olive green finishes they match present office installations. 
They can be interlocked into solid batteries. 


A SIZE FOR EVERY RECORD 


PRONTO 


Pronto File Corporation, 349 Broadway, New York, N. Y. 


Prices in Denver and West of Rockies 20% Higher. 

















COLE STEEL TRANSFER CASE 





50 
LETTER SIZE *5 


Made of a high grade steel, 20 gauge front. Can be inter- 
locked and stacked as high as the ceiling. Not to be confused 
with low priced, light gauge steel transfer cases that have 
flooded the market. Olive green, baked enamel finish, brass 
plated card holder and solid steel handle. Electrically welded 
throughout. Cabinets equipped with locks $1.50 additional. 





No. C112 No. C115 
LETTER SIZE LEGAL SIZE 
12a” x 10!/>” x 24” 15'/o” x vy" x 24” 
$5.50 $6.50 


COLE STEEL EQUIPMENT CORP. 


NEW YORK CITY 
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ACME VISIBLE RECORDS Inc. 


122 SOUTH MICHIGAN AVENUE * CHICAGO, ILLINOIS ¢ U.S.A. 
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COHEN NOW OFFICIAL OF WEEKS COMPANY 

The Frank A. Weeks Manufacturing Company, New 
York, N. Y., last month announced that C. A. Cohen, 
former publisher of a Yarmouth, Nova Scotia, news- 
paper, has become vice-president of and obtained a 
considerable interest in the Weeks organization. Ed- 
mund J. Huott retains the controlling interest and 
the presidency. 

Mr. Cohen is no stranger to the office equipment 
industry, having been connected with wholesale firms 
for several years past. Until recently he published the 
Yarmouth Herald-Telegram, one of the oldest news- 
papers in its territory, and still maintains an interest 
in it. 

Mr. Huott, who has not been in the best of health 
for some time, will continue to give as much time to 
the Weeks organization as his condition will permit. 


em 


CONSOLIDATED STAPLE IN NEW HOME 

The Consolidated Staple Company, Chicago, has re- 
cently moved into greatly enlarged quarters at 4641 
Ravenswood avenue where the firm’s manufacture and 
assembly of stapling machines will be carried on with- 
out interruption, and is being augmented by a large 
amount of defense work. The offices will be located at 
1810 Wilson avenue, around the corner from the plant. 

According to T. I. Tager, president of the company, 
the firm has gathered enough materials processed into 
finished parts that all the work required now to make 
complete staplers is the assembly. As a result the firm 
can make immediate deliveries on the Flash, Monarch 
and Supreme models. 

The company is serving the nation by making tools 
and dies for the government. 


—_—_——_ = 





_, NATIONAL 
CASH REGISTERS 


REPAIRS SUPPLIES 


type ers 


Sued 


SIMON BUYS BUILDING HOUSING STORE.—The George W. 
Simon’s Cash Register Shop has recently purchased the 
building in which the business has been housed for the past 
twenty-one years at 90 Broadway, Buffalo, N. Y. The company 
started in a small store only seven feet wide and was primarily 
a cash register business. Today, however, the organization 
handles all kinds of business machines and supplies. L. D. 
Grossman is the manager. 


*—- © 
DISPLAY UNIT FOR SWIVODEX PEN SET 

The Zephyr-American Corporation, 31 East Forty- 
seventh street, New York City, has recently announced 
available a new three-dimensional wood and chrome 
display unit for its Swivodex writing set. The new 
stand is unusually attractive and is so constructed 
that it can be utilized practically anywhere in the 
stationery store. The Swivodex desk set is the com- 
pany’s latest addition to its lines and is described and 
illustrated elsewhere in this issue 
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Build for the future with 


“GRAND PRIZE” 


CARBON PAPER and 
TYPEWRITER RIBBONS! 





WRITE TODAY for 


details of this time-tested 
money-making deal! 





PROFITABLE! 


Both from standpoint of each sale and 
from that of ever-increasing re-orders! 


FINE PRODUCTS! 


“Grand Prize’ Carbon Paper and Type- 
writer Ribbons are backed by 30 years 
experience. They deliver 100% satis- 
faction to the customer . re-orders 
come in unsolicited! 


GRAND DEAL! 


“Only one ‘Grand Prize” dealer to a 
territory. No one else cuts in on your 
hard work or profits! 


*Wholehearted selling cooperation! We 
turn over all inquiries received from 
any source ... wholesale or retail... 


to the dealer! 


“Complete line of explanatory sales- 
helps booklets, folders, coupon 
books imprinted with your name, and 
liberal supply of product-samples .. . 
furnished free! 





GRAND PRIZE 
CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. FRANCIS O‘CONNOR, PRES. 
Head Office and Factory: 
1451 Harrison St., San Francisco 


| Los Angeles Denver 
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GUSSCO 


FILING SUPPLIES 





ARE HELPING UNCLE SAM 


When we seem a little slow in filling your 
demands, please remember your Uncle Sam 
is a very busy individual these days. He 
needs everything we all can make—and he 
is getting it from us as fast as he will permit 
the use of raw materials. We won't let him 
down either. 


We have not forgotten you who made us 
and you upon whom we still depend and 
you upon whom we shall continue to depend 
after this scrap is over. We will bend every 
effort to keep you supplied the very best 
we can. 


We DO ask your indulgence. 





TRADEMARK 


TRANSFILE 


FIBRE BOARD FILES 


Here is one way you can help—sell TRANSFILE steel 
reinforced fibre board FILES wherever you can. The 
saving in steel, which we need so badly, is well worth 
while. Your customers will find no loss of efficiency, 
either. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK, N. Y. 
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FRIDEN MAKES SALES PERSONNEL CHANGES 

The Friden Calculating Machine Company, Inc., has 
recently announced a number of changes in its sales 
personnel through the office of Advertising Manager 
Josiah Neuhart at San Leandro, Calif. Among these 
are the following: 

J. Arthur Russell is now Friden manager in charge 
of New York sales with offices in the Lincoln building, 
60 East Forty-second street, New York; C. C. Simons, 
130 Clinton street, Brooklyn, is distributor for Brooklyn 
and Long Island; Kenneth Hedeen, formerly with Mr. 
Simons in New York, has been appointed district man- 
ager in charge of Philadelphia sales, and S. R. Jack- 
son is now district manager in charge of sales in 
Pittsburgh. 

New sales agents have been appointed in several 
important cities as follows: 

Davenport, Iowa: R. M. Threlkeld, Friden Calculator 
Sales Agency, 313 Putnam building. Reno, Nev.: Harry 
S. Foote, Friden Calculator Sales Agency, 130 West 
Second street. Bismarck, N. D.: Bismarck Tribune, 
Friden Calculator Sales Agency, 222 Fourth street. 
Toledo, Ohio: John D. Schulmeyer, Friden Calculator 
Sales Agency, 1220 Madison avenue, Suite 204. Mr. 
Schulmeyer replaces Arnold Eriksen in this city. 
Memphis, Tenn.: A. H. Roop and E. N. Porter, Friden 
Calculator Sales Agency, 212 Farnsworth building. 

At the same time the company announced that 
North Dakota was formerly served by the Thief River 
Falls office, but this territory will now be taken care 
of by Bismarck and the first named office will operate 
as a sub-agency under Minneapolis. 

oe 

ALEXANDER STAFF UNHURT IN ENEMY RAID 

Word has been received to the effect that the Jap- 
anese bombing of Pearl Harbor and Honolulu on 
December 7 failed to demolish the home or squelch 
the American spirit of another stationery and office 
supply store in the Hawaiian Islands. 

The latest firm to report “no damage” is Alexander 
Brothers, Ltd., 180 Merchant street, Honolulu, dis- 
tributors in Hawaii for the Underwood typewriter. 
The “dispatch” was from General Manager W. G. 
“Bill” Huston, speaking for President Fred P. Alex- 
ander, and it was to the point. It read in part: 

“Just to let you inow that Alexander Brothers, 
Limited, is still operating and in the ‘land of living.’ 
No one was hurt in our organization but had some 
very narrow escapes.” 








> DOC 7-1 OR « 





Arriving one hour and twenty minutes after the new 
year was ushered in, a seven-pound, eleven-ounce baby 
boy on January 1 joined the household of Norman L. 
Hanna, sales promotion manager of the Philip Hano 
Company, Inc., Holyoke, Mass. Named Gregory Lee, 
the young man, according to his proud parents, assures 
the Philip Hano organization that there is another 
good sales promotion man ready to go to work when 


called upon. 
te 


John Amato, of Horder’s, Inc., Chicago, is still re- 
ceiving congratulations on the birth on January 17 to 
Mrs. Amato of a son. The young man introduced him- 
self to the world at the West Suburban hospital in 
Oak Park where he tipped the scales at five pounds, 
eight-and-three-quarter ounces. He has been named 
John Lawrence. Everybody concerned doing fine. 

a 

Don Watts, connected with the Underwood Elliott 
Fisher Company at Fremont, Ohio, is the proud father 
of a baby girl born to Mrs. Watts on January 13. The 
young lady, who tipped the scales at eight pounds and 
thirteen ounces, has been named Sandra Jean.—AK 
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Jasper Ch 


Leather 


Upholstered 
Chairs 






Typical of 
American Resource 
and Stability 


Excellent furniture woods—finest upholstery leathers 
are available to American manufacturers. The 
best brains now engaged with furniture design and 


handicraft find here a fertile ground for expression. 


Dealers in office furniture have an important part in 
maintaining the war effort at peak efficiency. In 
thousands of factories over the nation, swift execu- 
tion of orders depends upon definite detailed rec- 
ords, safely filed, to be quickly found. Above all, 
there must be clear concise thinking and right deci- 


sions on the part of management. 


More real comfort, long life and handsome dignity 
are offered in JASPER CHAIR CO. office chairs... . 
so many designs that every prospect finds one or 
more to his liking . . . wood finishes and leather Sree CHAIR > 
colors in variety to appeal to all. Office furniture . 
merchents recommend ‘The Right Chair at the Right 


Price’. Delivery details will follow specification of 
YASpER, \N& 





your needs. 


JASPER CHAIR CO. 


JASPER IN DIANA 





Geo. A. Litchfield, Sales Mgr. 
W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West) R. J. Freeman, (Eastern) 
6708 Glenwood Ave., Chicago 405 Orpheum Bldg. 383 Madison Ave. 
Phone ROGers Park 3644 Seattle, Wash. New York, N. Y. 


REPRESENTATIVES: 
E. W. Thomas, (Southwest) James S. Fowls, (Southern 
Box 3493 Peninsula Station P. O. Box 1118, 
Daytona Beach, Florida St. Petersburg, Fla 
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A COMPLETE LINE OF STEEL OFFICE EQUIPMENT 
Sold through Dealers only 


PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH & HASBROOK STS., PHILADELPHIA, PA. 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


USINESS is generally good in the office appliance 
business in southern California. A major adding 
machine company branch and at least three different 
typewriter company branches are apparently getting 
all the machines they need. In the office furniture 
field there is naturally a big drop-off in the amount 
of steel furniture shown and the wooden filing cabinet, 
both used and new, is having a new birth of freedom. 
“ * i 
Cliff Sanders Sells Business.—Cliff Sanders who has 
owned and operated the Guaranteed Typewriter Com- 
pany at 439 South Spring street for the last six years, 
building it into one of the major stores in town in the 
rebuilt typewriter business has sold the store and 
good will to S. P. Surmagne. Mr. Surmagne comes to 
Los Angeles after tweny years experience as distribu- 
tor for the Underwood Elliott Fisher Company in seven 
European countries. He had headquarters in Vienna 
and distributed in Austria, France, Greece and several 
Balkan countries. He came to America to stay in 
1940 and chose Los Angeles partly because of climatic 
conditions but expects to build up a large distributing 
business here. He hopes to secure territorial distri- 
bution for various items and is open for contacts. 
* % * 


Claims Tenure Record.—R. D. Clements, seventy- 
five years old, active floor salesman in Wolcott’s, of- 
fice supply store at 214 South Spring street, Los An- 
geles, possibly can lay claim to being the oldest man 
in point of continuous service in the stationery busi- 
ness in Los Angeles. Mr. Clements has been selling 
paper and pencils for exactly sixty years, starting in 
Paducah, Ky., near which town he was a boy on the 
good old farm. One of his first customers was Irvin 
S. Cobb, also a product of Paducah, who as a school 
boy, bought supplies in the store where Clements, nine 
years Cobb’s senior, was employed. Wolcott’s is find- 
ing business good and a new man has been added to 
the stationery department force only recently. 

* * * 


In New Location.—B. Schorr, proprietor of The Of- 
fice Equipment Exchange, has moved his store from 
410 to 200 South Spring street. This gives him a cor- 
ner location with light and display on both front and 
side. The area due to the development of the Civic 
Center is gradually improving as a business district. 
This was indeed the main part of the business section 
of Los Angeles forty years ago and bids promise of 
big gains again. Mr. Schorr is happy with his move. 


New Secretary.—Rose Mary George is the new sec- 
retary to Ralph Graham, sales manager for the 
Schwabacher-Frey Company, taking the place of Mrs. 
Capola Christie who held the position for some years. 


Nichols in Los Angeles.—Frank R. Nichols, general 
sales manager for the Columbia Ribbon and Carbon 
Company, Glencove, N. Y., spent several days in Los 
Angeles early in January. 


Contest Successful—A two months filing supply 
sales contest in the Schwabacher-Frey Company or- 
ganization saw every one of the twenty-three sales- 
men participating well over his quota before the end 
of the period. 


Carl Grimes Better.—Carl Grimes, president of the 
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WON THEIR WAY TO FAME 







A tip to stationers 
to display Ticon- 
deroga pencils in I 
dozen and '2 gross 2 


boxes. 


VA Pencil Sales Dept. 98-J2 


JOSEPH DIXON CRUCIBLE CO. . JERSEY CITY, N. J. 
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Why your Red Cross now needs 


FIFTY MILLION DOLLARS 


Every dollar that you give now to your Red 
Cross marches into the thick of things where humani- 
tarian help is needed most-—up to the fronts and bat- 
tle stations where the fighting is heaviest. And 
throughout our broad land to train and equip volun- 
teers to meet any emergency that may strike. 


How this War Fund is Used 
SERVICE TO THE ARMED FORCES $25.000,000 


Provides for the care of the Army and Navy, 
including services to men in hospitals and dur- 
ing convalescence. @ Provides an important 
link between the service men and their fam- 
ilies. @ Provides essential medical and other 
supplies outside of standard Government equip- 
ment. @ Operates Red Cross headquarters at 
camps and naval stations. @ Enrolls blood do- 
nors and medical technologists for Army and 
Navy needs. @ Provides millions of surgical 
dressings, sweaters. socks, etc., through volun- 
teer workers. 


DISASTER AND CIVILIAN 
EMERGENCY RELIEF e e $10,000,000 


Supplies emergency needs for food, clothing. 
shelter and medical attention for disaster vic- 
tims. @ Assists stricken families in repair of 
homes and other adjustments; provides mini- 
mum reserves of essential relief supplies to 
prevent unnecessary delays. 


CIVILIAN DEFENSE SERVICES e $5,000,000 


Trains volunteers for home nursing and nurses’ 
aides. @ Trains nurses, men and women, for 
active duty with the Army and Navy. e Trains 
volunteers in First Aid and accident prevention, 
in Motor Corps, Canteen and Production. ¢ 
Organizes fer evacuation of children and their 
families from stricken areas. @ Assists Red 
Cross Chapters in establishing effective coordi- 
nation of emergency relief. 


SERVICE AND ASSISTANCE 
THROUGH CHAPTERS e e $4,000,000 


Gives assistance and service to the 3,740 Red 
Cross Chapters with their 6.131 Branches re- 
sponsible for local Red Cross activities. 


OTHER ACTIVITIES AND 
CONTINGENCIES e e e $6,000,000 


New activities made necessary by unexpected 
developments. 


TOTAL . . ° ° $50,000,000 


THE AMERICAN RED CROSS 
$50,000,000 WAR FUND 


Note to Red Cross Canvassers: Use this material to better inform contrib- 
utors how their donations are being expended. 
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Grimes-Stassforth Company, has recovered from a 
very severe attack of flu which put him out of the 
running from December 27 to January 20. He was 
still feeling a bit wobbly when he returned to duty on 
this latter date. He said even then he could not hear 
any too well yet. , 

om * * 

Stork Busy at Schwabacher-Frey’s.— The stork, 
famed bird with ideal Chamber of Commerce proclivi- 
ties, is partial to the employees of the Schwabacher- 
Frey Company. Wasting no time after handing Father 
Time a baby known as “1942” the bird made straight 
for the home of Denny Warrender, Schwabacher-Frey 
salesman, and left a fine baby girl on New Year’s Day. 
That is starting the new year right. During the last 
month another fine boy was left at the home of John 
Martin, salesman, and a fine boy at the home of Sim 
Schaeffer, manager of the printing plant. Incident- 
ally, Dan Cupid, another mythological character 
trained by the Chamber of Commerce, also showed 
up at Schwabacher-Frey’s during the month with the 
result that Leonard Zimmerman, manager of the re- 
tail art department, took unto himself a wife, formerly 
Miss Marian D’Antoni, an employee of that depart- 
ment. ‘= + 


Service School Established.—The Underwood Elliott 
Fisher Company has established a service school at 
the Los Angeles branch where mechanics and repair 
men from the territory will receive professional in- 
struction under the direction of Ralph Call who has 
been a typewriter mechanic for the company for the 
last eighteen years. Mr. Call went East to take special 
factory training before taking over the new job. 


*” »*” * 


Offices Moved.—The offices of the Stationers’ Asso- 
ciation of Southern California have been moved from 
the tenth to the twelfth floor in the building at 215 
West Seventh street. Blake Lockard, secretary, is now 
ensconced in light cheerful rooms with a good out- 
look on life well above the commonplace. 


* * * 


Urges Better Coodperation.—Ben Tufeld, proprietor 
of the Western Office Furniture Company, 428 South 
Spring street, says it would make a great many dealers 
happier if all manufacturers would show a very thor- 
ough spirit of codperation when accepting orders 
which due to priorities, etc., cannot be filled imme- 
diately. Ben says he as well as others have placed 
orders which have been accepted without comment 
only to get word afterwards that shipment or delivery 
would be greatly delayed. It would make for a hap- 
pier situation to know before an order is placed rather 
than afterwards, he points out. 

* + oa 

General Office Furniture Company Busy.—The Gen- 
eral Office Furniture Company, Los Angeles and 11th 
streets, reports volume as keeping up well. The heads 
of this company also own a steel furniture manufac- 
turing company in Los Angeles and due to priorities 
have successfully maintained reasonable volume at 
the factory. * * * 


Reach Quotas by 15th.—All three divisions of the 
Underwood Elliott Fisher Company’s Los Angeles 
branch had reached their full January quotas by the 
fifteenth of the month, a record showing for this 
branch or perhaps any branch. 

- o * 

Miller Auditor Checks Figures on New Account.— 
“Nine pounds and two ounces is correct,” says Ben 
Landers, auditor for the Miller Safe and Desk Com- 
pany, “I have re-checked the figures.” Ben is refer- 
ring to an elegant baby girl, Sandra Gay, a new ac- 
count placed on the books at the Landers home re- 
cently. Incidentally, the ledger notation is on Page 1. 


*- 7 * 


Julius Miller Back on Job.—Julius Miller, proprietor 
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PATRIOTISM 


Patriotism means more than singing the Star Spangled 
Banner and waving the American Flag. It means doing our 
bit without counting the cost—accepting personal sacrifice 
as personal privilege. It means putting Country before self 


—National Need before individual desire. 


The price of Liberty is high—but not too high for those 
to whom it is dear. Americans of the past paid nobly for 


Freedom. We, too, must pay if we are to remain Free. 


Freedom depends on Victory. Victory depends on the 


proper equipment for our fighting men. Steel, brass, cop- 


per, aluminum are vital in the construction of this equip- 


ment. All other uses for these metals are secondary. 


We all share in the sacrifices involyed—manufacturer 
and distributor alike. Columbia appreciates the immediate 
and whole-hearted response of its dealers in their ready 
acceptance of this situation and their desire to join with 
us in meeting its conditions fully. Not to do so would make 


us unworthy to do business in a country such as ours. 


=’ COLUMBIA STEEL EQUIPMENT COMPANY 


PHILADELPHIA, PA. 


LINCOLN-LIBERTY BUILDING 
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NO TAX jor FRILLS, NO PREMIUM 
for FANCY IMPRINTING 


PEERLESS 
KEY-IMPERIAL 


Ribbons and Carbons are in tune 
with the new American Spirit! 





December 7, 1941 marked a new era in American industry. 

Ribbon and Carbon Dealers sensing the new tempo of the times, 
turned away from fancy trappings and said, "Give us QUALITY—minus 
the tax for deluxe packaging and imprinting!’ 

We at PEERLESS KEY-IMPERIAL did not have to make any sudden 
adjustments . . . for more than a decade we have advocated a QUALITY 
line, a comprehensive competitive line, a basic simplified line for every 
commercial use. 

We were among the first to prove to Dealers that ribbons and carbons 
can be highly profitable. We were THE first to introduce a type of 
exclusive factory co-operation that enabled Dealers to "'crack'’ large 
volume accounts that had always been beyond reach. 

Mr. Dealer, gear yourself to our new war-time economy. 

Get full details of the PEERLESS KEY-IMPERIAL franchise. > 
Insure continued ribbon and carbon PROFITS by selling a : 
line that accents QUALITY instead of non-essentials. 


ON THE KEYys 





<e™ 






PEERLESS KEY-IMPERIAL MFG. CO., INC. 


THE KEY MEN OF AMERICA—Manufacturers with the dealers’ viewpoint. 


General Office and Factory: 409 Mulberry Street, Newark, N. J. 


NEW YORK CITY CHICAGO LOS ANGELES 
321 Broadway 179 W. Washington Bivd 828 S. Spring Street 
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of the Miller Desk and Safe Company, 211 West Sec- 
ond street, is back on the job after laying off for about 
three months on account of illness. 

~ ~ * 

Business Above Average.—‘‘Business is even above 
average for January,” said Michael Stein of the Sta- 
tionery Exchange, 324 South Spring street, Los Angeles, 
on January 20. Sidney Rosenblum is the other member 
of the firm, a company which is not only in the 
stationery business but also has its own printing 
plant in the rear of the building. 


Good Volume in Leather.—Frank Ybarra, proprietor 
of the National Office Furniture Company at 218 
South Spring street, Los Angeles, is finding and for 
the present supplying, a keen demand for leather 
upholstered office furniture. 

7 + * 

Repair Business Good.—Mrs. Dan Goldman who 
owns the Superior Typewriter Company at 216 West 
Fourth street, Los Angeles, says she is finding repair 
business very fine these days and the general station- 
ery and minor office supply business is also satis- 
factory. a 

Johnson Visits Sons.—James Johnson, branch mana- 
ger for the Underwood Elliott Fisher Company, has 
returned from a visit to one of his sons and a daugh- 
ter in the San Yrancisco area. James Johnson, Jr., 
who recently went into the service has been appointed 
to the officers’ training school of the U. S. Army at 
Camp Lee, Virginia, and has gone to that camp. 

eee 
REMINGTON RAND’S NEW FILE LINE TO 
CONSERVE STEEL 

Conservation of steel for defense is the primary 
impulse behind the introduction of a new line of wood 
filing cabinets announced by Remington Rand Inc., 
and described elsewhere in this issue. Substitution of 
wood for steel in the manufacture of the new files, 
it is estimated, will save 6900 tons of the vital defense 
metal a year for guns, ships, tanks and planes. 

O. P. M. officials, before whom a single unit of the 
new line was presented in Washington recently, lauded 
the Remington Rand management for instituting such 
a steel conservation program during the “war emer- 
gency.” 

Company officials said, however, that although wood 
filing equipment will probably largely replace steel in 
the letter and legal sizes, the manufacture of steel 
files in sizes other than letter and legal will be con- 
tinued. Substitution and use of the new metal-saving 
line will be encouraged wherever possible as a defense 
measure and for the practical reason that there are 
no restricting priorities on wood. 

“Our company,” a letter accompanying the an- 
nouncement of the new file said, “desires to comply 
with all governmental rulings that restrict the use of 
steel for most non-defense filing equipment, and we 
are endeavoring as rapidly as possible to put our busi- 
ness on a broad steel conservation basis. Then we 
can report with greater assurance to federal officials 
about the commitments we have made and can better 
serve our normal clientele which looks to Remington 


Rand for fulfillment of its day-to-day filing needs.” 
o—t <« 


PETERS RECOVERING FROM “HIT AND 
RUN” INJURIES 

K. B. Peters, well-known manufacturers’ representa- 
tive and formerly connected with the Monroe Calcu- 
lating Machine Company, is recovering at his Niles, 
Mich., home from injuries suffered when he was 
struck by a “hit-and-run” automobile last month. 
Mr. Peters was treated for a skull fracture, double 
fracture of the right leg and four broken ribs, and 
for a time was in a critical condition. He will be con- 
fined to his bed for at least another month and in 
the meantime would like to hear from any of his old 
friends in the industry. 
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IV STOCK 
and READY TO GO! 


\dequate supplies of our seven authen- 
tically designed executive suites are 
still available from our large stocks. 

Such a wide range of period de- 
signs, done with typical Sloane care, 
gives you the answer to most custom- 
ers’ problems. The quality of mate- 
rials and workmanship in these en- 
tirely Sloane-made suites gives you a 
selling point that clinches in these 
days of extra-careful buying. 

Sloane also offers decorating and 
custom services for customers with 


special needs. 
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* Profitable * 
SCHOOL 


Paper Business 


Can be Yours! 








Do you sell the students their never-ending 
needs for loose leaf fillers or do you let 
others take that business away from you? 


These student sales today will develop in 
later years to profitable adult sales. 


MOHAWK Loose Leaf Fillers are used in 
leading Schools and Colleges throughout 
the Nation. 


@ Manufactured on 16-lb. Watermarked Bond 
Paper 


Full 101%” 
Marginal ruled 


x 8” sheet size 


Punched 6” centers 
Wrapped with attractive bands 


Send for samples and prices today! 


MOHAWK TABLET CO. 


4343 S. Ashland Ave., 
Chicago, Ill. 








We solicit your Inquiries on 
* School Board paper requirements. * 


* * 





* 
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WAR SENDS COFFMAN AND EAST-WEST GAME TO 
LOUISIANA AFTER 16 YEARS IN S. F. 
Bombing scares, blackouts ahd other war conditions 
last month forced the transfer, but not the stopping 
of the famous East-West football game which has 
been held in San Francisco for the past sixteen years 





W. M. COFFMAN 


on behalf of homes for crippled children, under the 
direction of W. M. Coffman, West Coast district man- 
ager for the Underwood Elliott Fisher Company. 

For sixteen years Mr. Coffman has bent every effort 
to stage the great grid contest on each New Year’s 
Day—the day on which San Francisco and almost all 
of northern California turns out en masse for the 
event because the people knew that every dollar col- 
lected at the turnstiles meant additional care and 
treatment for some little sufferer. Besides which, they 
were sure of witnessing a first-class game from the 
teams made up of star football players from several! 
schools east and west of the Mississippi. 

Then came the December 7 bombing of Pearl Har- 
bor and subsequent threats to the Pacific Coast cities 
and it looked as though the crippled youngsters were 
going without funds this year—at least it looked that 
way to those who did not know Mr. Coffman. But 
that gentleman had different ideas. He had done his 
best to help those little boys and girls for sixteen years 
and he’d like to see the fleet of enemy bombers that 
could make him give up now. 

Long distance telephone calls, letters, notes, mes- 
sages poured back and forth across the country with 
all the nation willing to help San Francisco stage her 
annual game, until an agreement was reached. 

NOTE TO ENEMY BOMBERS.—You didn’t stop the 
East-West game. It was played at Shreveport, La., on 
the Sunday following New Year’s Day. 

2 


A MILLION APSCO SHARPENERS SHIPPED IN 1941 

Frank Hughes, operating manager of the Automatic 
Pencil Sharpener division of the Spengler Loomis 
Manufacturing Company, Chicago, reports that his 
company produced and shipped over a million pencil 
sharpeners in 1941. This is an all-time high for me- 
chanical sharpeners made by this company. Whether 
or not the record can be equalled this year depends 
upon the availability of raw materials. The demand 
is quite evident, according to Mr. Hughes. 


*—- ¢ 


BROMLEY IN NEW BOSTON HOME 

Bromley & Company, manufacturing stationers of 
Boston, Mass., has recently moved from 150 Causeway 
street, to new and larger quarters at 49 Portland street. 
The new premises are located in a modern building 
and afford the company twice the working space avail- 
able at the former site. This is the third move the 
company has made within the past five years and is 
due to steadily-increasing business. 
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... AND THANKS FOR SELLING ME 


Gunloole 


ROCK MAPLE CHAIRS” 


That’s the reaction you can expect from 
customers to whom you sell these du- 
rable, attractive Rock Maple chairs. 
And here are the reasons why. 

Hard Rock Maple can take a terrific 
beating and never show it. It’s splinter 
proof—a boon to silk stockinged stenog- 
raphers. It’s economical because it 
gives longer service with lower main- 
tenance costs. 

Gunlocke Rock Maple Chairs have 
those extra features which are convinc- 
ing arguments to any buyer. They are 
available in durable finishes to match 
any desk—wood or steel! They carry 
Gunlocke’s 10-year Guarantee. 

So for satisfied customers—your best 
insurance for future business—sell 


Gunlocke’s Rock Maple Chairs. 


This convincing folder to help you tell 
the Rock Maple chair story is available 
in quantities to Gunlocke Dealers. 








No. 1310 





. H. GUNLOCKE CHAIR COMPANY 


WAYLAND, N. Y. 
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“Built Like a 





Skyscraper” 


A Complete Line 


LEDGER 
SHEETS 


COLUMNAR 
SHEETS 


COLUMNAR 
PADS 


ACCOUNTING 
PADS 


WORK 
SHEETS 


GENERAL 
RECORD 
FORMS 


OVER 1400 
FORMS KEPT 
IN STOCK 
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You Can Turn Out More Work 
Faster... With Less Eye Strain 
When You Use MASTER-CRAFT 


C Saver Ruled Forms 


Tired eyes make bookkeeping slow, hard work. 


Tired eyes don’t focus quickly and sharply, don’t 
“pick up” the figures accurately. 


And tired eyes in time become weak eyes. 


Experienced accountants know this—know that 
MASTER-CRAFT “Eye-Saver” forms help to prevent 
unnecessary eye strain. 


Study a Master-Craft form and see why. See. that 
delicate color combination of pale brown and green 
ruling on buff stock. Restful, isn’t it? And how the 
words and figures stand out! 


That buff stock also has a special “flat” surface that 
kills all bothersome reflected glare, yet takes writing 
excellently and erases perfectly. 


Truly Master-Craft ‘“Eye-Saver” Forms are forms the 
good stationer is proud to sell because they are of 
highest quality and workmanship. They attract new 
customers and assure repeat business. 


GHAW-WALKER 


MASTER-CRAFT LOOSE-LEAF DIVISION 





Kalamazoo, Michigan 














FEBRUARY, 1942 


BOB ANDERSON GOES ON A NOVELTY HUNT 

Because of indicated shortages in certain lines, Bob 
Anderson of the Sioux City Stationery Company, Sioux 
City, Ia., decided to investigate the possibilities of mar- 
keting novelties and advertising specialties. Last 
month he and Mrs. Anderson traveled to Chicago and 
New York to inspect available lines. They found sev- 
eral, and went back home to consolidate their gains, if 
a military term may be used. 

On the return trip Mr. Anderson dropped in for a 
visit at O. A. headquarters and signed the Guest Book 
on January 23. He is enthusiastic about his new ven- 
ture. By applying to advertising novelties the same 
skillful energy he has devoted to the general operation 
of his business, Mr. Anderson will steer himself to an- 


other success. 
oe ee 





BUYING A BOMBER!—Patriotic employees of the Speed-O- 
Print Corporation, Chicago, did their bit for their country last 
month when they chipped in toward a fund started by a 
local newspaper to buy a bomber for America. With a smile 
of triumph Manager S. J. Graff holds a check for $100 while 
Virginia McDonnell, Marian Gluck, Helen Dechert and 
Stephanie Liss (left to right) register enthusiasm over the 
good work. 


*—--<« 


ROYAL INTRODUCES NEW TYPING AID 

The Royal Typewriter Company has recently created 
a new method of learning touch typing as a personal 
aid to home buyers of portable machines. 

The new system coordinates Royal’s well-known in- 
stant typing chart with five simplified exercises 
The chart was created with the thought in mind of 
developing a system free of complications, and only 
one-half hour each for the five exercises is recom- 
mended. In addition to being a valuable aid to adults 
the chart can also be utilized in teaching children 
the rudiments of typing. 

The new method is known as the ABC of Touch 
Typing and is distributed only to buyers of new Royal 
portable machines. 

=<? 
ALONZO DOLAN PASSES 
(Too late to classify) 

Alonzo Dolan, president of the Pantagraph Printing 
& Stationery Company, Bloomington, IIl., died late 
last month at the age of eighty-one years. He had 
been prominent in business, fraternal and civic or- 
ganizations for many years in the Illinois city. 

Mr. Dolan is survived by his widow; two sons, Ned 
E. and Fred Dolan; three grandchildren and one great 
grandchild. 

<< 
GUY ELECTED SHRINERS’ TREASURER 

Walter C. Guy, president of the Arkansas Printing 
& Lithographing Company, Little Rock, Ark., was hon- 
ored recently when he was elected treasurer of that 
city’s Shrine Temple and, at the same time, was ap- 
pointed a representative to the Imperial Council, A. 
A. O. N. M. S.—ADR 


During this period 
of exceptional stress, 
the concentrated at- 
tention of our entire 
organization is di- 
rected to the prob- 
lem of how best to 
serve our trade. 


No effort will be 
spared to the end 
that we might evi- 
dence, in concrete 
fashion, thru these 
hectic days, our keen 
appreciation of the 
loyal support we 
have always re- 
ceived from our 
dealers thruout the 
country. 


|; oe Se F 
MANUFACTURING 
COMPANY 


900 E. 95th St. 
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‘Chicago, Ill. 
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PROFITS! 





6 ; Abb ° 
YOU CAN SELL YOUR CUSTOMERS 


Nutian GQiknre GUIDES 


Because they're Better, Stronger, Last 
Longer—They're Something Different! 


THE WABASH CABINET CO. 
WABASH, INDIANA 


The line that's sold only through dealers. 





TO HIGHER 











titi ia: $§ 


HE WABASH CABINET COMPANY 
t 145 E. WATER STREET, WABASH, INDIANA 
Rush our special presentation of The Wabash Line—a vol- 
| ume that will help us to bigger profits! Is an exclusive 
sales franchise available? 








Address | 
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LYON METAL PROMOTES O’CONNOR AS 
BALES RETIRES 

J. B. O'Connor, director of the operating division of 
the Lyon Metal Products, Inc., last month was ap- 
pointed vice-president in charge of development and 
design engineering. He succeeds J. E. Bales who is 
retiring after forty years with the Aurora, IIl., com- 
pany. 

Mr. O’Connor began his career with Lyon Metal as 
a draftsman thirty-two years ago. For a number of 











J. B. O'CONNOR J. A. BALES 


years he has been a director of the company as well 
as manager of the important operating division which 
embraces engineering, planning, purchasing and 
other office departments relating to the production 
end of the business. 

Mr. Bales retires in accordance with the executive 
retirement policy of the company. He has served Lyon 
Metal for four decades and, together with B. L. Waters 
and the late F. S. Waters, was one of the original 
builders of the well-known manufacturing company. 
During the past twelve years he has been in charge 
of development engineering of all new products, many 
of which are now used by almost every type of defense 
industry. 

Mr. Bales will remain as a director of the company 
and will be available for special help and advice from 
time to time. 

<< - 
SANNER OPENS ERIE BUSINESS HOUSE 

H. F. Sanner, for the past thirty years connected 
with the industry in various capacities and until re- 
cently associated with the J. W. Campbell Company, 
Erie, Pa., as secretary and treasurer, last month 
opened a business of his own in the Pennsylvania city. 
The firm will be known as the Sanner Office Supply 
and is located at 1221 Peach street. 

During his three decades in the field Mr. Sanner 
has been delivery boy, shipping clerk, salesman, buyer 
in two Erie stores, in one of which he held a financial 
interest and was its secretary. Four years ago he sold 
out of that organization and joined the Campbell firm, 
taking a position as outside salesman until he became 
part owner and thereby acquired the title of secretary 
and treasurer. 

“When this company, through its directors decided 
to liquidate—although it was 100 per cent solvent,” 
Mr. Sanner explained, “I decided to continue in the 
same lines and carry on under the new name of the 
Sanner Office Supply. With my thirty years of experi- 
ence plus a good acquaintance with my trade I am 
glad to continue in the office equipment business.” 

- ——« — 
FOX TAKES UEF BEAUMONT BRANCH 

J. J. Fox, formerly of Houston, last month was ap- 
pointed manager of the Underwood Elliott Fisher Com- 
pany branch at Beaumont, Tex., according to General 
Sales Manager W. F. Arnold. The Beaumont office is 
located at 938 Pearl street. 
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THE NEW 


R. C. ALLEN “50° 


ADDING MACHINE 


D9 ns 


The only Adding Machine at this price with 


* VISIBLE DIALS 
* AUTOMATIC CIPHERS 


® SELF-CORRECTING KEYBOARD 
*TOTAL AND SUBTOTAL INDICATIONS 
* CAPACITY 5 COLUMNS—TOTALING 6 
* RIGHT HAND CONTROL 


* BLACK SUEDE FINISH 


Adds up to $10,000.00 
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The R.C. ALLEN PORTABLE “95” 
Adding Machine With 
DIRECT SUBTRACTION KEY 


$9900 


Plus Tax 





ADDS UP TO $100,000.00 


Right hand control, cor- 
rection and repeat keys, 
feather-touch, light handle 
pull, deductible amounts in 
red, automatic clear signal, 
visible dials. 





—— 


GRAND RAPIDS, NIGEL. 


Standard Adding Machines « Portable Adding Machines + Bookkeeping Machines 
Statement Machines + Cash Registers + Calculators « Accessories « Supplies 








For Complete Information Mail This Coupon 
ALLEN CALCULATORS, Inc., 678 Front Ave., N.W., Grand Rapids, Mich. 
Have your Agent, express... ... (Quantity) "50" Model $........ check encl. 


Have your representative give us a demonstration on the: 


[]R. C. ALLEN MODEL "50" PORTABLE ADDING MACHINE 
[]R. C. ALLEN PORTABLE “95” WITH DIRECT SUBTRACTION 








Through this advertisement which is appearing in NEWSWEEK and 
NATION'S BUSINESS, thousands of readers, who purchase business 


machines, will be acquainted with the exclusive features and amazing 
low price of the new R. C. Allen ''50"" Adding Machine. 


Write today for complete details: 


ALLEN CALCULATORS INCORPORATED 


678 FRONT AVE., N. W. 
GRAND RAPIDS, MICHIGAN 
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A T 770. UR fame SC OE FO R at Pruaga £i oO ® 





MICHIGAN 5 usteating 


No. 262 60x32 inches 


View 200 LINE DESK : 


Six other flat top sizes, from 66x34 
to 36x26; two drop head, two ped- 


Presented h ere for th C estal and five Secra-Type type- 


writer sizes, three table sizes, tele- 


phone stand and waste basket to 


first time... fully described ™* 
pull . 


in the NEW SOT BIR | encscissitimnne 


oak exteriors, heavy 5-ply panels, 
flush construction. Inside legs are 
recessed 12 inches; ample foot- 


price it Hew adatlable to 2 


metal drawer pulls—all exposed 


dealers upon request. vl 
MICHIGAN DESH COMPANY 
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NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 
Bob Davis, of Miller Davis Company, Minneapolis, 
has been confined to the Northwestern hospital in 
Minneapolis but is expected to be back in circulation 
by the time this column reaches the printer. .. . Mrs. 
Teresa Regan, mother of Charles Regan, seventh dis- 
trict governor, passed away in January. Funeral serv- 
ices were held in South St. Paul. ... Mrs. A. Mickel- 
son, whose husband is connected with the Brown- 
Blodgett Company, was operated upon at the Midway 
hospital in St. Paul, January 12.... Just a few of the 
paper house graduates in the Minneapolis stationery 
business: Ed Hansen, Miller-Davis Company; Prox 
“Little Caesar” Masley and Cliff Talty, all former mem- 
bers of the Leslie family. ... Then there is Herb Fall, 
who sold postcards way back when... . Billy Allen was 
seen during January eating lunch at the Ryan, as has 
been his custom for years. ... Ham Kendrick is said 
to have a real fondness for goobers (peanuts to you) 
and is reported to have enjoyed himself with his good 
friend, Al Linde, at the famous Peanut House in Mil- 
waukee not so long ago. .. . Stan Griebel was seen 
recently at the Sky room of Milwaukee’s Plankinton 
house with George Schumacher. . . . Two other recent 
guests at the hostelry were Bill Jarchow and August 
Hunn. . It is said that ‘““Here-He-Comes-There-He 
Goes” Fleet had converted another stationer to his 
brand of automotive transportation. .. . The Fingel 
Flash is busily engaged in telling Des Moines stationers 
why it is necessary to return unfilled orders for re- 
ordering and reports good dealer acceptance of the 
plan. ...Chet Harper, who made the Twin Cities area 
for Wilson-Jones has moved back to his old stamping 
ground in the Detroit district. ...And Elgin Burke, 
formerly with Boorum & Pease has taken over the 
Twin Cities for W-J.... Harry Bergquist, transferred 
from the Illinois territory comes to the Twin Cities 
district for Boorum & Pease, a territory he covered 
some time ago for Wilson-Jones. ... And the North- 
west Travelers Club welcomes him back into the fold 
and wishes the best of luck to the others. .. . In case 
you have not heard, Vicki Valleau is supposed to have 
said “Daddy” when Tom got home from a recent trip. 
. But there were no witnesses. .. . Curtis 1000, Inc., 
suffered a disastrous fire early last month and tragedy 
was added to the conflagration when three firemen 
were killed while fighting the blaze. .. . Einar Carlson 
has a new mouth to feed at home, having just acquired 
a puppy which, according to Mrs. Carlson is eating 
more rations than a troop of cavalry. ... Fred Vye, who 
has bought lunch for Carlson on a few occasions, 
claims the pup hasn’t got anything on its boss... . Art 
Grayston, Frank Statt, Howard Schaub and Jack Gold- 
man were among the stationers attending the Bernie 
Bierman dinner at the Nicollet on January 16... . Tiny 
Roos was also among those present and is said to have 
“gone out to dinner” after polishing off the banquet. 
. The County Officers convention registration list 
at the Nicollet recently was increased by such names 
as the Poucher Printing & Lithographing Company, 
Miller-Davis Company, Japs Olson Company, of Min- 
neapolis; the Fritz-Cross Company, St. Cloud; Free 
Press, Mankato; Security Blank Book Company, of St. 
Cloud: Jones & Krueger, Winona, and Vic Lundeen, 
Fergus Falls. Carl Schutz, the Eaglet, and Lou Win- 
gert, the General handyman, were also present. 





oe -¢ 


STEELE TO HEAD ROYAL CAMERA CLUB 
Burton Steele last month was elected president of 
the Royal Typewriter Company’s Camera Club. Other 
officers are Stillman Shaw, vice-president; Russell 
Metcalf, secretary; Edmond Sticotte, treasurer, and 
George Siegel and C. A. Sherman, program commit- 
teemen. 
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A GOLDEN OPPORTUNITY 
FOR DEALERS 


Stepped-up production resulting from the in- 
creased defense program provides a vast poten- 
tial market. With the Cesco Line the dealer 
has every advantage—he can offer the latest 
in Record Keeping Equipment. Here are just 
a few outstanding items. 


p———————VYISIBLE RECORD 8OCKkS——— 
A range of Forms and Binders unap- 
proached by any manufacturer. Shift and 
Non-Shift Binders—Forms for all types 
of records. 








r——STRIP ACCOUNTING SYSTEMS 
A new method for gathering reports, 
data and figures intensely interesting to 
auditors. Peg Boards and Binder Equip- 
ment. 











SOCIAL SECURITY RECORDS 
A series of stock forms that will fit all 
needs. Visible Systems, Strip Forms. A 
vast potential market of unlimited scope. 





FORMS AND BINDERS 
In addition to all the standard numbers, 
Cesco offers many exclusive items—all 
with unusual sales appeal. 














Send for Complete Catalog 


Acquaint yourself with the new Cesco Line— 
send for Catalog today. Exclusive agencies 
available to established dealers. Details on 
request. 


The C-€- SHEPPARD CO. 







** 4407 21+ Streef,- LONG ISLAND CITY, N.Y-< 
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NEW 
AUTOMATIC 
LOAD LEVER 







BEAUTIFUL BLACK 
CRACKLE FINISH 











PINS 
For Temporary 
Fastening 








GE") 


STAPLE-MASTERS 


available for 


SHIPMENT 





SOLD THROUGH 
SELECT 
AL THORIZED 
DEALERS 
CO. 


MARKWELL MFG. x. 


200 HUDSON STREET, WEW YORK 





if PLE-MASTE 


IMMEDIATE 


| 
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Calendar of Industry 
Activities 
Chronological Arrangement of Major 


Events For Easy Reference 


February 15 to 18. National School Supply Associa- 
tion convention, Palmer House, Chicago. (Executive 
secretary) L. E. Parmenter, 307 Shop Section, Palmer 
House, Chicago. 


« » 


February 16 to 19. Fourth annual Luggage and 
Leather Goods Exposition, Palmer House, Chicago. 
(General chairman) E. R. Manning, C/o Stein Bros. 
Manufacturing Company, Inc., 231 South Green street, 
Chicago. 

« » 

March 20 and 21. N.S. A. eighth regional meeting, 
Muehlbach hotel, Kansas City, Mo. (Governor) Walter 
C. Guy, Arkansas Printing & Lithographing Company, 
Little Rock, Ark. 

« » 


April 30 and May Il. Illinois Booksellers & Station- 
ers Association convention, Abraham Lincoln hotel, 
Springfield, Ill. (President) Homer S. Jacquin, Jac- 
quin & Company, 321 Main street, Peoria, III. 


« » 


May. Wholesale Stationers Association of America 


annual convention, Royal York hotel, Toronto, Canada. 


(General manager) H. C. Whittemore, 250 Fifth avenue, 
New York, N. Y. Actual date not yet decided upon. 


« » 


October 5, 6 and 7. National Stationers Association 
convention, Palmer House, Chicago. (General Man- 
ager) Charles P. Garvin, 740 Investment building, 
Washington, D. C. 

<i © 
THREE REMINGTON MEN BECOME BRANCH 
MANAGERS 


Remington Rand Inc., Buffalo, N. Y., last month 
announced the promotion of three star salesmen to the 
position of branch managers. Those involved and the 
branches they take over are S. L. Hooper, Washington, 
D. C.; T. M. Ralph, Pittsburgh, Pa., and W. E. Pierce, 
Syracuse, N. Y. 

Mr. Hooper, a native of California, joined Remington 
Rand in 1914 and one year later was presented with a 
handsome gold watch for creating an outstanding sales 
record. From 1918 to 1925 he directed portable sales 
on the Pacific Coast and later served as division assist- 
ant sales manager out of the home office. In 1939 he 
became noiseless sales manager, a position he held up 
to the time of his newest appointment. 

“Traveled all over the United States in line of duty” 
is the enviable record of Mr. Ralph. Joining Reming- 
ton Rand after he graduated from the University of 
Michigan in 1928, Mr. Ralph has subsequently made 
his headquarters in Buffalo, Boston and Albany. Two 
years ago he was made traveling representative out of 
the home office and shortly thereafter became sales 
manager for standard machines. 

Mr. Pierce’s career has centered principally in the 
East with time out for army duty during World War 1. 
He joined his present company in 1924 at Houston, 
Texas, going to Newark, N. J., in 1934. One year later 
he won an assignment as district manager at Paterson, 
N. J., where an outstanding record promises a continu- 
ance in upper New York state 
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THAT HELPS PUT SYSTEM INTO 
“VICTORY” BUSINESS 





LANNING is essential to a smooth flow of defense 

goods. There must be no pile-ups—no lack of 
system. To accomplish this—so necessary to all-out 
production — it takes good office equipment. 

A-S-E Aurora Files, DS Files, Cabinets, and Blue- 
print Cabinets are helping management put system 
into victory production. They’re being used in the 
handling of administrative and clerical operations. 
You can aid the Victory effort by selling this equip- 


ment, which management needs in its plans for all-out % A-S-E Aurora Files are designed for the most active 
production. And, at the same time, you'll be helping fling service ... built to give a lifetime of trouble-free 
yourself, use. They are available in four grades, selling at differ- 

Write today for full information on A-S-E Aurora ent price ranges. Their exceptional filing capacity, strong 
products. They are on the front lines of defense activ- construction, and unusually attractive appearance have 
ity — and they can keep your profits at the front, too. helped build profitable business for many dealers. 


ALL-STEEL-EQUIP COMPANY, INC. 
602 JOHN STREET AURORA, ILL. 
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Leopold Junior Streamline Furniture made of walnut by Leopold Craftsmen of Burlington,lowa 
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Glaser Beverages, Inc. of Seattle selected this Modern Efficient Styling —Installed by James D. Headley 
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DEALERS keep their customers happy when they fully supply their 
customers’ requirements. Today, that isn’t so easy. But H. M. Storms’ 
Products continue to satisfy every customer requirement in Carbons 
and Ribbons. 

Selling ‘““The Complete Line” is the surest way to keep customers happy, 
and a happy customer will be found more reasonable in his other de- 


mands on yourself and your staff. 





It’s been proven . . . 


That office folks like the finer appearance 
and longer wear of CLEANGRIP carbon 
paper. Best of all, they like its resistance 
to curl. Dealers say that CLEANGRIP car- 
bon paper builds their profits and holds 
customers. Do you stock CLEANGRIP? 
Send for Dealers’ Samples and Prices. 


H. M. STORMS COMPANY 


Makers of “The Complete Line’ 
of Carbon Papers and Inked Ribbons 


561 GRAND AVE., BROOKLYN, N. Y. 
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Corns erern’ 


TRACE Mann 
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PAUL WIELANDY RETIRES 

(Continued from page 37) 
he was twelve years old his father sold the farm and 
moved to St. Louis, where the youth attended public 
schools. When he had finished the fifth grade, at the 
age of fourteen years, he secured his first job, with the 
St. Louis Book & News Company, a concern with which 
he continued for three years. At that time he was 
offered a position with the oldest house of its kind in 
St. Louis, Shorb & Boland, then the largest book and 
stationery jobbers west of the Mississippi river. When 





DAVID KOELLER, JR. 


nineteen years old, in 1883, he began his career as a 
traveling salesman for that concern. He was assigned 
the territory of Colorado, Wyoming, Utah, New Mexico. 
Arizona, and the Indian Territory. During the next 
nineteen years, Mr. Wielandy traveled all over this 
territory and literally grew up with the country. He 
was the pioneer salesman blazing the trail for the line 
he represented; and before the railroads were built he 
spent much of the time traveling by the old Concord 
stagecoach and the famous “covered wagon.” 

As can well be imagined, his experience made him 
self-reliant and full of initiative and laid a splendid 
foundation for the responsibilities which later were to 
come to him. In 1901 he quit the road and his house, 
John L. Boland Book & Stationery Company, which 
had succeeded Shorb & Boland, and in association 
with his brother, F. H. Wielandy, and A. M. Blackwell 
of Las Vegas, N. M., The Blackwell Wielandy Book & 
Stationery Company was founded with Mr. Blackwell 
the first president and Paul J. Wielandy, vice-presi- 
dent. Mr. Blackwell died on February 14, 1912, and on 
February 20, Mr. Wielandy was unanimously elected 
president of the company, which office he held until 
now, serving thirty years as president of the company 
and rounding out sixty-four years in the stationery 
industry. Upon Mr. Wielandy’s retirement as president, 
he was elected to the post of chairman of the board 
of directors. 

Mr. Wielandy did more than stick to his job, he 
stuck to his line, the business in which he started as a 
fourteen-year old country boy. In other words, cover- 
ing a working period of sixty-four years he has had 
only three jobs, all in the same line. His theory, which 
he has satisfactorily proved in his own career, is that 
the longer a man sticks to his job the more he becomes 
worth to his concern. 

Active in Civic Affairs 

Mr. Wielandy is an officer of the St. Louis conven- 
tion and publicity bureau, St. Louis Safety Council, 
Goodwill Industries of Missouri, an active member of 
the St. Louis Chamber of Commerce, and many other 
civic organizations. In 1912 the Christian hospital of 
St. Louis was organized under his leadership. He is 
also a charter member of the St. Louis Municipal 
Opera and was the “father” of the St. Louis Style Show 
and “Buy in St. Louis League.” He is a past president 
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Quick Sales! 
Steady Profits! 


For Year-Round Stability 
Stock the 


NATIONAL LINE 





National Brief Cases give the dealer a leath- 
er goods product of year-round, universal 
appeal. Men, women and school children 
. . . Travelers and stay-at-homes . .. are 
all potential customers. Cash in on this 
constant market by stocking the National 
Line. 

High quality merchandise priced for quick 
turnover and large volume, the National 
Line gives the dealer assurance and con- 
fidence that he is more than meeting all 
competition. 


NATIONAL BRIEF CASE MFG. CO. 


512 S. Peoria St., Chicago 
10 E. 34th St., New York 1709 W. 8th St., Los Angeles 











OUR SCHOOLS PROTECT 


AMERICA’S FUTURE 
WeHelpThem Do (im 
Their Jobs Well! os 







See Our Exhibit 
of Chairs at the 
School Show, 
Palmer House 
Chicago 
Feb. 15-18 
Room 
1056 & 1057 





Arm Chair 


The salvation of our country in the years to come rests on 
American Youth. Let's not neglect the school—we must 
maintain the high standard of our educational system by 
providing the right equipment. Jasper Seating Co. makes 
an outstanding line of school chairs. 


Jasper Seating Company 
JASPER, INDIANA 


CHICAGO: L. H. Farber, 529 So. Wabash Ave. Phone: Webster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 
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STATIONERS: 


Investigate the Merits of 


ROBERTS 


MODEL 95 


The Quality five action, all steel 
and nickel, Numbering Machine 
with capacity for ten wheels 


~—and priced competitive to ordi- 
nary machines of four and less 


actions; and UNCONDITION- 
ALLY GUARANTEED. 


Prices begin at $13.00 for the 
five wheel machine. 





Your large discounts give you 
a real incentive to sell these 
units. 


The 
ROBERTS NUMBERING MACHINE CO. 


Western Distributor LOUIS MELIND COMPANY 


694-710 Jamaica Avenue Brooklyn, New York 
362 W. Chicago Ave., Chicago, Ill. 593 Market St., San Francisco 








A NEW LINE of 
Folding Chairs! 


Better Seating— 
Higher Quality 
—Plus Economy 





@ Large Saddle seat— 
choice of steel, ply- 
wood or upholstered 
leatherette. 


@ 5 sided channel steel 
frame. 

@ Extra rigid construc- 
tion. 

@X-brace prevents 


frame twisting. 


@ Upholstered back. 





Send for folder giving complete 
details, prices and discounts. 


KRUEGER Metal Products Co. 
eae Wbenois 
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of the Wholesale Stationers Association of America, 
having served as its fourth president for two terms, 
1920-22, is a member of the Rotary Club, has for years 
been prominently identified with all movements for 
civic betterment, and worked untiringly for the huge 
bond issue, which many regard as the cornerstone of 
the present prosperity of St. Louis. 

On June 29, 1904, Mr. Wielandy was united in mar- 
riage with Miss Louise Angermueller of St. Louis, and 
from this union there was one daughter, Louise, now 
the wife of Campbell Alexander of St. Louis. 

Mr. Wielandy’s wit, keen sense of humor and un- 
failing good nature makes him a desirable and de- 
lightful companion and it is doubtful if any man in 
St. Louis has more friends than he possesses. Of him 
it has been well said: “In all of his undertakin‘s, 
whether in the upbuilding of his individual fortunes 
or the advancement of the public welfare, he has been 
remarkably successful. He has fathered many public 
matters, often against strong opposition, but he never 
makes an enemy, displaying notable tact in handling 
men and never losing his temper. He has never been 
known to surrender a principle to popularity. He is 
a man of excellent judgment and he cannot be swerved 
from a stand which he believes to be right, yet it would 
be difficult to find any one who awakens so little an- 
tagonism among those who hold dissimilar views.” 


Honored by Industry He Serves 


On April 26, 1938, one of the most unusual surprise 
parties ever held in the stationery industry took place 
at the Claridge hotel, St. Louis, honoring Mr. Wielandy. 
The party was in commemoration of the sixtieth anni- 
versary of his entrance into the stationery business. 
At the close of the luncheon, Mr. Wielandy was pre- 
sented with a large picture map, measuring two by 
three feet, especially made up for the occasion and 
featuring in graphic form the extensive territory he 
covered and the various cities and towns he visited 
regularly during his early years as a stationery sales- 
man. 

Mr. Wielandy is often referred to as the “grand old 
man of the stationery industry,” and in due respect 
to his long service, the Wholesale Stationers’ conven- 
tion in 1939 was held in St. Louis at the Chase hotel 
on his seventy-fifth birthday. 

Mr. Wielandy is the author of “The Romance of an 
Industry,” an authoritative depiction of more than 
three score years of progress in the book and sta- 
tionery business. It not only gives a resume of Mr. 
Wielandy’s past history on the road as a traveling 
salesman, but also gives complete details of practically 
every article entering into the business. 

Another of Mr. Wielandy’s most recent books is 
“Selling Slants By an Old Drummer.” This is a book 
on salesmanship and not only gives many of Mr. Wie- 
landy’s experiences, but is so written that it is very 
valuable to a sales manager in any type of organiza- 
tion in the training of young salesmen. It is full of 
the author’s characteristic phrases and wholesome 
punch for which he is so well known. 

Other officers of the company are: F. H. Wielandy, 
vice-president; Ferd. Meyer, vice-president and gen- 
eral manager; C. K. Murphy, vice-president; Celsus 
Orear, secretary, and Edward C. Klick, treasurer. 


sive ralipiacinatimetain 
POST OFFERS AID TO GOVERNMENT 
CONTRACTORS 


The Frederick Post Company, Box 803, Chicago, IIl., 
is offering to government contractors and sub-con- 
tractors confidential expert advice on “a time-saving 
method of reproducing drawings required under fed- 
eral contracts.” For those seeking this information it 
is necessary that the request be made on company 
letterhead, signed by an official of the firm. It is also 
pointed out that the request must be accompanied by 
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PRIORITIES 


You seldom appreciate air and water until they become scarce. 
So with the basic commodities prescribed by our Government for 
its all-out Defense job. ‘Tis a plain case of making the best of 
things . . . and that’s where our tremendous plant, facilities and 
branch organization will be helping you no end! 


Mirttac « Votcer, Inc. 
PARK RIDGE ° NEW JERSEY 


These convenient branches to serve you faster and better 
CHICAGO BOSTON ST. LOUIS KANSAS CITY SAN FRANCISCO LOS ANGELES 



















DEALERS! You Can Safely Recommend 
STEEL High Desk Stools and Chairs 
for LIFETIME SERVICE 

You will encounter very little competition on these 
articles because they are distinctly different from 
anything else. 

The No. 626 High Desk Stool and the No. 7206 
High Desk “Postur-Chair” are considered far 
superior to anything else offered. 

They are not out-classed by the 
much higher priced chairs, and deal- 
ers can make a substantial profit on 
each one they sell. 

Either perforated steel, linoleum or 
solid wood seat on the No. 626; the 
No. 7206 has a genuine posture style 
seat and back. 

The base is a veritable bridge-like 


structure, equipped with UHL Steel 
oe coe Ball & Socket Feet. 















Ask us for more details and prices 


Catalog on Request 


|THE TOLEDO METAL FURNITURE CO. 
| 1736 HASTINGS STREET TOLEDO, OHIO 206.28 
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The AUTOMATIC N ame Means — 
LEADERSHIP. 
me ms me 


*‘“*Greatest 










: . Capacity and 
of Steel Office Equipment —_—a 
Convenience’”’ 
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leads the field in Advanced and 





Exclusive Features that are in 


| 

| 

| The Broad AUTOMATIC Line 
| * * * Tabulating 


Demand :— 
A rare opportunity 
exists for Dealers to 








“Dual 
profit from Auto- 
Expansion- matic Pioneering 
Compression” 4-Orawer and constant Improvement | 
*. 





that “Insures”’ both present 
and future sales. Investi- 
gate Now! 


AUTOMATIC FILE & INDEX CO. 


= 629 W. Washington Blvd., Dept. A-94 Chicago, Il. 


Bes yl OS keene 
No PRIORITIES NECESSARY! 


Prompt Deliveries Made! 


This new stapler that STAPLES, 
PINS and TACKS is all ready and 
waiting for your orders. 







@ High-priced features are embodied 
in this precision machine. 

@ It is Smartly Designed—Fully stream 
lined. 

@ Precision Built for long life. 

@ Rubber Base protects furniture. 

@ Simple construction, few working 
parts, one piece steel body. 

@ Reserve supply of staples stored in 
body of machine. 

@ Finished in maroon, olive green or 
blue ripple. 

@ Takes No. 50 Flash staples. 


Order today—liberal dealer discounts 
or send for details on this as well as 






FOR Office, 
Shipping Room, 
Home & School 


d= 


TAX INCLUDED 


our complete line of stapling machines. 


CONSOLIDATED 
STAPLE CO., Inc. 
1810 Wilson Ave., 
Chicago, Ill., U.S.A. 


p Eastern Office: 
299 Broadway, New York City 






Actual size. 


U. S. Patent No. 2,269,744 
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information specifically stating whether the contracts 
are for the Army, Navy, Air Corps, or other govern- 
mental department involved. 
ane tn ee eee 
McGRATH IN 25TH YEAR WITH MONROE 
H. B. McGrath, assistant manager in the Boston 
district for the Monroe Calculating Machine Company, 
on January 1 celebrated his twenty-fifth year in the 
sales organization of his company. 
Starting in Boston as a Monroe salesman in 1917, 
Mr. McGrath had barely begun his career when World 








H. B. McGRATH 


War I came along and for the next eighteen months 
he served in the armed forces of the United States. On 
being discharged he returned to Monroe as a salesman 
in the Worcester, Mass., territory, and in 1925 was 
promoted to the position of manager of that district. 
Soon thereafter he transferred to Boston and has re- 
mained there ever since. 

Friends in the Boston territory arranged a celebra- 
tion for Mr. and Mrs. McGrath in recognition of their 
long and happy associations. 

Oe ——- 


“V” MARKET PLACE OPENED BY N. Y. JOURNAL 
OF COMMERCE 

A “Victory Market Place” designed to bring together 
owners of idle equipment and manufacturers holding 
war contracts has recently been opened by the New 
York Journal of Commerce. This clearing house, which 
may be used by contractors and sub-contractors on 
government orders, was organized in cooperation with 
the contract division of O. P. M. 

MARTIN FURNISHES BANK 

The Martin Office Equipment Company, Jacksonville, 
Fla., recently completed a fine installation job when 
it supplied all of the office equipment and fixtures for 
the Jacksonville South Side bank, a new financial 
institution in the Florida city. The stationery and 
office supply firm is owned and operated by G. W. 


Martin. 
ee 


FRED BUTEN IN AUTOMOBILE ACCIDENT 
Fred Buten of the Imperial Methods Company, For- 
est Park, Ill. suffered a fractured leg in an automobile 
accident the first part of January. He is now recuper- 
ating in the Meyer house, Michael Reese hospital, 
Chicago. Because of the nature of his injury, it is 
expected that he will remain in the hospital for several 
weeks. 
——_—_—_——__— 
WAGEMAKER GETS DEFENSE CONTRACT 
The Wagemaker Company, manufacturers of office 
furniture and filing systems, Grand Rapids, Mich., 
last month was awarded a defense contract for the 
manufacture of 25,000 sets of letter file guides for use 
at Wright Field, Dayton, Ohio. The contract involves 
the sum of $21,000. 





CHAIRS 


STEEL 


No. 2425 
(No. 2825 same 
} except has solid 
No. 2200 back) 





Just two of many popular, square tubular, steel chairs. 
Note streamlined base with shielded casters (patents pend- 
ing). Caster swivels within the base itself. Write for catalog. 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 





















MORE PEOPLE BUY fa 


ONE ORDER TO US COVERING 
s YOUR ENTIRE NEEDS ELIM- 
INATES THE EXPENSE OF 
SENDING ORDERS 
TO A HALF-DOZEN 
OR MORE SOURCES 









MARKING 


DEVICES 
THAN ANY OTHER 
BRAND 














THE Loy: 
ARE S$ MELIND Co. 


'S OF e 

MOST COMPLETE LINE gr gf 
MARKING DEVICES 
IN AMERICA 


NAME IN 
MARKING DEVICES 










THE LOUIS MELIND CO. CHICAGO... . NEW YORK CITY . . . SANFRANCISCO 
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THE FIRST AND ONLY 
COMPLETE MAIL ROOM SERVICE 


The Multipost Company and the National Postal 
Meter Company, Inc., have long served the mail 
room field. Joined together in a larger NPM 
organization, they now offer equipment and 
service for every mail room need. 


e@ NPM METERED MAIL MACHINES 
@ NPM MULTIPOST STAMP AFFIXERS 
@ NPM LETTER OPENERS 

e NPM ENVELOPE SEALERS 

e NPM MAILROOM SCALES 

@ NPM MAILROOM FURNITURE 


Call Our Nearest Sales Office or Write Direct To: 


NATIONAL POSTAL METER CO., INC. 


14 FRANKLIN ST., BRANCHES AND AGENCIES 
ROCHESTER, N. Y. IN PRINCIPAL CITIES 











Vv To create leather pieces is no easy 
task these days .. . it requires a 
high degree of designing skill . 
adequate production facilities and 
able craftsmen. Above all it de- 


mands the use of materials of rec- 
ognized quality . . . 


Ehrlich leather pieces have all 
these quality features "built-in — 
That is why Ehrlich furniture is easy 


to sell 
e@ Write for fully illustrated catalogue 


EHRLICH Upholstery WORKS 
520 West 43rd St., New York, N. Y. 
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OLD TOWN EXPANDS RESEARCH 
LABORATORY STAFF 
The Old Town Ribbon & Carbon Company, Inc., 750 
Pacific street, Brooklyn, N. Y., has announced the ex- 


| pansion of its research laboratory staff by the addi- 


tion of two more graduate chemists. 
In announcing this move, which brings the re- 


| search staff to a total of six full-time employees, four 
| of whom are graduate chemists, A. W. Young, general 


manager of Old Town, said: 
“The establishment of our own independent re- 
search laboratory has proved to be one of the wisest 


| moves in the progressive program which has resulted 
in Old Town’s prominent position in the ribbon and 


carbon industry. Its tests and discoveries have re- 
sulted in many new ideas in both product and process 
improvement. 

“The rapid strides which carbon paper and inked 
ribbons have made away from consideration of mere 
price and toward emphasis on quality and perform- 
ance are due in no small measure to research achieve- 


| ments. By adding to the efficiency of production 
methods and by discovering new and more practical 
| materials, this department has helped to make pos- 


sible a lowering of costs while at the same time rais- 
ing the standards of quality. 

“Among our accomplishments are the discovery of 
a method of preventing carbon paper curling which 
resulted in Old Town’s Dawn curlproof carbon; the 
development of multi-color ribbon-inking devices; the 
perfection of the Hi-test Perfectwriter ribbon, one of 
the most unusual developments in Hektowriter rib- 
bons; discovery of new principles in the manufacture 
of spirit carbons; the continuing search for better 
materials which would be readily available even under 
war-time conditions, and a long-range view of the 
future. Even though some of the ideas on which we 
are now working may be difficult to put into com- 


| mercial production until the war ends, research and 


process perfection will be carried on. Thus, when the 


| time is appropriate, Old Town will be ready with prod- 
uct developments in ribbons and carbons which the 


public will find in most every other field when war- 
time production can once again be swung over to 
peace-time goods. 

“In the meantime, research continues to aid in the 
efficient and economical production of materials 
needed now for the administration of the national 


| war program in government, in industry, and in 


business.” 
a i 


SIKES WORKERS GIVE DAY’S PAY TO RED CROSS 

A fine example of practical patriotic service was 
shown last month by workers of The Sikes Company, 
Inc., Buffalo, N. Y., when the entire staff, clerical and 
factory employees alike, worked an entire Sunday and 
donated the money thus earned to the American Red 
Cross war fund. 

“Wallie” Koehn, president of Sikes, was an en- 
thusiastic booster for the generous plan and in dis- 
cussing it declared that if all major manufacturing 
plants would make similar moves it might be possible 
to successfully conclude the Red Cross drive in one 


day. 
Oe 


FLENNIKEN TAKES BERGER CHICAGO OFFICE 

S. P. Flenniken, Jr., formerly district manager of the 
Indianapolis office of the Berger Manufacturing divi- 
sion of the Republic Steel Corporation, last month was 
made manager of the Chicago branch. He succeeds 
William A. Harris, Jr., who leaves to become associated 
with his father in the pottery business in Liverpool, 
Ohio. 

The announcement was made by L. S. Hamaker, 
general manager of Berger, who also said that Mr. 
Flenniken’s Indianapolis position will be taken over 
by Allen C. Rudy, of the Chicago sales staff. 
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The Victory Program 
Demands ECONOMY! 


THEN YOU NEED A DEXTER 

Gulomatic PENCIL SHARPEN- 

ER. PENCIL STOP PREVENTS 

WASTFUL OVER-SHARPEN- 
Ge 


























WERE SAVING 
ON SUPPLIES 
AT OUR OFFICE 
now! 
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Sell “PENCIL SAVING” to your customers! 


Now, more than ever before customers want to help Uncle 
Sam. Tell them about AUTOMATIC’S deep-groove, long- 
life cutters. Show them various models for special uses. Ex- 
plain how a sharpener on every desk avoids delay . . . means 
cleaner notes, less mistakes. Write today for profit-making 


AUTOMATIC Catalog. 
PENCIL SHARPENER AUTOMATIC PENCIL SHARPENER CO. 


DIV. OF SPENGLER LOOMIS MFG. CO. - CHICAGO 


Dont get caught 


with your Shelves Ba 


This present emergency can do unusual things i al 
4 Aetna diag . OL 
to stocks and manufacturing facilities. 
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wr 
Patent No. 
2,185,985 





We are doing everything in our power to keep 
you supplied with the ever popular PRECISE 
Paper Trimmers. Cooperate by anticipating 
your requirements well in advance. 


This outstanding dealers specialty line is still 
made in 7 sizes from 642" to 24%” and has the 
same patented features that brought it to its 


present popularity. 


If you aren’t selling this fast moving specialty line—send for details at once. Com- 
plete descriptive literature, prices and dealers discounts gladly sent to bona fide dealers. 


AMERICAN PHOTO LABORATORIES, Inc. 
28 N. Loomis Street, Chicago, Illinois, U. S. A. 
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HIGHT... . From every angle!!! 





Every INDIANA DESK _ is 
well turned out. Viewed 
from any angle, they meet 
the exacting requirements of 
discriminating desk buyers. 
Sell INDIANA DESKS — 
Enjoy the dealer prestige 
that comes with the sale of 
this line. 








No. 1414: 66x36”—Smart Design, 
Quality Materials, Painstaking Construc- 
tion. Write for catalog. 


INDIANA DESK COMPANY 


JASPER INDIANA 
MEILINK SAFES 


Bodyguard For Every Business 
Keeping An Endless Vigil Against Fire and Theft 














New Indiana 


Chair Co. 


Co ae 






Tablet 
Arm 
Chairs 





See them at 
the National 


WE realize the problems 


a he that dealers face today. In 
tion Feb. 15- view of these circumstances 
18 in Chi- we will constantly strive to 
cago. cooperate with both the 

trade and the federal 


Ses | i lyin 
Rugged strength is an essential where school Ti | ‘ overnment in supp y g 
furniture is involved. Our line is constructed | 2 MEILINK SAFES. 


of high grade materials securely joined and 1 


especially braced at points of greatest strain. Compare our quality in 
Choice of birch walnut, birch mahogany, all-wood and teather up- 
quartered oak or plain oak. Besides tablet  jgisterea office chairs 
chairs, we build teachers and juvenile chairs, Details available in our 
also laboratory chairs and stools. catalog and price fist 
* 


NEW INDIANA CHAIR C0. Jasper, Indiana CHICAGO see) Gieleomme) ile) NEW YORK 
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THE BRITISH BROADCAST 
(Continued from page 40) 


L.S.: Good evening, Owen Bayless. I could say 
‘Good 1 o’clock in the morning.’ That’s the time here, 
and believe me, Mr. Bayless, not even bombs keep me 
up that late, unless I’m on the roof watching for fire 
bombs. 

K.S.: You have a good-sized modern building, Mr. 
Spicer, by the side of the River Thames. Is it full of 
stationery? 

L.S.: Packed. 

K.S.: What a lovely target for a fire bomb! 

L.S.: I thought of that two years ago. 

K.S.: Now, you have daylight roof spotters to warn 
the staff if raiders do get too close for comfort? 

L.S.: Correct. 

K.S.: Then you have fire watchers at night? 

L.S.: Yes. 

K.S.: When do they take over? 

L.S.: Dusk till daylight—you know that! 

K.S.: Yes, I know that. But I’m not me; I’m the 
American listener. 

L.S.: On! 

K.S.: Where do you get your fire watchers? 

L.S.: From the staff. 

K.S.: Does everyone take turn? 

L.S.: Yes. 

K.S.: Including yourself? 

L.S.: Including myself. 

K.S.: When will you be on the roof next? 

L.S.: Next Monday night. 

K.S.: Well, Mr. Bayless, just about the time you be- 
gin your breakfast, Monday, you can Say, ‘Well, well, 
Lancelot Spicer is up on the roof with his tin hat’! 

L.S.: That will be a great help! Mr. Bayless... 
remember June last year? We met at the New Eng- 
land stationers’ convention. I had heard of American 
hospitality and, believe me, I found it. And yet... 
there was no good pretending I really understood 
Americans, or their point of view. Nor did I feel that 
they knew or understood us. Despite a common lan- 
guage and heritage, I was a foreigner. I didn’t like it, 
and, frankly, it worried me to think that Americans 
visiting Britain might feel the same way. I thought 
about it, talked about it. I knew our governments were 
on the best terms; they understood each other. Why? 
Because they had the opportunity of getting together, 
talking things over. 

K.S.: And if John Dee, Kansas City, and Tommy 
Atkins, of Tower Hill, London, want to know how the 
wheels go round on the other blokKe’s side of the ocean, 
they'll have to get together, talk things over. 

L.S.: Precisely. 

K.S.: Just how do they get together? What do we 
do with two thousand miles of Atlantic Ocean? We 
haven’t got our bridge built yet. 

L.S.: Perhaps not. But a two-thousand-mile ocean 
isn’t half as broad as the stroke of a pen. 

K.S.: No argument there. But hold on—I’m the lis- 
tener again. Suppose I’m just not interested? 

L.S.: Aren’t you? 

K.S.: Why should I be? Give me one good reason. 

L.S.: Lord Bryce gave the best possible reason. He 
said: ‘The English-speaking peoples, by a fuller mu- 
tual understanding—the mind and purpose of their 
common opinion—can win such influence as will guide 
the feet of all mankind into the path of a new and 
better world.’ 

K.S.: Well, that’s one good reason. 

L.S.: And not the only one. As Vic Oliver might say: 
‘Far away hills are always green, but not the folk who 
live on them!’ No they’re interesting. Now take the 
FCA, . 6s 

K.S.: Uh... uh, can’t be done. The Luftwaffe’s 
been trying to take the R.A.F. for a long time! 

(Concluded next month) 





ABOUT 


DICTATING CYLINDERS 


inthis INTERESTING 


BOOKLET 


d= ole) astete| 

the results 
of a series 
rey MB Tesh exes gated! 


7&8 3S Tos 


STANDARD 
RECORD COMPANY 


104-114 South Fourth Street Brooklyn, N. Y 


Increased activity in police, fire and civilian defense organ- 
izations opens a vast new market for GRAFFCO MAP- 
TACKS. Invaluable to all forms of centralized control. 
In business GRAFFCO MAPTACKS give split-second 
data on distribution, territories, key accounts, collections 
etc. Uniform heads in wide range of brilliant colors .. - 
needle points. Countless combinations of sizes, colors and 
symbols. Write for full particulars and samples. 


GEORGE B. GRAFF COMPANY 


64 Washburn Avenue, Cambridge, Mass. 
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Still a Sodio / 


Hotchkiss Model 1-A Stapler 


Because of its smooth easy action and its heavy con- 
struction this Model is still in great demand. Both base 
and frame are finished in attractive modern black crackle 


lacquer. The knob is bright nickel 
Holds 210 Standard Staples and makes permanent and 
temporary clinch. 


The Hotchkiss Guarantee protects you and your cus- 


tomers 


HOTCHKIS 


“Pioneers in all that's best in Stapling” 


NORWALK, CONN. 
DEPT. O 















An 


Aristocratic 
Brief Bag of Genuine Seal 


Embossed in Walrus Grain, with three pockets and cloth lined, 
the fine appearance of this bag is matched by its splendid 
workmanship. It can be carried with pride by business or 
professional men. 

Send for catalog of complete line 


CHARLES DOPPELT & CO. 


Fine Leather Goods 
Makers of the famous DOPP-KIT 


412 N. Orleans St. 
Opposite Merchandise Mart 


CHICAGO 
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MASCHAUER RETIRES AFTER 21 YEARS “ON THE 
ROAD” 


Albert J. Maschauer, of Washington, D. C., recently 
hung up his briefcase and ended twenty-one years on 
the road as a salesman of electrical equipment and 
specializing in office and desk lamps. He will, how- 
ever, continue to be active in the real estate field. 

Mr. Maschauer began his career in 1914 when he got 
a job as helper to an electrical contractor in Wash- 








A. J. MASCHAUER 


ington, and made his real start when he formed a con- 
nection with the Doubleday Hill Electric Company of 
Washington one year later. Since that time he has 
traveled constantly and has worked for the Greist 
Manufacturing Company, of New Haven, the Emeralite 
Company of New York, and Robert Schwartz & Brother 
Company of New York. 


The twenty-one years of traveling have not been 
without their exciting moments for the veteran sales- 
man. On many occasions, he recalls, he has had some 
narrow escapes from injury or death on ice-covered 
roads, but does not believe he was ever as close to 
a spectacular finish as when a man ran amuck on a 
passenger train entering Cumberland, Md., shot and 
killed another passenger before he, himself, was shot 
to death. Mr. Maschauer saved his own life by leaping 
through the window of the car containing the mad- 
man. 

On his last trip on the road Mr. Maschauer took 
over 500 photoflash pictures of his customers for his 
personal album, but sent each dealer his own picture 
together with a photograph of the grateful salesman. 

And selling tips? He’s loaded with them. He Says: 

Know the merits of what yuu Sell. Don’t talk about 
your competitors if you can avoid it. Maintain hon- 
esty, Sincerity and loyalty to your house. Never over- 
load your customers with “hard to move” merchandise. 
Organize each day’s work the night before. Carrying 
large sample cases has nearly killed some good sales- 
men but it pays dividends. Use the classified phone 
book when opening up a new territory and have a 
fireman, mail carrier or taxicab driver route your calls. 
A one dollar tip for this is well spent. Don’t scare 
a buyer with high-pressure work. And always be in- 
terested in his problems. Mail out printed cards a 
week in advance of your calls to give your dealer time 
to check what he needs. 

Does selling pay? Here is his final word: 

“T have worked on a Salary and commission basis; 
straight salary, straight commission, and bonuses, 
and I’ve made money every way I’ve worked.” 

’ — 


DUN & BRADSTREET PLAN BIG SURVEYS 


Two important large-scale surveys of interest to the 
office equipment industry as well as other fields are 
being conducted throughout the nation by Dun & 
Bradstreet, Inc., New York City, and are expected to 
be completed by the end of February. 

Approximately 200,000 manufacturers will be sent 
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Features 
CLINCH SALES 


Top rank in carbon paper 
field has been given Nev- 
R-Kurl in war pressed of- 
fices nation-wide. Its qual- 
ity features and economy 
clinch sales—and profits— 
for dealers. 


NEV--"*KURL 
CARBON PAPER 


@ Absolutely a non-curling Carbon Paper. Lays flat when 
it’s hot. humid or cold. 








@ Never trees or wrinkles when inserted into machine. 
Smudgeless. 


@ Actual experience and tests show 35% to 50% more copies 
obtained from each sheet. 


@ Universal because same sheet is efficient on standard or 
noiseless typewriters, billing or bookkeeping machines. 





L APHILLIPS 


President 








LEATHER 
OFFICE FURNITURE 


Rich, luxurious comfortable and durable furniture 
| —furniture which enables an executive to give 
| his business quarters that final touch expressive 

of his own individuality. With it all, Bright num- 
bers are kept within the 
reach of the buyer's purse. 
| They have the eye appeal 

that gets the sale. Check 
up on the extra profit op- 
portunities for dealers 
available in this quality 
line. 


BRIGHT CHAIR COMPANY 


INCORPORATED 
127-133 BLEECKER STREET, NEW YORK CITY 


In the Bright catalog you 
will find a variety of 
styles and designs to suit 
most of your trade. The 
prices will attract you as 
well as your customers. 















What a Grinding They 
Take For TEMPO INKS 


Extra grinding helps to make TEMPO 
INKS a better product... because 
extra grinding means a better mixture, more uniform flow 
through pad and stencil, sharper, more legible impressions, 
quicker drying, less offset— just one of many reasons why 
Tempo Inks excel. See for yourself... write today for more 
data on 


TEMPO DUPLICATING INKS 


(Just clip out this ad, attach your letterhead and mail) 


i —— > 


UBERAL DEALER DISCOUNTS 


, MILO HARDING CO. 


f ‘ 436 West Pico Bivd., Los Angeles 
Sees 617 Commonwealth Annex, 
Seer Pittsburgh 


Available in three 






gredes, nine colors 
and white toner —in 
attractive lithe- 


graphed containers 
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MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 
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“KEILTAR’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


Canadiat Patent 324,059. Other patents pending.) 





(U. 8. Patent 1,782,622. 


All parts machined from bar stock and _ heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corp. 


1728-1736 Burnet Avenue Syracuse, New York 


‘LABORATORY 
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PHILADELPHIA, U.S. A. 





Good Light Is a Necessity 


LIGHTING LEVELS RECOMMENDED FOR EASY SEEING 
Normal Berchwork 














Good - —— Severe or Prolonged Tasks Where ———»> 
Print Newspapers Average Sewing Speed and Accuracy are Essent 
T T T T T T T ’ 
me: ~ % 5 190 125 150 17s ™ 
L —o 1 L rT i 1 4 
‘ ton ‘Work = Fine Assembly Work 
Wor 
Orafong 
| SALES AREAS —> —>——— LOCALIZED LIGHTING FOR SPECIAL DISPLAYS 
INADEQUATE 
FOR MOST TASKS 











The Illuminating Engineering Society and lighting authorities 
in general recommend an average of FIFTY foot candles of 
good quality light for comfortable seeing. The chart repro- 
duced above is one that is used on standard light meters and 
shows the amount of light—measured in foot candles—that 
these authorities recommend for specific tasks. 

The cool, low-brightness fluorescent lamp is, without question 
the most efficient light source available today, if we consider 
only the number of lumens emitted per watt, but we should not 
forget that the purpose of a lighting unit is not only to produce 
light, but the BEST POSSIBLE SEEING CONDITIONS for the 
task at hand, with the minimum of operating and maintenance 
expense. UNLESS THESE DESIRABLE "SEEING CONDI- 
TIONS" are produced, no lighting unit can be described as 
efficient. 

The Mazda F fluorescent lamp has given us a new standard 
in quality and quantity of light, and MIDCO the Perfectlite's 
principle of light control has preserved this quality and made 
possible an economical source for the most efficient and com- 
fortable seeing conditions. 


Self Light—with MIDCO the Perfectlite and in- 
crease your sales and customer satisfaction. 





Send for lighting chart, folder, prices and discounts 


Midwest Naturlite Company 


440 N. Wells St. Chicago, Ill. 














Carbon Papers & 
Typewriter Ribbons 


Topflight businessmen and wo- 
men like Codo Carbons and Rib- 
bons because the written results 
are consistently clear, sharp and 
lasting. Super-Kote, Keen-Rite. 
Typocraft and Stenocopy serve 
practically every business typing 
requirement. Most of them are 
in four weights and four finishes. 











Codo 


Superkote 
Carbon ¥ 


Codo Hectograph Carbon 
is available in two types, 
for spirit and for gelatine 











roll duplicators. We have 
prices and samples of roll 
carbon, one time carbon, 
carbonized newsprint, etc. 
for your sales promotion. 


Codo Super-Fiber Ribbon 
tops a popular line, vari- 
ous grades outstanding 
for production, economy 
and bright color through- 
out long service. 


Many Dealers have put their ribbon and carbon departments on 
a basis of better profit and superior service with Codo Brands. 
Let us show you. 


(odp- MANUFACTURING CORP. 


509 South Franklin St., Chicago 


270 Lafayette St., New York 
Coraopolis, Pa. 





Factory 
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questionnaires containing a number of queries based 
upon the question of “What changes in your purchas- 
ing problems and selling policies were caused by the 
National Defense program in 1941?” Another form, to 
be sent to 600,000 retailers will deal with the question 
“Are you obtaining needed merchandise?” 

It is believed that the survey of manufacturers can 
be helpful both to industry and to national defense 
by filling a gap in the available information on hand. 
It is expected that the results will show, by industries, 
the proportion of goods available for civilian use as 
compared with defense requirements and as compared 
with 1940. The surveys will also summarize the 
changes made in distribution policy, selling effort and 
advertising by those industries unable to meet civilian 
demand, and will also explore the problem of scarce 
materials and other obstacles to civilian production. 

The queries contained in the questionnaires have 
been so arranged that they do not duplicate any being 
asked or planned by the Office of Production Manage- 
ment or the Office of Price Administration. 

It is also announced that individual replies will be 
held in strict confidence by the research and statistical 
division of Dun & Bradstreet, and will not be available 
to any government agency nor to any other depart- 
ment of the organization making the surveys. 

— —>-. 
ERIE MANUFACTURERS LAUNCH CONSERVA- 
TION PLAN 

A far-reaching plan of industrial conservation by 
which it is expected that a vast quantity of much- 
needed products will be saved for war-time uses has 
been worked out and placed in operation by manu- 
facturers of Erie, Penna. The plan is so well-organized 
that it has received the enthusiastic support of the 
Office of Production Management Bureau of Industrial 


Get in the 
SCRAP 


Americas war industries need 
METALS 
PAPER 
OLD RAGS 
RUBBED 


Get it back in war production 


THE “GET IN THE SCRAP” POSTER.—This notice was de- 
signed to remind everyone in Erie that the big conservation 
drive was on. 





Conservation and will shortly be sponsored in thirty 
additional industrial centers. 

The first move was taken by leading executives of 
Erie’s large and small industries who held an organiza- 
tion meeting at which was announced the program to 
conserve raw materials and fully utilize all scrap and 
by-products, surplus materials and parts, even to the 
scrapping of obsolete machinery. 

The executive committee established a sub-commit- 
tee by securing the services of other executives en- 
gaged in the manufacture of products containing (1) 
iron and steel scrap, (2) non-ferrous metals including 
brass, zinc, copper, aluminum and lead, (3) waste 
paper, (4) scrap rubber (5) cotton and woolen rags, 
(6) miscellaneous products. 

The program, which was rapidly set up and placed 
in operation, has as its aims the following: 

Wrecking of abandoned and obsolete machinery and 
equipment. 
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Speeding the return of scrap and waste materials | 








THESE 
LETTERS 
LOOK NICE, 







MISS JONES] * ».’- 





I\¢h 


OWNERS, OFFICE MANAGERS, SECRETARIES 
know that typewritten work is easier, 
looks better, costs less in the end 
when they use 


EATON’S BERKSHIRE TYPEWRITER PAPERS 


Are you selling Berkshire Typewriter 
Papers for every office need? 


es 
ATON~ 


EATON PAPER CORP. S>e~=r=x; PITTSFIELD, MASS. 


. USA 4 
“Rxsn\* 

















ih YOUR 











INCREASE 









































PROFITS 

















from the Sale of 


INDEXES AND INDEX TABBING 


with the 


compere MUG weet 


Fill all your customers’ indexing needs 
from the complete line of AICO Indexes 
and AICO-GRIP Insertable Index Tabs. 
The quick turn-over of AICO indexing 


materials means greater profits for you. 


Let your AICO salesman help you choose 
a fast selling stock of AICO products. 























Aico-GRIP ——, 
LOOSE LEAF INDEXE 
DESK PADS and 
ACCESSORIES 
SHOP TICKET HOLDERS 


AAS: prooucrs 


Manufactured and Guaranteed by 


G. J. AIGNER CO. 


503 S. JEFFERSON ST., CHICAGO, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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ANOTHER 
OUTSTANDING 


VALUE! 
* * 








* 










English Lounge Chair 
Down Back—Optional Spring or 
Down Cushion 


Custom built leather chairs and davenports for 
executive office-club-lounge. Centrally located 
factory and salesroom in the heart of Chicago. 
Niemann quality is unsurpassed. Let us show 
you why. Write for brochure. 


Olifanehin 


as smecal éontetane 








pa 


MW Memaii| a me 


1848 


dy “@ i. coor G base y oe a. F 








No. F 3421 


JACKSON 


School DESKS 





GREATER than ever in times of stress is the need for increasing 
educational facilities—for taking care of special training require- 
ments. In the JACKSON line are a splendid group of teachers 
desks, commercial school tables, ete., ruggedly built to serve long 
the students and teachers having need of them. 

Select figured plain oak, finished standard light office or school 
brown, combination mahogany finished medium, combination 
walnut finished brown—velvet flat finish. Full details and dimen- 


in the JACKSON catalog. 


sions 


Jasper Uffice Furniture Co. 


JASPER, INDIANA 






































in| 






A complete line of fix- 


tures for Office, Posture No. 


and Typewriter Chairs. sated 





Smooth, Durable, Rocking Action Equipped with Double 
Tension Springs Made from Highest Quality Wire Spe- 
cially Treated and Tempered for this Purpose. Easy 
Height Adjustment with Positive Lock. 





Over Twenty Years’ Experience 


in Building Office Chair Irons. 











COLLIER KEYWORTH C4 





WARNING? 


DRY STENCIL MATERIALS ARE BECOMING 
SCARCER DAILY. PRICES ARE GOING UP— 
SUPPLIES LIMITED. 


BETTER BUY 
FIBROIN 


CELLULOSE 


DRY STENCILS 


TODAY AND IN QUANTITIES TO SUPPLY 
INCREASING DEMAND 


PROTECT YOURSELF 
AND YOUR CUSTOMERS 


DON'T WAIT FOR SAMPLES. FIBROIN CEL- 
LULOSE STENCILS ARE UNCONDITIONALLY 
GUARANTEED 


ORDER TODAY 


WHILE DELIVERY IS ASSURED AND PRICES 
ARE LOW 


FIBROIN STENCIL COMPANY 
84 University Place, New York, N. Y. 


























FIBROIN CELLULOSE ARE THE SAME FINE STENCILS SOLD BY 
DEALERS FIFTEEN YEARS AGO—SAMPLES WILL BE SENT IF RE- 
QUESTED ON FIRM LETTERHEAD 
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ROSCO STYLE 
GLASS 
DESK PADS 


Now made by Geo. E. Fox Co.! 








Here is your new source of supply for the ever popular FRAME 
Glass Desk Pad that has been made for years. 


This pad has rigid outer frame to hold glass. 


Available in two sizes: 


Frame size 1934 x 2534” Frame size 2134 x 3534” 
Glass size 18 x $4” Glass size 20 x 34” 


Send for circular describing this complete line now! 


FOX 





GEO. E. & CO. 


Office Specialty Manufacturers Since 1911 
412-420 ORLEANS ST., CHICAGO, ILL. 


WORLD 


the 
Four 
Presto 
Profit 
Makers 








Fastest Selling 
STAPLER 














Sells on Sight ™ otfce, Home 


Streamlined—smartly styled and color fin- 


ished, the PRESTO Deluxe Desk Stapler, is 
ideal for personal use everywhere. Its 
unique, protective rubber base holds 400 C 


extra staples. Instant and wide acceptance 
is bringing many new customers into sta- 
tionary stores from home — school — and Complete 


office. For a new customer sales promotion ° 

display PRESTO Staplers in your window with 500 
and in your advertisements. Ask about Staples 
the four PRESTO Profit Makers, including Tax 
the famous Personal Paper Punch and the Included 


new PRESTO Staple Remover. 


METAL SPECIALTIES MFG. CO. 


3200-08 Carroll Ave. Chicago, Ill. 














“U.S.” CARBON PAPERS CAN 
INCREASE YOUR PROFITS 


The reasons are plain—U. 8. Carbons are outstand- 


ing in quality, of uniform manufacture and sold to 
dealers at prices that allow a real profit. 

Another important feature is the completeness of 
the U. S. line; regardless of the carbon problem, 
whether it is one of operation or price, you can be 
confident that U.S. makes a sheet that will fill the bill! 

Clip this ad to your letterhead and we'll send full 


details. No obligation, of course. 


U. S. TYPEWRITER RIBBON MFG. CO. 
FILBERT AT TENTH STREET 
PHILADELPHIA, PA. 








POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 











The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE “a 





y 
\ 





FURNISHED IN 3 SIZES 








MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 








PLACE YOUR ORDER WITH YOUR LOCAL 


MARKING DEVICE DEALER 

















IS THE KEYNOTE 
Of BUSINESS TODAY 
SCHWAB SAFES 
MEET THIS NEED 


When a dealer identifies 
himself with SCHWAB 
SAFES, he is offering his 
community the ultimate in 
Fire and Theft protection. 
The cost of safeguarding 
valuable possessions is so 
low that no far-sighted 
business man can afford to 
be without this modern 
protection. 


We offer a wide range 
of capacities for all busi- 
ness records and for post- 
offices, banks,  furriers, 
jewelers, etc., and _fire- 
proofed for all emer- 
gencies. Send for the 
Schwab CATALOG—Inves- 


tigate our dealer sales plan. 


THE SCHWAB SAFE COMPANY 





LAFAYETTE, INDIANA 
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New 


TRINER: 
Airmail 
Special 


No. 


EXTRA 
FINE 


CONSTRUCTION 


for automatically indicating with highly improved 
legibility of figures: 

Airmail 

First-clas> Mail (local & out-of-town) 

Foreign First-class 

Merchandise & Printed Matter 

Catalogs, Books, Newspapers 

Publications, etc. 
Built throughout of steel, highly sensitive and accur- 
ate, handsomely finished in chrome and satin black. 
This special model offers a new range of opportuni- 
ties for selling scales for Airmail as well as general 


mail. 


TRINE SCALE & MFG. CO. 
2714 W. 21st St. Chicago, Ill. 


Improved AIRMAIL Model 


ng 








300 


Capacity 1 Ib. x Y% os. 


Write for Circular X. 











Headquarters 


for 


TYPEWRITERS 


(all makes) 
Rough—Rental—Re-conditioned—Rebuilt 


OFFICE MACHINES 


(Rough and Rebuilt) 
“SUPERFINE” Platens and Feedrolls 


ENAMELING 
NICKEL PLATING 
TOOLS 
SUPPLIES 
PARTS 


100% Service 


SHIPMAN-WARD MFG. CO. 


“The Dealers’ Quality Supply House” 
325 North Wells Street Chicago, Illinois 











regardless 
you stock 


Esterbrook makes the world’s largest variety of 
point-styles. That helps put them in schools, 
offices, homes. And here's what keeps them 
there, keeps your customers buying Esterbrook: 
Every pen is individually inspected before it 
leaves the factory. It'll write right — or Ester- 
brook won't sell it. And it ll write longer than 


any other 


your number!” Stock Esterbrook. 


THE ESTERBROOK PEN COMPANY 


bstectrvuR 


WORLD'S LARGEST VARIETY OF POINT STYLES! 





You can say it to any customer— 
of his or her writing style—when 
Esterbrook Steel Pens! Because 


pen! Get set to say: “We've got 


86 Cooper Street, Camden, N. J. 
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through existing channels to mills and refineries. 

Utilization of all critical materials to the best ad- 
vantage. 

Minimizing of waste and spoilage. 

Selective handling and segregation of scrap and 
overage at the source. 

Avoidance of contamination. 

Re-use, wherever possible, of blanks, cut downs, 
short ends, clippings, etc. 

To this end it was arranged in every plant for the 
appointment of a “Salvage Department Manager” or 
for the delegation of some one individual in each plant 
to be responsible for the wrecking of obsolete ma- 
chinery, equipment, etc. 

Erie was made fully aware of the big scheme when 
its workers awoke one morning to find plants literally 
plastered with “Get In The Scrap” signs which had 
been created by the committee. These read: “Get in 
the Scrap. America’s War Industries Need Metals, 
Paper, Old Rags, Rubber. Get it back in war pro- 
duction.” 

A five-page circular fully describing the plan in all 
its detail has been printed for distribution. It is en- 
titled “Erie Plan of Industrial Conservation” and 
copies may be obtained by writing to the Office of 
Production Management Bureau of Industrial Con- 
servation, Washington, D. C. 

—————_*—= 2 —_—_- 


GOVERNMENT EXPLAINS “SIMPLIFIED” INCOME 
TAX FORM 


With approximately 22,000,000 income tax returns | 


scheduled to be filed before March 16, the Treasury 
department has issued a folder entitled “How to File 
Your Income Tax Return the Simple Way.” The new 
folder will be of special use to the 7,000,000 persons 
who will file for the first time. 


Included in the folder is a facsimile of the simplified 
Form 1040A and text describing the six steps required 
to prepare the return. Form 1040A may be used by 
persons who are required to file returns but have gross 
incomes of not more than $3000 from salaries, wages, 
compensation for personal services, dividends, interest, 
rent, annuities and royalties only. 

For taxpayers not eligible to use Form 1040A or 
those not choosing to use it, Form 1040 should be filed. 
The last page of the folder contains a table showing 
the individual income tax on 1941 net income before 
deductions of personal exemptions and credit for de- 
pendents from salaries and wages of selected sizes if 
Form 1040 is used. 

Individuals and corporations may obtain copies of 
the folder for distribution by applying to the nearest 
Collector of Internal Revenue. 

aa te acne eee 
BUSINESS CONTROLS OFFERS DEFENSE STAMP 
PLAN 


Business Controls, Inc., 728 Poydras street, New | 
Orleans, La., has recently perfected and offered to the | 
nation a “Help Defend America” scheme which is | 


designated as the Ten Per Cent Defense Stamp plan. 

After pointing out that the government has asked 
every citizen to participate in purchasing defense 
bonds and stamps, the Louisiana firm explains how 
its plan works: 

“Go to any post office or elsewhere selling defense 
stamps. You can purchase them in ten, twenty-five 
and fifty cent denominations. Purchase a quantity. 

“In paying your bill, compute the closest equivalent 
to ten per cent in defense stamps. Enclose these stamps 
along with your check or cash balance. This allows 
you to pay your bill and help the government at the 
same time.” 

If this ten per cent stamp plan were adopted by all 
business it would sell millions of defense bonds, the 
originator of the scheme declared. 
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Making Future Plans 


e War is now in command of our national economy. 
In making future plans, we must do everything 
we can to fill the requirements of our army and 
our navy. 


@ Office tables will be needed on which to plan and 
administer production. These tables must be of 
simple, functional design and made of non-essen- 
tial war materials. 


@ Write for the ST. JOHNS TABLE CO. catalog show- 
ing this and other quality office tables and make 
your future office table plans with a line that has 
been designed and manufactured in keeping with 
the nation’s wartime program. 





No. 24 Table Description: 


@ Selected Northern Oak in 
Office Golden or School 
Brown Finish. Top is 79” 
thick, Legs, 214” square. 
Also available in Northern 
Michigan Hard Maple as No. 27 x 48 inches 
25 table finished Walnut, 27 x 60 inches 
Mahogany or School Brown. 30 x 72 inches 








Sizes: 





St. Johns Table Company 


CADILLAC, MICHIGAN 
Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 


ofejo)} eg 
STAINLESS STEEL 
FILE SIGNALS 











& 


Will not tarnish 
Easy to attach 


4 Readily shifted 


| 


| Always stay put 


12 non-chip colors 
Many pat. features 
Types for all files 


CARD OF SAMPLES ON REQUEST 








iia ‘ 
21 22 23 2 30 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


im “ONE HUNDRED PERCENT DEALER PROTECTION” 





2) 34 
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CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here's a ribbon 
and carbon proposition you 





can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “» STATIONERS 


Complete details on request 


ALLEN & COMPANY 
OurT. = 
11-13-15 Vandewater St., 
New York, N. Y. 
































IN ‘THIS 
EMERGENCY 


—we earnestly solicit the continued 
friendly cooperation of our custom- 
ers in the handling and delivery of 
non-defense orders—as increasing 
demands on our production facili- 
ties are being made by National 


Defense. 


High Point Bending 
& Chair Company 


Siler City, North Carolina 
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MARKWELL MAKING DELIVERIES ON 
STAPLE-MASTERS 
Despite rapidly increasing restrictions in the securing 
of metal which are already making themselves felt in 
stationery circles, the Markwell Manufacturing Com- 
pany, Inc., New York, N. Y., announced last month that 
it is still making immediate shipments of its line of 
Staple-Masters to Markell dealers in reasonable 


quantities. a ace 
SCHILLINGER IN 35TH YEAR WITH ROYAL 

Julius Schillinger, general service manager for the 
Royal Typewriter Company, last month celebrated 
thirty-five years service with his firm and was guest 
of honor at a dinner given in New York’s Commodore 
hotel by a group of his friends. 

Among the guests who were on hand to offer con- 
gratulations were Vice-president M. V. Miller, Treas- 
urer A. E. Davis and Comptroller W. H. Parks. 

ss —iins~ 
FRIDEN AGAIN PAYS EMPLOYEE BONUS 

Following a custom established in December, 1940, 
the Friden Calculating Machine Company, Inc., San 
Leandro, Calif., again shared its profits for 1941 by 
granting substantial bonuses to each member of the 
factory and general office personnel just before the 
Christmas holiday. A previous bonus was paid in 
September, approximately 600 workers benefiting by 


the profit-sharing plan on both occasions. 
a re 
Truck Operator’s Handbook 

B. F. Goodrich Company.—Keyed to the growing realization of the im- 
portance of rubber-shod motor trucks to America’s war effort is a booklet 
just published by The B. F. Goodrich Company providing new data on 
obtaining maximum service from truck tires. The booklet is available 
at no charge to truck operators upon request. Called the Operator's 
Handbook, the booklet is unusually timely because of the United States 
government's war-program of rubber conservation which OPM currently 
is directing at Washington. Main feature of the publication, because of 
the vital need of tires to keep the nation’s 4,590,000 trucks rolling, is a 
fifteen-page section dealing with ‘‘Factors Governing Truck Tire Service.” 
Indicative of the role these vehicles, ranging from the half-ton delivery 
trucks to mammoth highway freighters, may be expected to play is the 
fact that as yet there's been less restriction on the production and sale of 
truck tires, than on passenger car tires for civilian use. Included in the 
special section of the booklet, are charts and tables portraying the value 
of proper inflation and loads, the dangers in over- and under-inflation, 
mis-matching of dual tires, causes o° uneven tread wear, and the effect 
of overloads and excessive speeds in generating heat, prime enemy of 
rubber. These and other factors are summarized in twenty practical rules 
showing truck operators how to obtain maximum service life from their 
truck tires. 








FIA RAOR SR 


Blytheville, Ark.—William R. Whitehead, formerly advertising manager 
of the Democrat Printing Company, Conway, Ark., last month accepted a 
similar position with the Courier-News Printing Company here. Mr. White- 
head's brother, Richard Whitehead, succeeds him at Conway.—ADR 

Clarksville, Ark.—C. M. Threadgill has purchased the printing, stationery 
and office supply business of John W. Sallis. As soon as the deal was 
completed Mr. Threadgill announced that he had accepted a position with 
. Texas newspaper.—ADR 

Fort Smith, Ark.—Louis Cohen, president of the Fort Smith Office Supply 
louse, is serving as Sebastian county chairman for the Red Cross. A 
public spirited man, Mr. Cohen will always be found in the forefront of 
civic activities. 

Little Rock, Ark.—Alfred H. Craig, secretary-treasurer of the Quapaw 
Printing Company, 110 Seott street, recently served as county chairman 
of the ‘Food for Victory’ campaign conducted here.—ADR 

Little Rock, Ark.—Walter C. Guy, president of the Arkansas Printing & 
Lithographing Company, 1000 Center street, has been named chairman 
of the education committee of the Central Arkansas Sales Executive 
Council.—ADR 

Little Rock, Ark.—On the basis of competitive sealed bids the city 
council last month awarded a contract to Allsopp & Chapple, 307 Main 
street, to supply the city with a duplicating machine. The firm’s bid 
was $300.—ADR 

Little Rock, Ark.—Employees of the Arkansas Printing & Lithographing 
Company, 100 Center street, last month voted unanimously to donate one 
day's earnings to the Red Cross war fund. Walter C. Guy, president of 
the firm, forwarded a check for the lump sum to Red Cross headquar- 
ters. —ADR 

Rolla, Mo.—The Stockwell’s Office Supply Company has recently moved 
into new quarters in the Herald building previously occupied by the 
Missouri General Utilities. In the new home the office machine and supply 
firm has acquired much additional space for stock and service facilities 
and for future expansion. 

Waukesha, Wis.—A good business builder developed by Zillmer’s, office 
supply store, is the issuance of a card bearing basketball schedules for 
the season of Carroll college, Wisconsin university and Waukesha high 
school. The card appeals particularly to local students and a great many 
ff them go directly to the store to obtain them.—NPS 

Youngstown, Ohio.—Fred W. James, of the James & Weaver Company 
ere, has been elected a member of the Chamber of Commerce Better 
3usiness Bureau executive committee.—AK 
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STANDARD FIRST 


We take this opportunity to thank our dealer 
friends for their continued enthusiastic response 

to our items. Our aim is to co-operate by sell- 

ing Quality merchandise. 
NEW FEATURES OF SUPERIORITY 
“NEW MARVEL” Utility Stand 

Rubber Bumpers insure Complete quiet 
“Sur ertinish Baked enamel 

truction Lock casters. 
Green, Brown & White 








Superfinish 


STAR 
Utility Stand 
A handy utility table 





4 with 101 uses. Ideal | 
y \ for office or factory 
{/ use, equipped with | 
df noiseles com posi- UJ 
tion casters The 4 
STAR is compact (26'' x 14’ x 25//."") yet 
it has a working area of 364 square % % 
inches, extra shelf 196 sq. inches. Requir- 
iny no nuts, bolts or screws to assemble. 4 
diame FLUORESCENT Desk Lamp 
W i/a Unique and m jesign and 









; Refinement 
ce and size. 





tial processed baked en 


ished in Brown Metalic 
t——_| st There is no other 
; —.._ 557 1t any price 


é > Metal 

‘ Filing Cabinet 
Constructed entirely of autobody steel with 
brown synthetic wrinkled ‘‘Superfinish."" / »«, 
Handle on top and key operated trunk lock 
on front. When opened the front drops for- 
ward 3 inches, making filing easier. T 


Twenty 

full cardboard letter folders are included 

with each cabinet. Overall size 12!/.” x 9” ~ 

x 10!/,” a 
WRITE TODAY FOR DETAILS AND PRICES! 


STANDARD OFFICE PRODUCTS CO. 


330 S. Wells St. Chicago, Illinois 

















Blueprints are roadmaps to Victory 
—always sate and 

always ready when B E N T S O N 
filed in CABINETS 


asa 

Manufacture 
of GUNS 
PLANES 
TANKS 


begins here 


A Smooth 
drawer opera- 
tion on four 
rollers. 


A Weight 
flaps and hood 
protectors in 
every drawer. 


A Nine stand- 
ard sizes. 


A Choice of 
drawer com- 
binations and 
compartments. 


A Special sizes 
and combina- 
eee tions to meet 
Sa any require- 


* ment. 


The BENTSON 1800 LINE offers a size and combination of 
drawers suitable to the requirements of every one of your 
customers and prospects. 

Write for the BENTSON Catalog, 


Price List and Dealer Discounts. 


THE BENTSON MFG. COMPANY 


AURORA, ILLINOIS 
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‘STEEDS &<TRONG 








b-D 


) The Red 


Window 
nd ey ease~ 




















AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 


Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 
Bill Straps Seal Presses 
Coin Bags Teller’s Moisteners 


Manual Coin Counters 
Draw String Bags Currency Racks 

Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 


Currency Bags 





THE C. L. DOWNEY CO. HANNIBAL, MO. 











way! 


FAIR FURNITURE COMPANY 


NEWARK >» NEW JERSEY 




















| 
: 
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GRAND RAPIDS 








MICHIGAN 








Range of 
Stock Sizes 


No Protruding 
Metals 


Complete 
Line 


Proudfit Prompt Deliveries 
[Help Make the Sale 


Prompt shipments of Proudfit Loose Leaf devices 
continues to exclusive Proudfit dealers. This year 
they are counting on Proudfit for profits—featur- 
ing and pushing the “flat-opening”’ binder. Write 
for complete information. 


GRAND RAPIDS 


No obligation. 








OFFICE APPLIANCES 











Beautiful Rainbow Handles 


Fess] 


-29 Styli-for 
Every Need! 


Ball points, loop 
wheels, shading, etc. 


@ Technygraph - styli 
offer an important 
selling point in the 
soft, neutral tones of 
their beige-mottled 
lumarith handles. De- 
signed to avoid eye 
fatigue. In attractive 
transparent containers. 


] 


> 
3 
« 
4 
Ly 


Ce 


@ Knurling near tip 
gives index finger es- 
pecially firm grip. 


@ Beautiful rainbow 
colors; pleasing to the 
eye. Easy to clean and 
keep clean. 


NaC 


@ MADE IN U.S.A. 


DEALERS 
Our four-page broad- 
side shows Techny- 
Frey graph Styli in actual 
STYLI TIPS ARE size in their fast-sell- 
CADMIUM-PLATED © ing Rainbow hues; 
please write for your 
copy today! 


Technygraph, TECHNY, ILLINOIS 

















15 Caltin 
future! 





Today is esse re 
t ever before A prod 
uct go the limit er « 
Tr BOSTON Per Ss P 
‘ s with Speed ¢ er i 
ulting edges on each cutt 
nstead of 12 ar los l 
tributors to ing f 
and extension of se 
tress this fact to tr 
who need pencil sharpeners 
The popular priced Model I 


8 illustrated here 


C. HOWARD HUNT 
PEN CO. 


CAMDEN, N. J. 








LOM MO}, 


PENCIL SHARPENERS 








(5 
* 














oa 


On Display! Ff 


VARAT'S Com- 
plete Line of 8 
Business i -al 
LEATHER GOODS oo - 
Be sure to see it 
while in Chicago, 
Feb. 16 to 19 
kk * 
Murray 


VARAT 
Company 
114-24 S. 

CLINTON ST. 
CHICAGO 














NATIONAL 








San Francisco Office, 833 S. Market St eurcaso a 











SPONGE RUBBER 


OFFICE CUSHIONS 


12 STYLES—ALL SIZES 
ALL COLORS 


PROMPT DELIVERY 


NATIONAL OFFICE CUSHION CO. 
110 GRAND ST. 


NEW YORK, N. Y. 
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DEALERS WANTED! 


To represent us in 








your city for the 






sale of multigraph 







rollers and multi- 


lith blankets. Write 






for information. 






RAPID ROLLER CO. 


FEDERAL AT 26th 
CHICAGO 






















~ at the mail desk—with accuracy 
in postage that saves many dollars 
in a year. 


RANSON 
POSTAL SCALE 


shows exact postage instantly. No 
beams or weights to fuss with. 
No. 1546 (illustrated) computes post- 
age for air mail, first class mail 
merchandise up to 2!4 ds. Grad- fe-~. 
uated ~ ounces. Other Hanson Postal is 
Scales from 2 pounds to 50 pounds, 
















See Your Jobber Th 
Ask for Bulletin No. 5 har 
RANSON 
S35 






Hanson Scale Co. 
525 N. ADA ST., CHICAGO 








Map and 
Plan 


Steel Units 


In every draught- 
ing room or of- 
fice where maps 
and plans are 
handled, there is 
a source of 
profitable  busi- 
ness with B-M 
Map and Plan 
Units. A com- 
plete assortment 
of sizes. 


Write for 
information. 


Browne-Morse Company 
Muskegon, Michigan 




















VEIT MANUFACTURING CO. 


FOLDERS GUIDES FILE POCKETS SYSTEMS INDEXES 


1945 E.Kirby DETROIT, MICH. 
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Promicr (utting Boards 


“Have the Edge” Everyway! 







No wonder 
dealers everywhere 
are instantly recogniz- 
ing the quality built into 
these new products. Each and 
every part is made to exacting specifications so that 
they will always “have the edge.” 

Yes! The PREMIER line “has the edge” and will 
keep it—outstanding built-in features make them 
the choice of dealers as well as United States Gov- 
ernment Bureaus. Get acquainted with the Premier 
Cutting Boards NOW! Fully covered by U. S. 
Patent No. 2,256,606. 


Wait for our representative or 
write direct for prices and details. 


PHOTO MATERIALS CO. 


1323 S. Michigan Ave., CHICAGO, ILL. 


Representatives: 
Cc. J. Shubert, Jr 339 E. 3rd St John J. Schulda. 1449 Boulevard, 
Los Angeles, Calit with warehouse West Hartford. Conn., traveling New 
stock to serve the West Coast England states 


R. E. Horter. tnd., tll., Mich., Ohio, 
2523 W. 109th PI.. Chicago, tii 
8 Locust Ave., 


Fred Deutsch, 815 Elim St D-llas 
Texas, serving Texas and Oklahoma 
Milton Stone, 30 Church St New S. Lichtenstein. 122 
York City. covering New York Philadelohia. Pa 











GUIDES 
PROTEX STICKONS 





SUPERDEX 


ROLL LABELS 
by WARSHAW 








8 PASTEL 
It is the extra value in SUPERDEX Roll Labels COLORS 
which has made them favored in filing depart- BUFF 


ments everywhere. That extra value is still GOLDENROD 
there. Full automatic machinery processes CHERRY 
assure more uniformly perfect perforations yon ny 


and smooth, even gumming. MANILLA 


In eight different pastel colors, they facilitate BLUE 
finding and filing. Write for details today. WHITE 


THE WARSHAW MFG. CO., INC. 
1 MAIN STREET, BROOKLYN, NEW YORK 


INDEX CARDS 
MENDING TAPE 


FOLDERS 
GUMMED INDEX TABS 




















142 


Hlolp Uncle Sam! 


CONSERVE MATERIALS! 


Buy the preferred Daco line. Daco products are made to last longer, 
reducing costs and saving materials. 
@ Filing Folders 


@ Guides and Indexes 
@ Bank and Insurance Forms 


@ Filing Systems 
@ Printed and Ruled Stock Forms 
@ Special and N.C.R. Forms 


pS 
DACO 


Write today for illustrated 
catalog and Prices. 


THE DACO CARD g INDEX CO. 


FEDERAL COURT BOSTON, MASS. 










9 












STEEL HINGE 
RING BOOKS 






| = 

| ff , mEsN ATIONALS— 
WALA 

NATIONAL BLANK BOOK Co. 


Holyoke, Mass. 
CHICAGO BOSTON 












| NEW YORK 


SPEED-M 








The Automatic 
Inking Pad 


that offers a size and model for every need... with these 
12 FEATURES: 


. Silent 12. Can be re-inked 


Stamps p 
Large Natural 
Reservoir elim - 
inates frequent 


ads 


i 
2. Sweat Proof indefinitely; no 
3. Dust Proof scraping before 
4. Lint Proof re-inking 
5. Sag Proof 
6. Long Lived The Automatic Inking 
7. Clear, Sharp Surface Releases Ink 
Impressions. Only on Pressure of 
8. Cleans Stamp Stamp. Surface is self 
Sealing Against Evap 
while inking ‘ 
oration. Send for cat 
9 Full, Rich Inking alog No. 141 showing 
10 Easy on Rubber many types of stamp 
i 


re-inking 
Rivet-O Mfg. 
Company 


94 Jason St 

ORANGE, MASS. 
or Louis Melind Co 
Western Rep., 362 W. Chicago Ave., Chicago, II! 











OFFICE APPLIANCES 








SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 
for details nowl 






Simply tip 
the card 
and copy 


3468 N. Clark St. 


Meilicke. Systems, Inc. chitsse, il, 








PUT THESE 


DARNELL 
Profit Builders 


TO WORK FOR YOU 


EXTRA VALUE FEATURES 


The Darnell line of floor protection 


products offer maximum profits Their 


high quality and durable service 





guarantee customer satisfaction 
Write for special dealer proposition VALUABLE 
Fast Selling NEW 
BOOK 


Darnell Corp., Ltd. * 
SP ices Fe Eee Mae SS ee SBF 
36 N. CLINTON ST., CHICAGO 
60 WALKER ST., NEW YORK CITY 











CRAMER 


The Complete Line of 
P odsture seating, 


A Price for Every Purse in Our 3 Price Ranges 


CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 








KEEPING THEM CLEAN 
. THE EASY WAY 


Stenographers prefer Clarotype—the 
type cleaner that cleans typewriter 
type thoroughly . . . instantly. 
More than 4500 progressive deal- 
ers will tell you that Clarotype 
increases their type cleaner profits 
and makes satisfied customers. 


| The Clarotype Company, Inc. 
16-B Hudson St. New York 


lw \ Wels na: 












THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 





ALLEN § WALES 


ADDING MACHINE 
CORPORATION 


444 Madison Avenue NEW YORK CITY 
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Portable Drawing Board Set—$1.00 List 





Made of genuine Plastic Fibre Board—Size 12” x 17 


SERVICE INDUSTRIES, Inc., 2025 S. Calumet Ave., Chicago 











CUSTOMER APPEAL! 


© SCIENTIFIC FIREPROOF CONSTRUCTION 
BEAUTIFUL EXTERIOR INTERIOR FINISH 
e LIGHT, DURABLE, AND EASY TO HANDLE 


VE 


LIST PRICE 


WALZ 


MANUFACTURING 
COMPANY 
, WRITE FOR FULL DETAILS 


531 NORTH ELMWOOD AVE 
OAK PARK, ILLINOIS 








Efficient and economical. 
Will keep correspondence 
and papers alwayson hand 
and properly arranged. T he 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 













24 Central Ave.West Orange.N.J. ” 
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2345678901234567890123456789 


* VICTOR 


Portable 
Adding 
Machines 





& 
10-KEY OR 


eS. FULL KEYBOARD 
ERE’S the adding machine line famous for 


leadership, volume sales, and big profits. If you 
haven’t a Victor franchise now, investigate. Write 
today to: 


VICTOR ADDING MACHINE CO.,3900 N.ROCKWELL ST., CHICAGO 


1 
2 
3 
4 
5 
6 
7 
8 
9 
0 
1 
2 
3 
4 
5 
6 
7 
8 
0 
12345678901234567890123456789 


0 
9 
8 
7 
6 
5 
4 
3 
2 
1 
0 
9 
8 
7 
6 
5 
4 
3 
? 
1 
0 





g 2 & 
Trade Mark) 


BINDER CLIP 


a No. 2 No. 5 No. 6 


THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 


CUSHMAN AND DENISON MFG. CO., 133-137 W. 23rd St. 
New York 

Niagara Paper Clips 

Cado Punchless Binders 





No. 10 


Cado Fountnbrush 

Cado Quick Drying Ink 

DeLuxe Thumb Tacks Klutch Clip Binders 

Cado KeRak and KeTags Klutch Clip Boards 
Cado Fastener and Folder 











MITE 


One Pound Postal Scale 


NEAT Appearance 
GOOD Profit 

FINE Scale 

PERFECT Service 
COMPLETE, Legible, Dial. 


RETAIL ONLY $1.95 


Circulars and displays furnished. 
Order direct, or through your jobber. 








Masco Corporation 
277 €. Erie St., Milwaukee, Wis. 


2'/,” x 4” x 4\/,” 











Dealers Wanted 


(One in a territory) 


For a Spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(No rubber to wear out) 








Write for our interesting 


Speed Key Mfg. Co. °z<xxnt 


328 Columbus Place 
BROOKLYN. N. Y. 



























Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 


us for details. 
Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. S. A. 
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THE NEW 


AMERICAN VISIBLE 


MODEL 41 C 


CARBON COPIES MACHINE 


654321 


Facsimile Impression 


Will make up to 10 good 
carbon copies 


Write For Details. 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 


DITcL FILES 


Typewriter Tables . . . Map Cases... 
Storage Cabinets . . . Wardrobe Cabinets 
and allied steel products. 


YOUR INQUIRIES ARE INVITED 
ON SPECIAL STEEL ITEMS. 


ANDERSON-HICKEY COMPANY, INC. 
GENEVA, ILLINOIS 


All large 

users should 

es buy mn bulk 

- 
a: og ; ° ° 
cans, Grippit’s economy invites you 

to use it wherever you require adhesive that never wrinkles 
paper . . . that keeps work and workers unsoiled .  . that 
holds permanently, yet can be peeled off without damage. Write 
for Free Tube and Profit Story to Harriman-Welts Products Co., 


200 Summer Street, Boston, Massachusetts 


OFFICE APPLIANCES 








AID TO 
BRITAIN 


BUY 
BRITISH 
GOODS 


THE 
BRITISH STATIONERY 


EXPORTER 


published quarterly by 
the proprietors of the 
BRITISH STATIONER 





contains a comprehensive display of 
the most attractive and saleable British 
Made lines of stationery merchandise. 
We shall be pleased to mail you a copy 
post free each quarter if you will com- 
plete the form below. 





BRITAIN DELIVERS THE GOODS 








ROLLING STORE LADDERS 


For use on Filing Cab- 


Ofices, gay y Bln 
LIBRARY 
LADDERS 


Equipped with rubber 
tired wheels and Auto- 
matic Safety Brakes. Made 
in a variety of heights 
and forms. 
DEALERS—Don't overlook 
sales opportunities in Roll- 
ing and Library Ladders. 
Write for literature and 
prices. 


Manufactured by 


I. D. COTTERMAN 


155 N. Union Ave., Chicago 











—--===== SEND US THIS COUPON ==-===== 


To F. W. BRIDGES LTD., 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Building. Trafalgar Square, London, W. C. 2. 


Please send to the address below Free copy each quarter of 
the BRITISH STATIONERY EXPORTER. 





IID conceals cccuacadedioncdinins cnonaniaeacsanicunniee roses 
(Please attach your business card or letter-head) 


Address 


Date 
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W The MODERN Hectograph! | | PELOUZE POSTAL SCALES 


Simply place the letter on the plat- 
form, read the dial and affix the 
postage. The dial tells the cost 
in cents on 
all mail mat- 
ter, includ- 







Better Results—more and better copies with immediate 
reuse! Has Longer Shelf Life—gquaranteed ae 
| against deterioration. Will not crack, dry or spoil! 
Odorless and non-sticky. Duplicates on any kind of paper 
without tearing. Saves you money—WRITO weighs iess, 


5 
| R Consider the advantages of WRITO! 





T so you get more per pound. ing rates by 

; PURE—can be melted and zones 
reused. : 
Complete line in all popular STANDARD 
sizes in both pans and refills Two sizes—2 Ibs. 


Complete line of 
Hectograph Supplies 


& 4 Ibs. 
Adjustable Beam 








Dealers: Write for complete price 
schedule, discounts and sales helps. 
We offer you a real proposition. 


ROSS LABORATORIES, Inc. 
4021 N. Hermitage Ave., Chicago, Ill. 


Verne Gl ay Mo 
Mo STRENGTH ns 


A Pelouze Postal Scale for Every Purpose 
AT LEADING DEALERS WRITE FOR CATALOGUE 


PELOUZE MFG. CO. ICAS OT tae: 





























e : © 
That guarantee you and A tT 3 ng LI 
your customers satisfac- ° e e 
More, tion from thinner leads. e C ooP Fo 
MOOTHNESS [etemieac: 3 ER 
Threadline excels in = == 
quality. EmP a eS DO’ & 


Order from the i/a 1/4 Aaa) DAYTON STENCIL 


Originators Downers Grove, Illinois WORKS c DAYTON 


. OHIO 


MAGIC FLOW 


An Excellent 
Duplicating Ink 
ALSO OTHER DUPLICAT- 











SUBSIDIARY OF THE JOSEPH DIXON CRUCIBLE CO. 


10 Pinup: 








NGS _THERE’S NOTHING LIKE 


t 





10 Hang “P"-*MOORE 










RS | 
PUSH-LESS HANGERS | ING SUPPLIES . . . Colored 
pisplay them iver Inks available. Samples and 
gst ao jobber prices upon request. 


rofits. 
Ss supply yo" 


CONTINENTAL 
INK COMPANY 


544 W. Lake St. Chicago 


BANK PASSBOOKS 


4 MOORE PUSH-PIN COMPANY | 
Since 1900 113-25 Berkley St., Phila., Pa. | 




















FOR PERFECT REPRODUCTIONS 


ECHO 









and Pocket Check Covers 

IS THE ANSWER New methods of manufacturing 

TO ALL make Low Prices and Easy 

Sales. Super Finish and An- 

CARBON PAPER tique Moorish Passbooks. N.C.R. 
AND . and Burroughs Window Ma- 

a: chine Passbooks and all other 

TYPEWRITER RIBBON Mz style Passbooks and Check 
¥ Cases. BIG OPPORTUNITY 

REQUIREMENTS. He] for Bank Supply and Stationery 





—9 


Salesmen. 


MPR Write for samples and prices. 
A . ,) ne 4 , : . 
ee Full particulars on request. 


Place a Trial Order NOW CARBON € RIBBON MFG CORP 


and You'll Benefit by the 1942 165 DUANE ST. AMERICAN PASSBOOK CoG. 


“2 For 1” Sales Plan. NEW YORK, N. Y AKERS BLDG. CLEVELAND, OHIO 


yr 
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POSTURE TYPE CHAIR 


Correct sitting posture is easy, natural 
and comfortable. Provides maximum 
support with easy adjustments. 





vu C88 
EXECUTIVE TYPE CHAIR 


Smartly styled, generous in size and 
durable. Designed for permanent 
seating comfort. 


re, 





LIFELONG STEEL CHAIRS 





GRAND RAPIDS, 


OFFICE APPLIANCES 


Conserves Vital Energy - 
Steps Up Uitice Efficiency 














In thousands of important offices, Steelcase Easyrest 
Chairs are daily contributing to America’s gigantic war 
effort by providing correct, comfortable sitting posture. 
In instance after instance, replacement of old fashioned 
energy consuming chairs with modern Easyrest seating 
equipment has increased work output as well as ma- 
terially quickening the entire office routine. An extra 
measure of reserve energy after a full day’s work, plus 
an improved morale and better attitude toward the jobs 
of the following day are gained by all who use Steelcase 
Easyrest Chairs. 


Steelcase Dealers are Doing Their Part 


Today, as Steelcase is straining every nerve of men and 
machines to supply needed quantities of better and 
more efficient seating equipment, the great army of 
Steelcase Dealers is closely cooperating with manage- 
ment in the selection and use of the right Easyrest Chair 
for every requirement. And too, Steelcase dealers are 
getting their share of profitable orders for Steelcase 
Desks, Files, Counters, Cabinets and related products. 
An inquiry from you will bring full information about 
the valuable Steelcase Franchise. Why not write today! 


. found where business succeeds 


















STEELCASE 


usiness Equiprrenit, 









OFFICE FURNITURE CO., 


MICHIGAN 











FAMOUS FOR QUALITY 
SINCE 1903 


Thirty-nine years ago the first Heyer 
Quality Gelatin Duplicator was introduced. 
Each year since that time there has been an 
ever increasing demand for them — proof 
that consistent quality counts! 

Heyer Gelatin Duplicators are intended for 
runs of 50 to 100 copies, and for this quan- 
tity are unquestionably the cheapest of all 
duplicators to operate. All are furnished 
complete with supplies. All feature modern, 
attractive designs. 

The Heyer Quality Line of Supplies for All 
Gelatin Duplicators gives the dealer a com- 
plete source for all supplies necessary to the 
successful operation of a Heyer, Ditto, Vivid, 
Graphic or any other gelatin duplicator. The 
continuous and growing demand for these 
supplies offers a profitable addition to any 
dealer's business. Feature the Heyer Quality 
Line — It’s Good Business! 





HEKTOGRAPH INK 
REMOVER 


This effective new hand clean- 
ser quickly banishes unsightly 
ink stains caused by Hekto- 
graph copying materials. It is 
a mixture of harmiess chemi- 
cals in a thick. creamy base, 
and dissolves the ink stains, 
leaving the skin soft and 
smooth. Supplied in 2 oz. and 
8 oz. tubes. 











e When you sell Underwood Portables, you add the 
full power of the famous Underwood name to the good 
name of your store. You are identified as a part of the 
great nation-wide organization back of Underwood 
Portable Typewriters. 

e This gives you added prestige and prosperity in your 


own community. 


Portable Typewriter Division 


UNDERWOOD ELLIOTT FISHER COMPANY 
ONE PARK AVENUE, NEW YORK, N. Y. 


UNDERWOOD... 
Typewriter Leader of the World 

















